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In this issue 
Locating in a 
Shopping Center 
Pg. 30 


Send for your FREE 
H&B CATALOGS for 1958 


Louisville Slugger Catalog 


Containing complete information and specifica- 
tions, the beautiful 1958 Louisville Slugger Cata- 
log (size 8!/." x 11/4") in full color is now ready 
for distribution. Be sure to get your order in early. 


HILLERICH & BRADSBY CO., INC., 


MILLE Sly 
"pats “& 
HILLERICHE BRADSBY C° 


Y > 


Louisville Grand Slam Catalog 

Also ready for distribution is the Louisville Grand 
Slam Catalog for ‘58. Accurately produced in 
full color and planned for maximum eye appeal 
and easy readability. Size 8'/2" x 11%". Reserve 


your copies now. 


Louisville, Ky., Dept. SH-8 
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Louis. His 


GRAND SLAM 
Golf Clubs 





SASH CORD 


A quality cord priced to sell in volume. Con 
nected 50 ft. and 100 ft. hanks individually 
packaged in polyethylene bags. 1200 ft. and 
2400 ft. coils packaged in dispensing display 


DED cord 


eR vee 
' waasee* * 


BRAIDED MASON'S LINE 


A good al! year ‘round seller. Extra strong, 
non-kinking, non-raveling. Mason's Line, Chotk 


Line, Awning Cord, etc 


: 
(Come 


CLOTHES ORYER CORD 


A cord especially designed for replacement 
use on clothes dryers. Three 50 ft. connected 


honks make flexible sale unit 


corton 


TWINE ASSORTMENT 


This is one of many King Cotton Assortments 
Gives you a wide variety of twine with no 
inventory problem. Balls are 25¢ sellers 


DRAPERY CORD and 
VENETIAN BLIND CORD 
ideal put-up for the home replacement market 
Handy coils, cellophane wrapped, display 

packaged, al! standard colors 


SOAS i 


NYLON MASON'S LINE 
CHALK LINE 


Top quality, display packaged. Mason's Line, 


100% NYLON, twisted or braided. Excellent 
for Mason's Line, Chalk Line, Plumb Line, 
Pull Cord, Drapery Cord 100 ft. spools in 


Tile-Setting, 
display box. Many other put-ups 


Loyout Line, Furring-Out Line, 
etc A staple, year round seller 


SNAP-SACKS 
These SNAP-SACKS are made 
gauge polyethylene with an elastic 
Yourself'’ top. Mason's Line, Butcher's Twine, 
Chaik Line, Wrapping Twine, Jute, India. 
Be sure to send for 
our complete catalog. 


CLOTHESLINE 


The best grade that's priced to sell in volume 
Connected hanks individvally packaged in 


polyethylene bags 


>» 
iq) Coffon 
CORDAGE® 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET, NEW YORK 8, N.Y. 


from heavy 
Help 














Publishing Company, Dalton and Atlanta 
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Dalton, Ga., by W. R. ¢ 


d States and posse $1.00 per 
Dalton, Georgia, under the Act of 


Number 3 


3579 to 806 Peachtree St.. N. E., 


rawford St 


price ir Unite 


published monthly at 116 BE. ¢ 
Subscript ior t 


class matter at 


Volume 127 


Send notices by Form 


SOUTHERN HARDWARE its 
Mare! 1879 


Entered as second the post office 
Atlanta 8, Ga 


Postmaster, 





with IGLOO 


every angle 


is a profit angle 


CRYSTALINING 
Keeps Liquids Pure 


Round Inside Bottom 
Easier To Keep Clean 


Rugged Construction 
Withstands Hard Use 


18% Better Insulating 
Qualities Because There's 
No Metal-to-Metal Contact 





Smooth, Easy-Grip 
Handles 


Corrugated 
For Extra Strength 


Dripless 
Recessed Spigot 
Won't Break Off 


Ask your hardware wholesaler, or write 


IGLOO CORPORATION 


P.O. BOX 8227 * MEMPHIS 4, TENNESSEE 
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it rewinds itself 


NEW K:= WYTEFACE’960 stcel tape rule 


with simple squeeze 
or press control 





squeeze top and bottom press down on flat surface 
{J é 





it rewinds itself it rewinds itself 


The WYTEFACE 90 assortment gives 
you the highest steel tape profit on the market! 





SPECIAL INTRODUCTORY OFFER, MR. DEALER” 


“BAKER’S DOZEN” ASSORTMENT... WITH 40% DISCOUNT SPACE-SAVING 
List Price DISPLAY 


7400—6 ft. $1.49 each $2.98 YOUR PROFIT Colorful display 
7400—8 ft. $1.79 each 7.16 carton takes up 
7400—10 ft. $1.99 each mi Your 40% discount ‘ only 4% inches by 
7400—10 ft. $1.99 each ree 8 inches in space. 
7400-12 ft. $2.29 each ee Individual cards 
“$92.68 YOUR TOTAL PROFIT .. .$11.06 sell tape rules at 

Less 40% Discount 9.07 sight ... your cus- 


Shipping weight of the assortment 6 Ibs. 11 oz. Your cost $13.61 BUY THROUGH YOUR JOBBER tomers can pull 
blade out and ex- 


*Introductory offer good until April 30, 1958. C Y 
amine it. 


as KEUFFEL & ESSER co. Hoboken, N. J. 
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Hardware & Allied Lines - - Farm Operating Equipment 
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FEATURES 


Building Power Tool Vol 
$15,000 Annually from Plumbing Supplies So many exclusive features... 


Merchandising for Do-It-Yourself Trade so low priced see 
Locating in a Shopping Center 


Otistome Convention ™" OUTSELLS ALL OTHER 


at as uc saws Dro Fl 


DEPARTMENTS 























Business Trends 


Industry News * New See-As-You-Saw Jig-Lite! 

Catalogs & Sutietias * New Left or Right Angle Adjustment to 45°! 

Dealer Sales Aids 

New Products * New Eight Inch Rip Fence and Circle Guide! 
Farm Equipment Section * New Auxiliary Guide Handle! 


* New Fast-Cutting—2650 Strokes Per Minute! 
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ANNUAL SUBSCRIPTION—$1.00 





Business Representatives Even the new Shopmate’s recommended selling 
W. L. Rocers, Room 610, 7 East 42nd St., New York 17, N. Y., price looks like a special! The fact is, no other jig 
Coben “oo _— eg SERS YS Ee FO saw has so many features yet is priced so low for 
Cohasset ass., Phone: Cohasset 4-0712: James R. CorRGER. . ~s . =< 7 = . 
Philadelphia, 27'E. Windermere Terrace, Lansdowne, Pa., Phone volume sales. The new Shopmate provides its own 
MA 6-9145; Huem AvLL, 333 N. Michigan Ave., Chicago, IIl., light bevels left or right to 45°, really cuts 2 x 4’s, 
Phone: CE 6-4131; Josern B. Rocers, 16404 Southland Ave “ . mevelane le | hers 
Cleveland 11, Ohio, Phone: CL 1-9063: Loyp B. CHAPPELL & perfect circles, everything from metals to leat ers, 
ASSOCIATES, 8693 Wilshire Blvd., Beverly Hills, Calif., Phone even makes its own starting hole. Comes with 
OL 2-1490; Frep Jameson, Loyp B. CHAPPELL & ASSOCIATES, = a " . _—<— > vereatilhtyv 
821 Edinburgh St. San Mateo, Calif.. Phone: DI 32-8806: W. C three special blades that give it the versatility of 
RvuTLanp, P. O. Box 102, Gastonia, N. C., Phone: 7-7995; Baron seven other saws. 
Rat g ‘15 Chenher are rn any sat A vie : Powerful big space ads in leading consumer 
t ‘ , 915 amber o Oo erce g f 4 i “ . . 7 
Phone: 9-1495 publications like Saturday Evening Post, Popular 
oe Mechanics and Popular Science introduce this sen- 
Published Monthly by sabe ao e , 
sational new jig saw to 
W. R. C. SMITH PUBLISHING COMPANY wer Guatemeene. Aol. SUGGESTED RETAIL 


Atlanta, Ga., and Dalton, Ga. to help you even more 
Editorial end Business Offices complete promotional 
806 Peachtree Street, N.E., Atlanta 8, Ga. material is available 


Publishers Also of > . a! 

? free of charge! eomune 

ELECTRICAL SOUTH SOUTHERN AUTOMOTIVE JOURNAI 

SouTHERN BUILDING SUPPLIES TEXTILE INDUSTRIES SH 3-58 
SouTHern Power & INDUSTRY 


— . PORTABLE ELECTRIC TOOLS, INC. 


W. J. Rooker, Chairman of the Board: Ricuarp P. Smiru. Pres 
ident and Treasurer; T. W. McCALLister, First Vice-President ;: 


E. W. O'Brien, Vice-Pres.; A. E. C. Smivu, Vice-Pres. : 320 West 83rd Street 


Joun C. Coox, Vice-Pres.; A. F. Ronerts, Secretary ; 
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BUSINESS TRENDS 


> Business Picture— Down-in-the-mouth reports of business conditions are not 
entirely justified according to some economists. And some quarters scoff 

at the idea of any severe depression. Discounting the extreme pessimists, 
here's how the many predictions being made might be summed up: bottom of the 
business dip will be reached early in '58. A leveling out will begin in 
late spring followed by a definite upward movement sometime during the 
summer months. Significant recovery in late '58--pickup in employment, 
production, and consumer spending. 


Legislation—Congress may cast a skeptical eye at any move for freer trade. 

Many domestic manufacturers have been hurt by imports of such foreign 
products as fencing and barbed wire, builders hardware, and tools. Their 
complaints may be getting more sympathetic attention. 


Construction—asier credit policy of the Federal Reserve will help the 

nation's builders put up more than one million new residential dwellings 
during 1958. This will provide an important prop for the economy. Con- 
struction activity could play an even more significant role if employ- 
ment, and the resultant higher income, moves upward. 


Business Failures—The nation’s business failures in 1957, according to Dun 
& Bradstreet, numbered 13,739, the highest on record since 1939, and 
well above the 12,686 recorded in 1956. 


Taxes— Though a general tax cut is being talked up as one means of pulling 
business out of its slump, don't count on it. Congress isn't going to 

act fast on this, will wait to see what happens. If unemployment climbs to 

a 5 to 6 million total, cuts may be made, but business will turn up before 

that many people become jobless. At least that’s what the economists 

are predicting. Tax cuts, if made, would include corporations as well as 

individuals. 


Installment Credit—consumers continued to increase their installment pur- 

chases during 1957, but at a somewhat slower rate. Installment credit 
outstanding at the end of November totaled 33.6 billion dollars, up 2.4 
billion dollars. 


Employment—General cutbacks in manufacturing and other industries resulted 
in unemployment in December of 3.4 million, compared with 2.5 a year 
earlier. This is the highest rate of unemployment since November 1954. 


Farm Income—Realized net income from farming in 1957 was probably slightly 

below the 12.1 billion dollars in 1956. Prices received in mid-December 
were about 3% above a year earlier and the highest for that particular month 
Since 1953. 
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INDUSTRY NEWS 


Saddler Named President 
of S. B. Hubbard Co. 


IN A SERIES of executive changes 
at the S. B. Hubbard Co., whole- 
salers in Jacksonville, Fla., T. J. 
Kenny has resigned the office of 
president, but continues as chair- 
man of the board. He has been 
succeeded as company president 


Luke Saddler 


by Luke Saddler who also fills the 
position of treasurer and will 
serve as general manager. 

In a letter to company em- 
ployees, Mr. Kenny stated that for 
reason of health his physicians had 
advised him to relinquish his 
duties as president. 

Following the special meeting 
of the board of directors in 
January, W. B. Smith was named 
sales manager and T. J. Kenny, 
Jr., assistant sales manager. Smith 
formerly served as a territory 
salesman, while Kenny was the 
company’s appliance _ specialty 
salesman. 

> 


Monroe Hardware Assigns 
Dillon to New Sales Post 


WortTH B. PLYLER, president of 
Monroe Hardware Co., Monroe, N. 
C., announces the appointment of 


6 


Thomas P. Dillon as assistant sales 
manager. Dillon is a graduate of 
Duke University and served four 
years in the Navy. He has been 
with the wholesale organization for 
the last eight years. 


. 


Pendleton Tool Makes 
Sales Appointments 


SPRINGER McCULLy, who has 
been the Dallas-Fort Worth sales 
representative for Pendleton Tool 
Industries, Inc. for the past three 
years, has been promoted to the 
position of assistant sales manager 
for the P and C Division of that 
company. He will headquarter in 
Philadelphia after March 1. 

Bob Stanford, former sales rep- 
resentative, then sales manager for 
Calwis Co., Green Bay, Wis., suc- 
ceeds McCully. Stanford has been 
a Dallas resident for many years 
and is well known in automotive 
circles. 

W. A. Nichols, formerly associat- 
ed with Corpus Christi Hardware 
Co., will assume the Fort Worth 
and surrounding territory with 
headquarters in Fort Worth. 


Huey & Philp Announces 
Promotion of Haggard 


HoMER HAGGARD was promoted 
recently from salesman to man- 
ager of the industriai department, 
hardware division of Huey & 


Homer Haggard 


Philp Co., Dallas, Texas, according 
to an announcement by Alvin 
Huey Lane, president of the whole- 
sale firm. 


Warp Bros. Holds Sales Meeting 


Warp Bros., Chicago, manufacturers of window materials, Coverall polyethylene 
sheeting, and other plastic products, presented its sales and advertising program 
for 1958 at its recent annual meeting. Officials and representatives appearing 
here are as follows, left to right: John O'Meara, dealer service; Delbert? Christ- 
ensen, office manager; Joe Cahill, district sales manager; John Warp, vice- 
president; Orville Thompson, western representative; Harold Warp, president; 
Eimer Smith, district sales manager; Karl Boehm, general sales manager; LaVern 
Nielsen, dealer service; John Norton, district sales manager; Connie Apffel, 
southern representative; and Glenn Duffy, dealer service 


SOUTHERN HARDWARE for March, 1958 





SEINE 
TWINE 


Put-up on 
cellophane 
wrapped tubes 


4 oz.-8 oz.-1 Ib. 


Full range sizes 
6 to 72 


EACH TUBE LABELED WITH SIZE, 
FEET PER TUBE, AND WEIGHT 


the QUALITY LINE... 


ti 
¢ 


rf 
r 
in 


i 
F 


Orders of $75.00 or more, freight 
prepaid. Orders of less than $30.00 

f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Calif., Marietta, Minnesota, Dalias, Texas, 
or Waynetown, Ind. Orders of $30.00 to 
$75.00 freight allowed to $1.00 per cwt. 
Freight prepaid does not include extra 
charges incurred outside carrier's 
regular zone of delivery. 


b 


' 
: 


at 
i 
if 
: 

; 


, 


_ 


ESTABLISHED 1873 eve an 4 S ompany LAWNDALE, N. C. 


14346 Bessemer St., Van Nuys, Cal.e Marietta, Minn.e 3104 Gaston Ave., Dallas 26, Texas+ Waynetown, Ind. 
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INDUSTRY NEWS 





Stratton-Warren's sporting goods show held recently in Memphis attracted 
necrly 800 dealers from six states 


Stratton-Warren's Spring Show 
Attracts Large Dealer Crowd 


DESPITE BAD weather, nearly 800 
dealers attended Stratton-Warren 
Hardware Co.’s_ third annual 
Spring Merchandise and Sporting 
Goods Show in Memphis, Tenn., 
January 19-21. 

Three new records were set— 
attendance, exhibits and sales. 

That prompted a smiling George 
M. Stratton, vice-president of 
Stratton-Warren, to comment: 
“Business must not be so bad, after 
all!” 

Dealers came from at least six 
states and some from as far as 300 
miles away. 

For the first time, the show 
opened on a Sunday, and that day 
enjoyed the best attendance with 
weather good. It rained the next 
two days. “Had it not been for the 
bad weather, I believe we would 
have drawn at least 1,000 deal- 
ers,’ Stratton observed. “There 
definitely was wider interest this 
year. Attendance shows it.” 

The show featured more than 
75 displays set up by factories and 
their representatives in the Strat- 
ton-Warren showrooms. The show 
covered sporting goods of all 
types, lawn mowers, implements, 
garden tools, fans, barbecue grills, 
some housewares, and appliances. 


More than $2,000 in free mer- 
chandise was awarded as prizes. 
Special discounts also helped to 
attract dealers. 

“Every tackle manufacturer had 
new items. Other sporting goods 
that attracted much comment were 
fancy hunting clothes including 
insulated underwear; a_light- 


(Continued from page 6) 


weight 22-rifle, aluminum and in 
a choice of bronze or black; col- 
ored pistols for women, and a 
single shot automatic rifle,” Strat- 
ton declared. 

There also was much interest in 
home freezers and power lawn 
mowers, he reported. 

Stratton-Warren plans its an- 
nual fall show in August for the 
display of toys, housewares, gift- 
wares, stoves, heaters, sporting 
goods and other seasonal merchan- 
dise. 

¢ 


New Sales Reps Named 
By Holthouse and Hartup 


THE APPOINTMENT of new sales 
representatives has been = an- 
nounced by Holthouse and Hartup, 
Inc., Waynesboro, Tenn., manu- 
facturer of tool handles. 

Henry A. Hoeynck, Jr., will 
represent the company in most of 
Missouri, exclusive of Kansas City, 
and Cairo, Il. Hoeynck makes his 
headquarters in University City, 
Missouri. 

Jack C. Lyle and Associates, 
manufacturers’ representa- 
tives with headquarters in Atlanta, 
Ga., will represent the company in 
Georgia, Florida, North and South 
Carolina, and Virginia. In addition 
to Lyle, other members of this 
firm are Harold Hester who head- 
quarters in Miami, and F. P. Shef- 
lett who works out of Roanoke, Va. 


Many new models of firearms caught the eyes of show visitors 
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the reason why 
one fishing line is ahead 
of all others! 


Its bold new concept in color—the one fish can't see—gives Sunset’s Coral King® 
extra sales impact! These new, eye-catching, coral-color lines stop and sell more 
fishermen because they are... 


© unusual and different... an exciting new color that produces impulse sales. 

© premium quality lines that earn premium profits for you! 

@ pre-sold to your customers . . . by consistent advertising. 

@ available for your type of fishing in monofilament, casting, surf-squidding, floating 
fly line (leader material too!) 


No wonder Coral King stands-out—out-sells. Put its new salespower to work in 
your tackle department ...order Coral King from your jobber today ! 


Coral King is one of 32 famous 


. ° o 
Sunset Fishing Line trade names su mset lines 


Petaluma ¢ California Florence « Alabama 
© 1958 Sunset Line and Twine Co. 
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INDUSTRY NEWS 


English Begins Duties 
as H. B. Ives Sales Rep 


JOHN B. Morse, JR., vice-presi- 
dent and sales manager of The H. 
B. Ives Co., New Haven, Conn., an- 
nounces the appointment of Wil- 
liam S. English as direct factory 
sales representative for the com- 
pany’s line of builders hardware 
products. 


William S. English 


English will cover the states of 
Oklahoma, Colorado, Arkansas, 
Kansas, Nebraska, part of Missouri, 
and the central Mid-South area. 

He joined The H. B. Ives Co. a 
few years ago and has had exten- 
sive factory training preparatory to 
this assignment. Previously he was 
with the Pittsburgh Steel Co. in 
both their Pittsburgh and New 
York sales divisions. 


as 


Wooster Rubber Changes 
Name to Rubbermaid, Inc. 


THE WOOSTER RUBBER Co., Woos- 
ter, Ohio, announces a corporate 
name change to Rubbermaid, Inc. 
The announcement was made for 
the company’s board of directors 
by James R. Caldwell, president 
and founder of the housewares 
manufacturing company. 


os 


Black & Decker Opens 
Branch in Tampa 


THE BLacK & DECKER Manufac- 
turing Co. announces the opening 
of a new sales and service branch 


10 





in Tampa, Fla., located at 3407 S. 
Dale Mabry Highway, to provide 
complete repair and service facili- 
ties to users of Black & Decker 
electric tool products in the Tampa- 
Western Florida area. 

Service manager at the Tampa 
branch is Edward G. Seiders, who 
was formerly a repairman in the 
company’s Richmond, Va., branch. 
Seiders will be under the super- 
vision of Elmer G. Shue, South- 
eastern regional service manager. 


o 


Manufacturers’ Reps 
Form Partnership 


LYMAN RoGeErRS Sales and A. F. 
Graham, Jr. and Associates an- 
nounce that the two companies 
merged January 1, 1958, and the 
new partnership is known as the 
Graham-Rogers Co. 

Graham will concentrate his ef- 
forts in the states of Mississippi, 
Alabama, Tennessee, while Rogers 
will cover Florida, North Carolina, 
South Carolina, and Georgia. 

Among the accounts covered by 
the 10-year-old firms is the B. F. 
Gladding & Co., Inc., South Otsellic, 
N. Y. 

2 


Salisbury Becomes Sales 
Manager of Warren Tool 


BILL C. SALISBURY, assistant sales 
manager of the Warren Tool Corp., 
was to assume the position of sales 
manager January 1. 


Plans for NHMA's Summer 
Exhibit Get Under Way 


THE 29TH NHMA National 
Housewares Exhibit will be held 
Monday, July 7, through Friday, 
July 11, in the Atlantic City Audi- 
torium, Dolph Zapfel, secretary of 
the National Housewares Manu- 
facturers Association, announces. 

“The largest winter housewares 
show ever held, which closed in 
Chicago January 23 after a record 
buyer registration of 11,077, has 
resulted in a deluge of manufac- 
turers’ inquiries concerning the 
summer show,” Zapfel said. 

Early indications are that the 
Atlantic City exhibit will be at 
least as large as the summer show 


(Continued from page 8) 


Bill Salisbury 


Salisbury formerly was associat- 
ed with the Enos Coal Mining Co. 
in Indianapolis, Cleveland, and 
Chicago. He represented the War- 
ren Tool Corp. in Chicago from 
1953 until 1956 when he was named 
assistant sales manager. 

Salisbury will maintain offices at 
the company’s home office in 
Warren. 


. 


Standard Steel & Wire 
Appoints Sales Rep 


STANDARD STEEL & Wire Corp. of 
N. Y. announces the appointment 
of R. C. Ennever as its representa- 
tive on Standard welded and weld- 
less chain. Ennever will cover all 
marine hardware accounts from 
Annapolis, Md., to Brownsville, 
Texas. 


of 1957, when 615 manufacturers 
showed the world of housewares to 
a record 7,918 buyers representing 
4,505 buying firms serving all 48 
states, Canada, and many foreign 
countries. 

Theme of the July show will be 
“Summer Gateway to the Multi- 
Billion Dollar Housewares Mar- 
ket,” according to Zapfel. Nation- 
wide business surveys conducted 
by NHMA have indicated that the 
nation’s homemakers spend $3 
billion a year for housewares. 

Zapfel said floor plans and space 
applications for NHMA’s 29th Na- 
tional Housewares Exhibit were 
scheduled to be mailed all leading 
housewares manufacturers about 
March 1. 
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The more you look... the better they look 


Atlanta © Pittsburgh © Cincinnati © Dallas 


wert mene nore | GIRABLER SQUARE “GEE” 


Chicago * St. Lovis © Detroit © Denver 
Minneapolis @ San Francisco © Los Angeles 


The GRABLER G 


PIPE FITTINGS 


ORDER FROM YOUR WHOLESALER 


Manufacturing Co. © 6565 Broadway *¢ Cleveland 5, Ohio 
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elebrating /0 vaisy 


BIRTHDAYS 


Daisy will help every kid in your trade area get 


A BIRTHDAY DAISY! 


Here’s HOW: Daisy’s Double 
Page Ads in 25 MILLION comic 
books show 4 “Birthday Daisy 
Reminders’’—sales messages. 
Boy clips from ad, signs, writes 
name of Daisy Dealer on all 4. 
Boy gives them to Dad in 
sequence before his birthday. 

Program reaches all air- 
rifle-age kids in your sales area; 
runs May 10 through Nov. 15— 
six profit-making months! 


Plus Ads in POST 


and FARM JOURNAL 


Daisy also runs air rifle, BB 
pistol ads in IRHA ad sections 
of April 26 Post, May Farm 
JOURNAL during Hardware 
Week April 24 through May 3. 
Stock heavy for this big Daisy 
selling push! 


Path Feemoiton Ki 


Contains 1 compact Pyramid 
Gun Stand, 1 colored Display 
Card, 1 Ad Mat, 5 Daisy Air 
a Catalogs. Mailed free and 

tpaid. (Use with or without 

TA Promotion Kit!) Mail the 
comes for your Daisy Kit now! 


Mall NOW! 


DAISY MANUFACTURING COMPANY 
DEPT. 3838, PLYMOUTH, MICHIGAN, U.S.A. 
Send Birthday Promotion Kit POSTPAID. 


» Gold Medal Series® 


Retail: 


ee 13” 
mes Men 
= 


lt 


Retail: 


=— areca °9°° 
" 


wera 
Retail: 


ar 
No. 98 Daisy 
Eagle—2X Scope Mounted 


1000-shot type 37” repeater; real 2X scope 


mounted. With top grain leather sling. ~ 


No. 25 Daisy Pump Gun 


Famous forced-feed pump action 50-shot 
repeater. 37”. Gold “‘engraved”’ jacket. 


em 
No. 94 Daisy Western Carbine 


Lever-action 1000-shot type repeater. 35”. 
Leather boot; carbine ring. 


> 


Daisy BB 

Shot higher 

'. Coast, 
Canada 


No. 177 DAISY BB SHOT 


Bulls © Eye BB Target Pistol 


Sensational 150-shot repeater 
shoots Daisy air rifle BBs ac- 


Retails: 
Pack Tube 
\4@ 
: 5¢ 5< ‘ 
curately at 9 foot range. Fast- 10¢ 
loader; all steel; 104%". With 


5 b 
25 Targets, 2 tubes Daisy BBs. 5 Retail > 
Prices higher Canada and subject to change without notice. 
* “Gold Medal’’ indicates these models are 
proven profit-makers and will be advertised 
nationally all during 1958. 
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| uisy MAMPACTORING COMPANY, DEPT, 3098, PLYMOOTEL MCCA, BS. A 
| Since 1888 ...cun ano courrment neavauarters For Younc snoorers 





For more information use Handy Return Card, Page 75 


SOUTHERN HARDWARE for March, 1958 





INDUSTRY NEWS 


Richard L. White 


Two Landers, Frary & 
Clark Executives Retire 


THE RETIREMENT of Richard L. 
White as chairman of the board and 
the retirement of Earle J. Van 
Buskirk, vice-president, is an- 
nounced by Landers, Frary & Clark, 
New Britain, Conn. 

With Van Buskirk’s retirement, 
John A. Andrews, sales manager of 
the Vacuum Products and Hard- 
ware Division, is assuming com- 
plete sales responsibility for the 
products within the scope of that 
division, according to Stanley G. 
Fisher, vice-president and general 
sales manager. 

The directors of the company an- 
nounced that the office of chair- 
man of the board would not be 
filled and that President Bret C. 
Neece would serve as chief execu- 
tive officer of the company. White, 
however, will continue as a mem- 
ber of the board of directors. 

White was president from 1941 
until 1952 when he became chair- 
man of the board. He has served 
as president of the National Elec- 
trical Manufacturers Association 
and also as president of the Na- 
tional Hardware Manufacturers 
Association. 

Van Buskirk retires after 43 
years of service in various sales 
capacities with the company, start- 
ing as salesman in the Cutlery Di- 
vision covering the South and 
Southwest. He is a member of the 
New Britain Club, Shuttle Meadow 
Club, Eastern Hardware Golf As- 
sociation, Midwest Hardware Golf 
Association, Texas Boosters Club, 
and the Old Guard, southern hard- 
ware salesmen’s organization. He 
also served as president of the 
American Cutlery Association. 


E. J. Van Buskirk 





John A. Andrews 


Andrews was appointed sales 
manager in 1955 and since that 
time has been working with Van 
Buskirk in the sales and product 
plans for the division. He wil] con- 
tinue in his capacity as sales man- 
ager along with his new responsi- 
bilities. Andrews is a native of New 
Britain and a gradute of Yale Uni- 
versity. 


° 


Branchell Re-Aligns 
Sales Territory 


THE BRANCHELL Co., St. Louis, 
Mo., announces a new territorial 
alignment for sales representation 
for its melamine dinnerware in 
five southern states. 

Tom J. Carroll, Memphis, Tenn., 
has been appointed representative 
for western Tennessee, Arkansas, 
Louisiana, and Mississippi; Buford 
K. Brooks, Louisville, Ky., is rep- 
resenting Branchell in eastern 
Tennessee (including Nashville) 
and Kentucky. 


Tom J. Carroll 
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Paul Meador Resigns As 
Morrow-Thomas Head 


THE resignation of Paul Meador 
as president of Morrow-Thomas 
Hardware Co., wholesalers in 
Amarillo, Texas, was announced 
recently by Jack Husbands, execu- 
tive vice-president of the com- 
pany. 

At the time of the announce- 
ment, Mr. Meador had not dis- 
closed his future plans. 


a 


Cahill Joins Decatur 
Pump as Sales Manager 


ARTHUR W. BuRKS, president, 
Decatur Pump Co., Decatur, IIL, 
announces the appointment of Ed 
M. Cahill as general sales manager, 


Ed M. Cahill 


effective January 1, 1958. Cahill 
formerly served as general sales 
manager of the A. W. Cash Valve 
Manufacturing Corp., Decatur, II. 


e 


Shapleigh Announces 
Hoeynck's Retirement 


FRED H. JOHNSON, president of 
Shapleigh Hardware Co., St. Louis, 
Mo., recently announced the re- 
tirement of Henry A. Hoeynck, 
vice-president of merchandising. 
Hoeynck’s hardware career dates 
back to 1906 when he started as 
office boy at Simmons Hardware 
Co. 

Robert A. Wolff has been ap- 
pointed merchandise manager suc- 
ceeding him. 


13 





INDUSTRY NEWS 


Otto Bernz Co. Appoints 
Regional Sales Manager 


APPOINTMENT of John Mallett 
as manager of the southern sales 
division of the Otto Bernz Co., 
Rochester, N. Y., is announced by 
John M. Dunn, vice-president in 
charge of sales. Mallett will head- 


John Mallett 


Memphis, Tennessee. 
served as sales 
the Cincinnati 


quarter in 
He previously 
representative in 
area. 

Otto W. Sticht, formerly man- 
ager at Memphis, becomes man- 
ager of the eastern territory. 


o 


Tri State Tool & Supply 
Opens New Building 


Tri STATE Tool & Supply Co., 


wholesalers in Parkersburg, W. 
Va., formally opened its new two 
story building in December. The 
business was founded in 1940 by 
H. P. McGinnis who continues in 
the position of manager. It has 
grown from one small office and 
garage building to an organization 
consisting of six buildings, with 
approximately 50,000 square feet 
of storage space and parking space 
for 100 cars or trucks. 

When the company was first 
established it was engaged pri- 
marily in oil and gas well drilling 
and in selling new and used tools 
and pipe. Later the company ex- 
panded into two more buildings 
for the distribution of industrial 
supplies. 

The new building used princi- 
pally for the warehousing of hard- 
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ware lines is of cement and 
masonry construction and meas- 
ures 60 x 100 feet. 

Associated with his father is 
Leonard G. McGinnis who serves 
as assistant manager. The com- 
pany currently travels three sales- 
men and serves an area within a 
radius of about 100 miles of 
Parkersburg. 


sf 


R. L. Pinion Retires 
from Black Hardware 


ROBERT L. PINION, vice-president 
of Black Hardware Co., Galveston, 
Texas, was to retire from the 
wholesale organization January 1 
after more than 40 years of 
service. 

Hubert Schultz will handle most 
of the lines formerly handled by 
Pinion, according to Harry G. 
Black, president. 


> 


Penens Tool Announces 
Organizational Changes 


ORGANIZATIONAL changes at Pen- 
ens Tool Corp., Schiller Park, II1., 
a subsidiary of Pendleton Too! In- 
dustries, Inc., were announced by 
Morris B. Pendleton, president of 
the parent company, following re- 
cent board action. 

Henry H. Hyler was elected pres- 
ident of Penens Tool Corp., and 
Richard J. Cwik was named vice- 
president. Hyler, who joined the 
organization in 1948, served as 
sales manager and vice-president 
prior to taking over his new duties. 
Cwik served as secretary-treasurer 


Henry H. Hyler 


(Continued from page 13) 


and will continue these duties in 
addition to his new responsibilities. 

Harold T. Bright, plant superin- 
tendent since 1956, was elected a 
director of the Penens organization, 
Pendleton also stated. 


* 


Lawn-Boy Appoints 
Regional Manager 


WILLIAM B. HAvertTy, Lawn-Boy 
salesman since 1953, recently was 
appointed regional sales manager 
for the eastern portion of the 
United States, according to Lawn- 
Boy Sales Director Robert E. 
Schuler. 


William B. Haverty 


Haverty, of Tulsa, Okla., will 
supervise, coordinate, and adminis- 
ter all Lawn-Boy sales activities in 
the 32 eastern, southern, and mid- 
western states. He formerly repre- 
sented the rotary power mower 
firm in the Oklahoma, Texas, 
Arkansas, Louisiana, and Missouri 
area. 


4 


Green Elected President 
of Plumb Chemical Corp. 


AT THE ANNUAL meeting of the 
board of directors of the Plumb 
Chemical Corp., held recently in 
Philadelphia, Frank P. Green was 
elected to the position of president. 

Green, who is also executive 
vice-president of Fayette R. Plumb, 
Inc. and vice-president of the Del- 
ta File Works, Inc., formerly served 
as executive vice-president of 
Plumb Chemical. 


SOUTHERN HARDWARE fer March, 1958 





Deluxe and in Demand 


why you make more profit 
with Lagwon 


CHAMPIONS 


The famous Rapidayton Champions—a complete line of deluxe 
quality jet pumps and water systems to capture the heart of the 

BIG VOLUME market. A system for every need; wells 0 to 150 ft. 

And they're “deluxe and in demand,” a combination which means 
maximum profit. You profit because Rapidayton Champions give you 
more pump to sell—more quality “sellable” features than anything in 
their class. You profit because these deluxe “worth more” systems 
are priced just above the very lowest and also carry a generous trade 
discount. You profit because the many fully packaged and convertible 
systems are easy to stock, easy to install. And you profit because 
interchangeable parts (only a handful needed) keep inventory low 
and make service easy. Sell more pumps—and make more profit on 
each unit—with Rapidayton Champions. Write for details. 


Built-in “PROFIT” features 


Heavy-duty capacitor motors ¢ One-piece solid brass impellers and other brass- 

built parts « Galvanized ejectors, good in any water * Quad-Volute body, 

highly efficient, makes pump self priming * Pressure tanks heavy-coated hot-dip 

galvanized inside and out © Exclusive Quick-Connect flange (patent pending) on 
convertible jets, saves up te $10 in time and materials « Interchangeabie parts 
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Rapidayton Champions & we fo j a ff 
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are available in many 
packaged models, as- 
sembled, ready to 
install. 
Wan. ate 


Qrait urc. co. 1957 





The Tait Manufacturing Company, Dayton 1, Ohio 


Established 1908 as The Dayton Pump and Manufacturing Co. 








INDUSTRY NEWS 


Rich-Con Appoints Sales 
Head for Oklahoma Area 


JOHN W. McDabeE recently was 
appointed sales manager in charge 
of hardware sales, Oklahoma ter- 
ritory, for Richards and Conover 
Hardware Co., according to Samuel 
L. Sawyer, president. 


John W. McDade 


McDade has been with the com- 
pany since April 1957 as merchan- 
dising manager of sporting goods 
and toys in the Oklahoma City Di- 
vision. With the closing of the Ok- 
lahoma City warehouse and con- 
version of most facilities to a floor 
covering operation, McDade will 
assume immediate responsibility 
for all general line sales in the 
Oklahoma area with offices in 
Oklahoma City. 

McDade was with C. Bruno and 
Son, Inc., San .Antonio, prior to 
joining Rich-Con. Previously he 
was president and general manager 
of the San Antonio Fishing Tackle 
Co. for nine years. He is a native 
of San Antonio and was educated 
at St. Mary’s University. 


+ 


Borg-Erickson Applies 
Coupons to Scales 


USING AS AN inspiration the 
“Save 10¢” coupons which house- 
wives use periodically in their 
grocery shopping, Borg-Erickson 
Corp., in May will distribute 
30,000,000 coupons each good for 
$1.00 off the retail list price of a 
new Borg bath scale, Model 4124C. 

Readers will be advised to take 
the coupon to “Dealers Listed Be- 


16 





low,’ who are the retailers who 
participate in the promotion by 
purchasing six of the new Borg 
model, in a 6-scale package which 
includes a free 3-scale display 
stand. The dealer pays regular list 
price for the 6-scale package, but 
passes on to the wholesaler the 
coupons he “cashes” and receives 
replacement scales at the reduced 
list price. 

The $1.00-Off promotion is 
slated for 30 days, and will begin 
on May 4. 


° 


American Tackle Names 
Southeastern Salesman 


HowarpD EGGER, sales manager 
for American Tackle and Equip- 
ment Co., has appointed Vernon S. 
Greenwood of Orlando, Fla., as 
Southeastern salesman for the 
Philadelphia fishing tackle concern. 

Greenwood, formerly Southeast- 
ern representative for Ashaway 
Line and Twine Co., will cover 
Alabama, Florida, Georgia, North 


(Continued from page 14) 


Vernon S. Greenwood 


Carolina, and South Carolina for 
American Tackle. 

A native of Jamestown, N. Y., 
Greenwood operated a small re- 
tail sporting goods store there un- 
til he joined Pitts Corp., a hardware 
and sporting goods firm in 1946. 
With the wholesale-retai] store 
five years, Greenwood resigned in 
1951 to join Ashaway. 


Tackle Manufacturers’ First Show 
Scheduled for Chicago, July 27-30 


THE ASSOCIATED Fishing Tackle 
Manufacturers, owners and pro- 
ducers of the AFTM Fishing 
Tackle Trade Show to be held at 
the Sherman Hotel, Chicago, II1., 
July 27-30, report that they are 
greatly encouraged by the sup- 
port given their first show ven- 
ture by their member companies. 
Eighty-three of the most promi- 
nent tackle manufacturers in the 
country already have been as- 
signed booth space on the mez- 
zanine floor of the hotel which 
includes the ballroom and exhibi- 
tion hall. The entire show area 
will be air conditioned and car- 
peted, including the booths, it was 
announced. 

The AFTM show committee, 
which has been charged with the 
responsibility of running the show, 
met in Chicago on January 15 to 
assign booth space and complete 
arrangements with the Sherman 
Hotel managements. Members of 
the committee attending the meet- 
ing were chairman, Robert Mor- 


tensen, Louis Johnson Co.; Harry 
Simon, Simonsen Industries; and 
Leo Pachner, P. & K., Inc.; as well 
as Richard Taylor, AFTM presi- 
dent, Fred Arbogast Co., Inc.; 
Andrew Boehm, AFTM Ist vice- 
president, P. & K., Inc.; John M. 
Holmes, AFTM secretary-treasur- 
er; and Jerry Buening, Dayton 
Bait Co., and Robert O’Connell, 
Newton Line Co., of the AFTM 
membership committee. 

Plans for promoting the show 
are well under way. A series of 
full-page advertisements will ap- 
pear in the trade press between 
now and show time. A direct mail 
campaign is scheduled to start 
shortly directed to the buyers and 
heads of wholesale houses through- 
out the country to acquaint them 
with the purposes of the show, 
which will be confined to fishing 
tackle and closely allied merchan- 
dise, and to list the exhibitors. All 
exhibitors will be furnished with 
letterhead stickers announcing 
the show dates. 
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Colt Morice 


SALES CENTERS 
FOR 


Oxco 


CLEANING No. 25 HOUSEHOLD BRUSH 
SUPPLIES MERCHANDISER 


For big volume brush sales. You get one dozen each of 
25 popular Oxco brush styles, with No. 15 display fixture, 
25 hangers and top sign. Permanent-type, wood and 
peg-board Display-Merchandiser included in total price 
of Assortment. 


q No. 12 HOUSEHOLD BRUSH 
MERCHANDISER 


For the smaller store. You get one dozen each of 12 fast 

moving Oxco brush styles, with No. 9 display fixture, 
12 hangers and top sign. Order brushes at regular prices 
and you get Display-Merchandiser at no extra cost. 


Wide range of styles and prices covers your market. Many brushes 
feature Oxco's solid plastic handle in pink, blue or yellow. All 
brushes labeled and pre-priced. 


FOR “THE QUEEN WHO CLEANS”’’—DUPONT “Tyne” NYLON-FILLED BRUSHES 


Pe TOPPER Pastry ' ris 
No. 659-H Percolator . 


; 5 
No. 617-H Bow! No. 635-H Pastry oie. CEST Callie No. 634-H Vegetable 


SEE OXCO ADVERTISED IN 3 we 
Start building up your sales of brushes and BRUSHES 
related cleaning supplies with these NRHA— 
approved displays. They're adaptable for 


island, gondola, wall or column display. Com- 

plete information is available from your OX FIBRE BRUSH COMPANY, INC. 
Jobber .. . ask your salesman on his next call rreoenicn Joleblished (EFF manviano 
fer free Brochure—"“How to Merchandise 

Cleaning Supplies for Greater Profit.” 





oxco’s exciusive /azr(iial LINE 


BRINGS YOU SPEEDY SALES AND PROFITS! 


toscor (LEAN 


HOUSEHOLD 
MOP 


Profitable, high-quality household 

mop that builds volume and keeps 

your cleaning supplies department 

up to date. DuPont cellulose 

sponge yarn mops quickly, dries 

quickly, won’t lint or tangle. In- 

cludes strong metal head clamp, ONLY 
red wood handle with hanging 

ring. Mop head packaged in $2.49 
colorful film wrapper. retail 


PAN —_— 


ONLY ; ' ONLY 
59c retail ' 98Sc You get fast turnover, fast profits, when 


retail housewives get a look at this fast new 
Soee-Ceew a way to wash dishes. Light, sturdy brush 
Se or oe with extra-long handle keeps her hands 
PAN BRUSH antic Diidian tenets out of hot, harsh dishwater . . . makes all 
with real impulse fea- the tough jobs easier. Filling 
of springy, hygienic SARAN 


tures! Face filling is heiath + PE 
white tampico fibre for FISUICS . . . SOG plastic hande ‘ Vale 


NEW! 299° fin. (aw ~—— 


scrubbing top fill- in yellow or pink has con- 


ing of crimped brass 


wire handles toughest DISPLAY PACK 
. Six dishwashers (3 pink, 
3 yellow) in protective 


venient hanging hole. ~ 


scouring. Attractive 
plastic handle in eye 
catching pink or yellow. 
Individually carded 


stand-up display 


CARDED 


£ P One dishwasher, carded 
or mass or jumble for individual heng-<p 


baaty display, or hang-up. display. (One Dozen to 


rr vy shipping container.) 


SEE . 
ES Seger hoy Ss oO 


‘ merehandiseret OX FIBRE BRUSH COMPANY, INC. 
for Details! seeoceicn LxletGahad /FFF$ maeriane 








uv-r-Pok, Ine 


Galvanized and Aluminum 


VENTILATORS 


@ PRIME COATED 


(Galvanized) 


@ FHA APPROVED 


@ HEAVY GAUGE 
METAL 


@ WEATHER-PROOF 
@ EASILY INSTALLED 


=e 


ROOF VENTS EAVE VENTS 


LOUV-R-PAK, INC. 


Write for name and address of your nearest Distributor. 


3629 E. FIRST ST. FORT WORTH, TEXAS 


RECESS TYPE 


one piece 
nothing to 


assemble 














More 
“Do It Yourself” 
aie 


with 


Coved-Rail 


SLIP-ON FITTINGS 


No Threading — No Welding 


Discover a new area of extra 
profit in SPEED-RAIL . . . the do- 
it-yourself railing fitting anyone 
can use to build sturdy, attrac- 
tive railings, using only a hex key 
and hacksaw. 
Made of a high-tensile alumi- 
num alloy, SPEED-RAIL slip-on fit- 
ings require no painting or plat- 
FREE DISPLAY! ing and fit LP.S. size pipe from 
3-color display-demon- % to 1 . Use with black 
strator FREE with recom- iron, galvanized or aluminum 
mended basic assort- pipe. 
ment. 


THE HOLLAENDER MANUFACTURING CO. 
3841 Spring Grove Ave., Cincinnati 23, Ohio 
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New Plus Tools 
Your Customers Want 


sf 


*3 in One” 
a) Forged One-Piece 


= 
~~, 
a 
SS 
é 
Head-Handle a 
Strongest Construction Known 


(4 eee Ci 

Estwing > 

2) Vinyl-Nylon 
Everlasting 
Cushion Grip 
Smooth, non-slip feel. Bonded 
inseparably to handle. Can't 
loosen, stretch, come off or 
wear out during life of head. 

9 Whip that gives smooth, effective 
drive and Unbreakable strength for all 
proper pounding, pulling, ripping. 


UNBREAKABLE 
Perfect, Permanent Balance 





Consumer List Prices 
Curved Claw Straight Claw 
E3-12C E3-12S 
E3-16C E3-16S 
E3-20C E3-20S 


12 oz 
16 oz 
20 oz. 


$5.25 
$5.35 
$5.45 


12 oz 
16 oz 
20 oz 


$5.25 
$5.35 
$5.45 
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Carpenter's 
Hatchet 
No. 1 No. 2 
Edge 3%" 3% 
E3-1H £3-2H 
$5.90 $6.25 


Mason's and 
Tile Setter's 

12 oz 20 oz 
E3-12BL £3-20BL 
$4.98 $5.25 


Prospector's 
Picks 

22 oz 

£3-22P 

$4.98 


14 oz 
E3-14P 
$4.85 


Sportsman's Axe — Leather Grip 


- 


Free 
Sheath » 
a ,, 


Estwing Mfg. Co., Rockford, Ill. 


= ey, 


E24A $5.85 





Inventors and World's Only Specialists in Unbreakable Hammers & Hatchets 


For more information use Handy Return Card, Page 75 





INDUSTRY NEWS 


Billings & Spencer Makes 
Appointment in Sales 


R. J. AHERN, president, The Bil- 
lings and Spencer Co., Hartford, 
Conn., announces the appointment 
of Robert E. Sadler as assistant 
sales manager of the Tool Division. 


Robert E. Sadler 


He will report directly to J. F. 
Whalen, sales manager of the Di- 
vision, 

Sadler was formerly manager of 
the Industrial Supply Division of 
L. L. Ensworth & Sons, Hartford, 
Conn. 


. 


Siebert Co. Purchased 
by New York Firm 


SALE OF THE O. W. Siebert Co., 
Gardner, Mass., manufacturer of 
baby carriages, velocipedes, and 
children’s wheel goods, to a New 
York investment firm is an- 
nounced by Otto W. Siebert II, 
president of the company. 

H. B. Pearl of the New York 
firm will be chairman of the board, 
Otto W. Siebert II will continue as 
president, and George Sasine will 
be treasurer and secretary. 


* 


Bernard Assumes Duties 
as Kay-tite President 


THE KAyY-TITE Co., of West 
Orange, N. J., manufacturers of 
masonry water repellants, an- 
nounces the completion of an ex- 
tensive program of expansion and 
reorganization. 


20 





The presidency has been as- 
sumed by Rudolph O. Bernard, 
formerly general sales manager of 
the Building Materials and Hard- 
ware Division of Igoe Brothers, 
Newark, N. J. 

At the same time, the company 
announced the introduction of a 
new water repellant to be mar- 
keted under the name of “Kay-tite 
Special.” 

Bernard states that the Kay-tite 
policy of distribution through 
regular wholesale and retail chan- 
nels will be continued. 


5 


McDuffie, Edelston 
Honored by Plas-Tex 


GeorGE McDurriE, Atlanta, and 
Fred Edelston, Chicago, heads of 
the housewares representation 
firms bearing their names, have 
been honored by The Plas-Tex 
Corp., Los Angeles, as the plastic 
housewares manufacturer’s “Out- 
standing Sales Representatives of 
1957.” 

McDuffie’s George McDuffie Co. 
of Atlanta, Charlotte, and Sarasota 
increased its sales of Plas-Tex 
products over 60 percent during 
1957, the largest increase of any 
Plas-Tex sales rep. 

Edelston’s Fred Edelston Co. of 
Chicago, Minneapolis, and Indian- 
apolis exceeded one million dollars 
in sales during 1957, the first Plas- 
Tex sales representative ever to do 
so. 

Award presentations were made 
during the recent Plas-Tex sales 
meeting held in Chicago. 


° 


Lawn-Boy Names Eight 
Southern Distributors 


ROBERT E. SCHULER, sales man- 
ager of Lawn-Boy, Lamar, Mo., 
announces the appointment of 
eight southern hardware whole- 
sale distributors to handle the 
company’s 1958 power mower line. 

The new distributors are the 
American Hardware & Equipment 
Co., Charlotte, N. C.; Auto-Lec 
Stores, New Orleans, La.; Brown- 
Roberts Hardware & Supply Co., 
Ltd., Alexandria, La.; Corpus 
Christi Hardware Co., Corpus 
Christi, Texas; Henderson & Baird 
Hardware Co., Inc., Greenwood, 


(Continued from page 16) 


Miss.; C. M. McClung, Knoxville, 
Tenn.; Mack Electric Supply Co., 
Dothan, Ala.; and the Straus- 
Frank Co., San Antonio, Texas. 


¢ 


COSCO Elevates 
Sales Executive 


HAMILTON Manufacturing Corp., 
makers of COSCO furniture, an- 
nounces the promotion of Thomas 


Thomas R. Henderson 


R. Henderson from the position of 
director of sales to genera] sales 
manager. He joined the company in 
1946 as sales correspondent. 


e 


Black & Decker Appoints 
Head for Dallas Division 


DANIEL T. McGLasson recently 
was appointed district manager of 
the Dallas Hardware Division, 
Black & Decker Manufacturing Co., 
Towson, Md. The Dallas District of 
Black & Decker includes all of Tex- 
as and southern New Mexico. 

McGlasson joined Black & Deck- 
er in 1953 as a salesman, and has 
operated in that capacity in both 
Salt Lake City and Houston. Prev- 
ious to this he worked as salesman 
and warehouse manager for an 
automotive distributor. 

Born in Waco, Texas, McGlasson 
attended schools in that area, in- 
cluding Baylor University. His 
present home is in Dallas. 
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ore of Ever 


e POTENTIAL 


e PROFIT 


e PROMOTION 


All good reasons to order the Black Diamond 


Rotary Mower file right now! 


Potential — There were 5 million rotary mowers 
in use at the start of last year. There are hun- 
dreds of thousands more now. And you can sell 
a file with every rotary you sell this year. 


Profit — A dozen Rotary Mower files costs you 
$7.84. A dozen retails for $11.76. Your profit is 
$3.92. And remember — this is a fast turnover 
item all season long. 


Promotion — Frequent ads in The Saturday Eve- 
ning Post. And there will be dominant space 
and dominant advertising in Popular Science and 
Popular Mechanics. There'll be farm magazine 
ads, too. In addition, we’re giving this the full 
Hardware Week spotlight treatment. 


Your regular Black Diamond hardware distribu- 
tor has the Rotary Mower file now. Order now 
for delivery in time for Hardware Week profits. 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 


i i= 








- 


4 
~~, tor perfect 
r \ grooming 


disconnect the eng: ne 
spork plug of electric 
unplug cord 


emove diode trom 
@ mosere ond mines 

ter damage 

the equal amounts off 

bevels on each cutting 


edge following ov ginal 
angie 


(in Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 
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Every Rotary Mower file comes in 

<q: sturdy plastic case. Case and 
file have handy hang-up hole for 
safe, convenient storage. 


One dozen Rotary Mower files 
come in this colorful counter dis- 
play. They won't stay there long 
if you let this self-merchandiser 
sell for you in good locations. 


wr 


Mow Your Lawn 


WITH A 


SHARPER BLADE / 
> - 








For more information use Handy Return Card, Page 75 





NO. 7 OF A SERIES 
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How Hardware Stores Ca 
make more money selling 4 
complete line of G-E Bulbs 

















Here’s a chronic Spring Problem (slightly exaggerated) 


in homes all over America! 


In the cartoon above Henry Bulbsnatcher has gone along 
all winter robbing one socket to fill another until he’s 
down to the last bulb in the house. There’s only one thing 
left to do. Go out and get enough new General Electric 
bulbs so his family will never be without good light again. 


This predicament has occurred in varying degrees in 
homes all over the USA, and it means a lot of G-E light 
bulbs are going to be sold during spring cleaning time. If 
you have a good stock of all popular sizes and display them 
prominently you'll get your share of this profitable business. 





Here's what G.E. is doing to turn this 
problem into profits for you! 


ARTHUR GODFREY, radio's greatest 
_ salesmen, on CBS network for G-E Bulbs, 

Mondays 10:00-10:15 A.M. EST. (on 

March 11, changes to 

Tuesdays, same time.) 


CHEYENNE, one of TV's top-rated 
shows on ABC-TV for G-E Bulbs every 
other Tuesday 7:30-8:30 P.M. EST. 


Plus LIFE and SATURDAY EVENING POST, 
with full-page G-E Bulb ads, 








Here’s what you can do fo increase 
your bulb sales and profits! 


1. Make sure you have a complete stock of al] G-E household 
bulbs including night lights, 3-way bulbs and Coloramics. 


2. Feature them with Spring housecleaning items. 


3. Remind customers to replace 
bulbs while they're Spring 


cleaning. 


packs so your customers will 
purchase extra bulbs to keep 
on hend. 











G-E Bulbs are again taking part in Hardware Week—April 24-May 3 
GENERAL @@ ELECTRIC 
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Everywhere you look... you see LAWN-BOY 
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Look at LIFE—you see LAWN-BOY. In the midst of 
your biggest selling season, LIFE is hitting again with 
big, colorful LAWN-BOY ads, over and over and over. 
Look at the SATURDAY EVENING POST—you see LAWN- 
BOY. Along with LIFE and the other magazines, the 
POST hammers away with the LAWN-BOY story 
when it means the most to readers and to you. 


Look at BETTER HOMES & GARDENS—you see LAWN- 
BOY .. . hitting your customers hard and often at just 
the time they’re most likely to buy a power mower. 


Look at CAPPER’S FARMER ... HOUSEHOLD... 
FIELD & STREAM ... SUNSET ...GRIT... 
FLOWER GROWER... POPULAR MECHANICS 
...and the GARDEN IDEAS Annual of Better Homes 
& Gardens. Here, as always, is your best advertising 


LAWN°BOY 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers of eehasen and Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 
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support in the power-mower business—consistent, in 
dominant space units, and in color—helping you sell the 
best power mower of all—LAWN-BOY. 


AND FOR YOUR TIE-IN: Brand-new, punchy ad mats 
that let you tell your community that you’re their 
LAWN-BOY dealer. Also, a brand-new radio jingle, 
nine complete television films, new billboards, store 
displays, literature, improved Yellow Page and Oper- 
ator 25 services—all available to you from your LAWN- 
BOY distributor. Ask him or mail the coupon. 


‘na =e = ee 


LAWN-BOY, Dept. SH 
Lamar, Missouri 


Send me the new LAWN-BOY co-operative advertising mat 
book. 


Name 





Address. 





Zone State 
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For more information use Handy Return Card, Page 75 23 
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the ideal metal roofing nail 


“ms SEALS ITS OWN HOLE! 






*Made under patent number 2077784 


The ideal roofing nail in the ideal package—handy 50- 
pound Nail Caddy. 

Sell this nail with the full assurance that it can’t be 
over-driven; that its head will not fly off because of con- 
traction or expansion of roofing during weather changes 
or high winds; that the lead head will spread and seal the 
nail hole to prevent leaks. 

Display Drxisteet Lead Head Nails where customers can 
see them—and watch sales grow! 

Order from your wholesaler or jobber. 


® Free samples on request! 





Packed in 50-Pound Nail Caddy 


EASY TO DISPLAY e EASY TO HANDLE e@ EASY TO STORE 
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T. V. Barron, right, demonstrates a 
circular saw, operating from a five- 
in-one basic machine. He refuses to 
pressure customers to buy power tool 
accessories, but carries a full stock 
because he has found that customers 
will buy accessories when they need 
them. Below, he arranges display 





Five-point plan builds 


Power Tool Volume 


By Richard Lane 


gett TOOLS are humming in 
many home workshops. 

Yet the market has barely been 
scratched. With more leisure hours 
available as the nation’s work week 
grows shorter and with more firms 
covering their employees with pen- 
sion and_ retirement 


programs, 


power tool manufacturers foresee 
a tremendous potential. 

Many franchised dealers are be- 
ing rewarded for their farsighted- 
ness, too. In the space of a few 
years, power tool sidelines have 
grown into major lines for some 
promotion - minded hardware 
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stores. And power too] sales are 
stimulating sales in other depart- 
ments. 

Power tools are a major line for 
Pierce & Barry Hardware Co, in 
Memphis, Tennessee. This store be- 
lieves its sales volume is unsur- 
passed in the city. Large floor and 
window displays reflect the depart- 
ment’s importance and success. 

T. V. Barron plugged in the 
store’s first power tool 25 years 
ago. The hum of the enlarged de- 
partment today is sweet music to 
his ears. The store’s head floor 
salesman, Barron has enthusiasti- 
cally and systematically nursed his 
“baby” to full stature. 

Barron’s interest in woodwork- 
ing and power tools comes natur- 
ally. As a boy he worked in a 
Memphis furniture manufacturing 
plant before becoming a hardware 
salesman some 34 years ago, His 
interest has increased rather than 
dimmed with the years. And—as 
you might expect—he has a power 
tool workshop of his own at home. 
Planning to enlarge it, too. 

Power tools are specialized. And, 
as Barron confesses with a grin, 
“You don’t sell a big one in 15 
minutes.” They take specialized 
selling. Obviously the best results 
and quickest success are obtained 
in stores where specialty salesmen 
are in charge—salesmen with a 
genuine interest in power tools. 
Like Barron, if possible. 

All power tool prospects who en- 
ter Pierce & Barry Hardware Co. 
are referred to Barron. He con- 
ducts the demonstrations, has the 
technical knowledge to answer the 
prospect’s many questions. It’s his 





The power tool department occupies a prominent section of the store. Selling is 
direct from the floor, since four or five of each model are carried in stock 


field, just as architectural hard- 
ware is forte of Store Owner War- 
ren Barry. 

To build a successful power tool 
department, Barry recommends: 

(1) A quality, simple-to-operate, 
trouble-free line, franchised if pos- 
sible and fully stocked with ac- 
cessories. 

(2) Demonstrations and techni- 
cal information simple enough for 
amateurs — “because most wood- 
working hobbyists are amateurs.” 

(3) An attractive floor display. 

(4) Promotions at home shows, 
fairs and other exhibits where pos- 
sible. 

(5) Budget financing, where de- 
sired. 

Let Barron elaborate on these 
points. 

For many years, Pierce & Barry 
Hardware Co. stocked a widely ad- 
vertised line of power tools. Eight 
years ago it found one it liked bet- 
ter—for price, simplicity, and de- 
pendability. It changed lines and 
“We've never regretted taking it 
on,” Barron declares. 

Barron likes this particular line 
because of its basic tool. The multi- 
ple tool is really five tools in one, 
combining a nine-inch circular saw, 
12-inch disc sander, 34-inch lathe, 
horizontal drill and vertical drill 
press. “It’s the only tool that lets 
you do the complete job,” Barron 
asserts. 

“The machine can be operated at 
variable speeds, up to 5,800 RPM, 
and can use either 110 or 220 volts. 
A simple Speed-Dial eliminates 
guesswork, Accuracy, speed, and 
power are built into the machine. 
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The operator merely sets it and 
guides it. The table saw makes it 
easy to do the basic job of cross- 
cutting and ripping. It’s designed 
primarily for the amateur and has 
many fine safety features. For ex- 
ample, it won’t catch jacket sleeves 
of the operator. 

“Many persons feel that power 
tools are complicated machines, to 
be operated only by skilled tech- 
nicians. Actually they are a means 
for almost anyone to achieve high- 
quality workmanship with a mini- 
mum of practice. 

“Power tools don’t require the 
long period of apprenticeship need- 
ed to accomplish fine work with 
hand tools. Only a few fundamen- 
tals are necessary. We stress that to 
prospects. We’ve convinced many, 
too. Our power tool purchasers in- 
clude many business and profes- 
sional men who like to work off 
office tension. Users also include a 
minister or two. A retired auto 
dealer who bought a machine from 
us does beautiful work — fairly 
lives in his woodworking shop.” 

Amateurs, however, aren’t the 
only ones who buy the basic power 
tool. The storé’s customers include 
at least five general contractors. It 
also has sold one such machine to 
an aeronautical school, one to the 
Shelby County Courthouse for 
maintenance work, and several to 
large plants. “They make a nice 
auxiliary machine for plants,” Bar- 
ron explains. “It costs money to 
change over big machines for a 
special operation that may require 
only a few minutes. This tool 
doesn’t cost much and requires lit- 


tle time and effort to change for a 
specialized job. 

“With such a simple, basic ma- 
chine, it’s easy to give convincing 
demonstrations. Seventeen or 18 
other tools can be added on top of 
the basic five offered by this ma- 
chine. Only one motor is required. 
The compactness of the basic tool 
is an important sales factor, too. 
The machine is only 18 by 72 inch- 
es and easily fits into nearly any 
corner. The trouble with most 
home workshops is that they are 
crowded for working space—simp- 
ly too small for the stocking of 
many accessories. Since this ma- 
chine eliminates the necessity for 
special motors and many smaller 
machines, it is highly popular with 
the hobbyist who has limited space 
in garage or basement. 

“Another selling factor is that it 
is of aluminum alloy, light but 
tough, with very little to rust. For 
that reason it can be used satis- 
factorily in basements, where there 
sometimes is a certain amount of 
dampness. 

“Incidentally, in the eight years 
we have been handling this partic- 
ular line, we have had only minor 
trouble — trouble that we could 
remedy ourselves. For a man think- 
ing about putting $298.50 into a 
basic machine, that’s really im- 
portant.” 

How about demonstrations and 
other promotions? 

In addition to floor demonstra- 
tions by Barron, the store stocks a 
highly informative do-it-yourself 
book, “Power Tool Woodworking 
for Everyone,” that sells well. It 
contains 800 pictures illustrating 
procedures for two well known tool 
lines. 

The store also arranges a factory 
demonstration each fall. It prefers 
fall because, as Barron explains, 
“Cool weather closes out most golf 
and fishing and the man of the 
house starts thinking of something 
to occupy him at home during the 
bad weather months.” 

Letters are sent to prospects well 
in advance, advising them of the 
store demonstration by a factory 
representative. Eighty-five pros- 
pects—a new high—attended the 
demonstration last fall. 

Pierce & Barry Hardware Co. al- 
so exhibits and gives demonstra- 
tions at such well-attended events 
as the annual Home Show and Mid- 
South Fair in Memphis. Exhibit in- 
terest is always high at such events, 
and the store feels the expense of 
booth space is well repaid. Pros- 
pects sign cards for store demon- 

(Continued on page 48) 
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Pipe fittings are contained in open bins, 
clearly labeled. Gritz replenishes stock 


The home-owner above is able to identify the part he needs in repair- 
ing his home sink from the store's fitting assortments on open display 


Plumbing Supplies 


By Beatrice Miller 


account for $15,000 annually 


The store considers a cutting and pipe threading service essential for building 
a successful plumbing supplies department. Partner Gritz operates machine here 


SOUTHERN HARDWARE for March, 1958 


| Prana rag: on the home- 
owner trade, William Gritz, co- 
partner in Division Avenue Hard- 
ware in Washington, D. C., has de- 
veloped a $15,000 annual gross vol- 
ume from his plumbing supplies 
department. 

In describing his year-’round 
program for gaining this volume, 
Gritz states that he carries a $3,000 
inventory of plumbing fixtures. 
“And an absolute necessity in ob- 
taining a profitable volume and in 
holding customers,” he adds, “‘is a 
good illustrated catalog of all 
plumbing fixtures and a plumbing 
manual.” 

One of the first points which 
Gritz emphasizes in the continu- 
ing expansion of this department 
is display. “Displays are especially 
important,” he advised, “because 
most home-owners do not know 
the names of plumbing fixtures 
The home-owner may be repairing 
a sink, but he is unable to call for 
the replacement part by name. 
Here a wide assortment of fittings 
on open display is necessary so that 

(Continued on page 52) 
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Merchandising hardware for the 


Do-It-Yourself Trade 


By Lee Corkill 


The customer entering Scrivener's hardware store has little difficulty locating 
the unique do-it-yourself headquarters area where individual sections (carpentry, 
plumbing, electrical, and painting) are indicated by attractive signs. Right: 
Ernie Scrivener thumbs through addressograph plate tray used for direct mail 
promotion. Each salesman has opportunity to claim his own customers and 
to make one mailing each month to his own list of prospects and old customers 


ELECTRIC Re 


E “DO-IT-YOURSELF” trend is 
here to stay. 

And Hardware Dealer Ernie 
Scrivener of San Antonio, Texas, 
became so convinced of that fact 
that he has remodeled his store, 
Scrivener’s, Inc., into what is prob- 
ably one of San Antonio’s most 
unique do-it-yourself headquart- 
ers. 

“More and more people are buy- 
ing their own homes and they like 
to fix things up themselves,” Scriv- 
ener observed. “Besides that, a lot 
of people don’t have the money to 
hire a carpenter or painter or elec- 
trician; so we’re aiming at estab- 
lishing our store as a virtual head- 
quarters for the do-it-yourselfer.” 

Scrivener was not wrong in his 
decision. The amount of business 
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done by his store since its recent 
opening serves as adequate proof 
of the potential to be had from cat- 
ering to that buyer. 

One section of the store has been 
made into the “Do-It-Yourself 
Headquarters,” with every item 
that comes under such heading dis- 
played there. Along the wall, mov- 
able pegboard units have been ar- 
ranged so that stock can be 
grouped in various classifications, 
such as painting, carpentry, elec- 
trical work, plumbing, etc. 

If a man is planning to close in 
his carport, he’s basically interest- 
ed in carpentry tools. And in Scriv- 
ener’s special tool section, he can 
determine immediately the specific 
thing he’ll need. All sizes of ham- 
mers, saws, pinch bars, planes, 
levels, carpenters’ pencils, plumb 
bobs, etc., are attractively arranged 
on the pegboard display. Stock to 
be sold is laid out on tables and the 
customer can make his own selec- 
tion. An item not on the table can 
be instantly obtained from the 
stock room by a clerk. 

“You have to carry a very com- 
plete stock of merchandise when 
you deal with the do-it-yourself- 
er,” Scrivener maintained. “Form- 
erly, when a fellow was going to 
build something, he’d buy some 
lumber and nails and go to work. 
Not any more. 

“If he’s going to close-in that 
carport, he doesn’t put up only 
walls. He’s read in a magazine that 
it’s easy to put in windows, a slid- 
ing door, electrical outlets for pow- 
er tools—the works. The magazine 
—and we've got a rack of them 
available in the store — probably 
has diagrams and plans to show 
him how. 

“So when he comes in here he 
wants a lot of things. And we’ve 
got them. All the tools he’ll need, 
all kinds and sizes of electrical out- 
lets and wiring. If he wants to fin- 
ish the inside, we’ve got sheetrock, 
plywood, cement, and paint. If he 
wants to install a wash basin or 
toilet in the garage, we’ve got the 
wrenches, joints, and piping he'll 
need. Maybe he likes to tinker with 
his car. We’ve got every automo- 
tive tool, and we can fix up any 
sort of block and tackle rig so he 
can jerk the motor.” 

Scrivener’s new store, complet- 
ed last year, is the latest in mod- 
ern store planning. It features wide 

(Continued on page 54) 
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Scrivener's do-it-yourself hardware headquarters is probably as complete a fa- 
cility of its kind as can be found anywhere. At top, an amateur hobbyist ex- 
amines tools in the carpentry section, while, in middie photo, he finds himself 
intrigued by plumbing items. Above, he browses through the electrical section. 
In each case, note how pegboard lends itself to simple, attractive arrangement 
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After thorough planning, Frank Akman established his self-service “shopping center" store, a partial view of which is above 


Dealer shares his ideas on 


Wm SHOPPING centers mush- 
rooming all over the country, 
numerous experienced hardware 
dealers have considered the ques- 
tion of whether their invested dol- 
lar would not bring greatest re- 
turn from location in one of these 
suburban communities. 

One particularly keen and ag- 
gressive dealer in the Washington, 
D. C., area decided to take the 
plunge and now enthusiastically 
shares his experiences. 








Frank's mails out 10,000 to 18,000 circulars once 
or twice each month, of its own original material 
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Locating in Today's 


On January 1 of 1956 Frank 
Akman opened in the Laurel 
Shopping Center of Laurel, Mary- 
land, one of the most up-to-date 
hardware stores to be seen in the 
area. Colorful, modern, and stock- 
ed with an abundance of quality 


bd 


merchandise, the self-service store 
occupies 9,000 square feet under 
roof, 5,000 square feet outdoors. 
6,900 square feet is devoted to 
floor display. 

In a day and age when mer- 
chandising policies must be flexi- 
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Customer's attention is drawn to large sign which lets him 
know credit is available, often influences decision to buy 
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As_ individual 


By Beatrice Miller 


conditions vary 


widely, Akman advises a careful 
study of problems and potential 


Customer brings purchases by pushcart to checkout counter 


Shopping Center 


ble to meet competition, Akman 
points out that locality and public 
needs shape each individual op- 
eration and present varied prob- 
lems. What holds good for one 
store may not apply for another, 
he states, and emphasizes that a 


dealer must consider each step 
carefully — the conditions under 
which he is working, the problems 
he will have to meet at the outset 
and during his first year, and 
problems of his particular com- 
munity. 


“To keep his break-even point 
as low as possible, a dealer should 
try to make a thorough estimate of 
what his operating costs will be 
the first year. Taking a total of 
all expense items, such as rent, 
lights, heating, payroll, etc. for the 
entire year, he can determine how 
much he must gross to break even, 
and how much he has to gross to 
make a profit 

“The dealer must take competi- 
tion into consideration. He must 
be ready to cope with established 
competition or with competition 
that may move into the area 

“Shopping centers usually are 
higher cost rental areas than other 
locations. A dealer should investi- 
gate as to how the shopping center 
is financed so that he can negotiate 
a desirable lease. The terms of his 
lease may determine his ability 

(Continued on page 56) 


Particular needs of the area determine store's policy as to best location of departments. At Frank's, considerable space is 
devoted to paint and paint accessories. Note how grocery-type fixtures are used to facilitate display of housewares 
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Browsing 
Multiplies 
Toy Volume 


By Ruel McDaniel 


ib LESS THAN two years, the Cen- 

ter Hardware Co. in the Portairs 
Shopping Center, Corpus Christi, 
Texas, has built a profitable toy 
volume, exceeding $10,000 annual- 
ly. And it utilizes its natural re- 
sources to sell this specialty mer- 
chandise. 

The two major factors which 
have built the toy business to its 
present profitable level are self- 
service and a well-advertised lay- 
away plan for major toy purchas- 
ers, according to Manager John 
Gollihar. 

Except during the Christmas 
shopping season, toys are confined 
to three display fixtures near the 
center of the store. Most toy items 
are under $5, with children’s games 
dominating two of the three dis- 
plays. 

“We package all the toys that 
are most practically sold in pack- 
ages,” Gollihar explained. “This 
does two things. It cuts down dam- 
age from promiscuous handling 

Eh oe and stimulates self-service.” 
esha cong | ; " the menagement shifts me ty 
Atte OOTSIETOY displays on an average of once a 
a week, so that merchandise always 
oy"s es we looks fresh to regular customers. 
(Continued on page 60) 


Center Hardware encourages custom- 
ers to browse among its toy displays, 
unhampered by floor salesmen, and 
lady, at top, unhurriedly sizes up the 
latest in kiddie gadgets. Above, self- 
service openly invites the little girl's 
handling of doll furniture. Management 
does not object, but packages easily- 
broken toys to eliminate damage from 
promiscuous handling. At left, chil- 
dren's games, a big seller, dominate 
two of the firm's three toy displays 
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New officers and directors, left to right, seated: Herbert Vieth, first vice-president; J. Ray Baker, retiring president; Don 
Evans, president; Don A. Peters, second vice-president. Standing: Aaron Gritzmaker, executive director, secretary and treas- 
urer; Directors Joe Burnett, Paul W. Shean, George Moncrief, Byron Dawson, Hercel C. Dobyns, Carl Lacy and Walter Hinton 


Oklahoma Convention 


en and farm equipment 
dealers far in excess of the total 
membership converged upon Okla- 
homa City on February 2, 3 and 4 
for the 55th annual convention and 
merchandise show of the Oklahoma 
Hardware and Implement Associa- 
tion. 

Registration on the first day— 
Sunday—touched the 2,000 mark, 
counting factory representatives 
and distributors with displays in 
the big companion show that fea- 
tures hardware store items, farm 
equipment and furniture. Total 
registrations numbered 4,000. 

Obviously, this show is the big 
attraction for Oklahoma dealers. 
In the three categories covered, it 
has grown to the point where Okla- 
homa City’s downtown Municipal 
Auditorium will no longer accom- 
modate exhibitors. It is probably 
the largest hardware-convention- 
connected merchandise show in the 
South. 

Exhibits now fill two of the big- 
gest buildings on the grounds of 
the Oklahoma State Fair and Ex- 
position. In one of these, in a 
theater-type room adjoining a sec- 
tor filled with farm equipment 
displays, the association conducted 
its one business session. By com- 
parison with the throngs that in- 
spected and bought merchandise, 
no more than 150 were present for 
the two-hour speaking program 


and election of officers when the 
meeting was called to order by 
President J. Ray Baker, a farm 
equipment dealer of Mangum 

In the election President Bake! 
was succeeded by Don Evans, hard- 
ware dealer of Ada. Herbert Vieth, 
farm equipment dealer of King- 
fisher, moved up from second vice- 
president to president. Don A 
Peters, hardware dealer of Okla- 
homa City, was promoted from di- 
rector to the post of second vice- 
president. 

One new director was chosen. He 
is Clyde Hickman, hardware deal- 
er, of Ponca City, who fills the va- 
cancy left by Peters. All other di- 
rectors, who were re-elected, are: 

Byron Dawson, farm equipment, 
Clinton; Walter Hinton, hardware 
and lumber, Altus; Car] Lacy, farm 
equipment, Miami; George Mon- 
crief, seed dealer, McAlester; Paul 
W. Shean, hardware, Woodward; 
Joe Burnett, hardware and furni- 
ture, Henryetta; Hercel C. Dobyn 
hardware, Stigler 

Principal speaker! and only 
speaker actively engaged in either 
hardware or farm equipment re- 
tailing—was Charles A. Washmon 
of Harlingen, Texas. He is presi- 
dent of the National Retail Farm 
Equipment Association and has 
served as president of the Texas 
Hardware and Implement Associa- 
tion. 
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Washmon’s address sought to en- 
courage farm equipment dealers to 
greater sales effort by proving to 
them the soundness of their market, 
For, contrary to prevalent opinion, 
the farmer’s economi 


the best it has been in years, he 


position 1s 


ndicated 

“Farm values reached an all- 
time high in March of 1957, up 7 
percent over the previous year,” 
he said. “An all-time high of $176 
billion in total agricultural assets 
was again set on January 1, 1957 
Farmers have only about $11 in 
debts for each $100 of assets they 
own. Only about one farm of each 
three has a mortgage. And, despite 
cries about the plight of the family 
farm and its disappearance from 
the scene, we find that large-scale 
commercial farms are about only 
4 percent of all farm the same as 
30 vears ago. There are many out- 
side our industry, I believe, who 
would welcome the opportunity to 
sell and se! a market as sound 
and basi 1 

He said facts 
come up 4 percent in '56 over 


showed farm 


the first peacetime year of 

income increase since °47. He cited 
another 4 percent increase in farm 
income for the first 10 months of 
57 over ‘56 an for crops 
and livestock rose percent as of 
June 15, 1957 


(Continued on page 95) 





Tri-State 
Convention 


ROBLEMS of the hardware and 
farm equipment business may 
be partially if not completely 
solved by strengthening the local 
association and working for better 
understanding among dealers, sup- 
pliers and factories, but raising 
prices is not one of the solutions. 
This was the substance of advice 
from three of six speakers who ap- 
peared before the 49th annual con- 
vention of the Tri-State Hardware 
and Implement Association, meet- 
ing in Amarillo, Texas, February 9 
to 11. The three speakers singled 
out are active in either the hard- 
ware or farm equipment business. 
An expanded merchandise show, 
with exhibits completely filling all 
available space on the second floor 
of the headquarters hotel, the Her- 
ring, was credited with brisk and 
substantial sales. Exhibits were op- 
en for three half days, starting 
Sunday noon on February 9. 


An innovation this year was a 
free buffet dinner on Sunday even- 
ing. It was sponsored by hardware 
wholesalers and farm equipment 
branch houses and tickets were 
issued to all who registered. A sec- 
ond meal without expense attached 
for all attending the convention 
was provided the second evening 
in the traditional indoor barbecue 
of the Amarillo Hardware Co., 54- 
year-old hardware wholesaler. 

Third mass entertainment fea- 
ture was the annual banquet and 
floor show with entertainment pro- 
vided by the PHIT club — Pan- 
handle Hardware and Implement 
Travelers. 

Opening the convention, Presi- 
dent Kenneth Cox of Lubbock said 
the policy of the association will 
be to expand and improve the mer- 
chandise show to the point where 
it will be unsurpassed in the ter- 
ritory. 


He urged more vigorous work in 
the future by individual members, 
saying, “When you are called upon 
in 1958 to do a job for your asso- 
ciation, do it with enthusiasm and 
determination as you would for 
your community or for your 
church.” 

J. H. Shiner, vice-president of 
marketing for Massey-Harris-Fer- 
guson, said he was “burned up” 
when someone suggested that fac- 
tory problems could be cured by 
increasing prices. 

“We had better get back to fund- 
amentals and elementals,” he con- 
tinued. “So many ideas come to 
me that are off the track. So many 
of us lose sight of the basic ele- 
ments of survival 

“It all comes down to manage- 
ment. We need a closer analysis of 
the business. Go across the street 
and take a long look at your busi- 
ness. Ask yourself, ‘is that what I 
want?’ Apply the same technique 
to your books. I think you'll get a 
surprise. If you’re going to be hurt 
in the future,” he said, referring to 
recent figures of 12,686 business 
failures, “it will be due to a lack of 
cost control. 

“It burns me up to hear some- 
one say you can cure it all by rais- 
ing prices. There will come a day 

(Continued on page 62) 


New officers and directors are, left to right, seated: E. C. Armstrong, past president and NRFEA director, Clovis, N. M.; Car! 
Maurer, advisory board, Friona, Texas; K. G. Vaughn, vice president, Tulia, Texas; Morton Gragg, president, Portales, N. M.; 
Kenneth Cox, retiring president and director, Lubbock, Texas; R. B. Allen, executive director, Canyon, Texas. Standing: Directors 
Lawrence Merchant of Carlsbad, N. M., Wallace Reid of Munday, Texas and J. R. Stanley of Big Spring, Texas; Fred Sher- 
wood, past president and advisory board, Childress, Texas; Directors J. L. Hook of Texhoma, Okla., Fred D. Huning, Jr., of Los 
Lunas, N. M., and Howard Lane of Panhandle, Texas. Lane is newly-elected, all other directors were re-elected 
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help the 
U. S$. COAST GUARD 





NEW JAVA KAPOK Life Vests 


Maede exactly te U.S. Coast Guerd 
specifications. Adult Universal size 








in Brilliant Orange, Forest Brown 
ond Kelly Green. Children’s Medi- 
um ond Small adjustable sizes in 
Brilliant Orange. All constructed of 
durable Jeans Cloth, and white 
heavy duty webbing with rust 
proof hardwere. All vests pockaged 
in colorful, “self-selling’’ polyethyt- 
ene bags. 





li Te) 


HAITI 


MODEL 1400 {| MODEL 1100 
TROPICANA HEAVY - DRILL 


U. S. COAST GUARD APPROVED 
Life Preserver Vests and Boat Cushions 


Display and sell the Drybok line with confidence... play up the 

U.S. COAST GUARD APPROVED feature of this whole line for 
a added sales appeal and customer satisfaction. Drybak's 57 years 

experience means proven quality is a part of every item. 

Drybak Marine products include cushions and vests that meet all 
pleasure boating requirements. The TROPICANA and HAITI! cush- 
ions are made of an exclusive vinyl plastic, each in three colors 
with contrasting drill “breather” gussets. Drybok’s DRILL CUSHION 
comes in popular Red or Kelly Green colors. The SECTIONAL and 
BOAT DOCK RENTAL cushions in heavy Forest Green Duck. All 
cushions are constructed with new materials only, to meet exacting 
U.S. COAST GUARD specifications. 


Dry hak a division of 


ee RED HEAD BRAND COMPANY 


lela @e is. ke is 
4311 W. Belmont Ave., Chicago 41, Ill. 


write for full color catalog « sold by leading jobbers everywhere 


FAMOUS FOR PROVEN QUALITY SINCE 1900 





New officers of the Texas association, 
left to right, seated: Ray Souder, ex- 
ecutive director; Rex Payne, retiring 
president and director; B. O. Gold- 
thorn, president, Alice; C. W. Scheurer, 
first vice-president, Sherman; Dan H. 
Tudor, second vice-president, Temple. 
Standing: Directors Porter Henderson, 
San Angelo; J. L. Spencer, San An- 
tonio; William V. Wheeler, Albany; Wil- 
lis Champion, Raymondville; and L. J. 
Sharp, Sr., Dallas 


——_—a 
e.g ee - 


‘ «£3 
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Outlook Bright for ‘58 


Texas Dealers Told 


cis YEAR 1958 should be better 
than 1957 for hardware and 
farm equipment dealers, according 
to the beliefs of speakers who faced 
the 60th annual convention of the 
Texas Hardware and Implement 
Association meeting in Dallas, 


January 19 through 22. 

One of these spoke off the record 
on labor relations with the sub- 
ject, “Retailing’s Biggest Head- 
ache.” But others reported the 
general economy still on good 
foundation, agriculture in strong 
position and the individual’s fate 
largely dependent upon himself. 


Optimism 


One speaker, representing the 
Dallas branch of the Federal Re- 
serve Bank, saw good signs in 
prospects of heavy government 
spending and resurging residential 
building and declared himself 
“moderately optimistic.” 

Registrations were only 1,400, 
compared with 2,200 in Dallas in 
1956, but unfavorable weather 
held attendance down. 

Again the companion merchan- 
dising show proved a big attraction 
to dealers. This year it had grown 
to such proportions that hotel 
facilities were inadequate and the 
105 exhibitors (listed in the trade 
show directory) were housed in 
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131 booths in the new Dallas 
Memorial Auditorium. 

In appearing before the conven- 
tion, all spokesmen for the Texas 
sought to. stimulate 
dealer interest in the Third An- 
nual Hardware Management In- 
stitute, at the University of Hous- 
ton, this year March 17 through 
21. It is a course of training for 
hardware store owners and sales 
personnel, sponsored jointly by 
the retail association and _ the 
Texas Wholesale Hardware As- 
sociation, 

Two directly related groups 
held separate sessions during the 
convention. Officers, executive 
committeemen and members of the 
advisory board of Texas Hardware 
Boosters club met in executive 
session to transact mid-year busi- 
ness. And Texas wholesalers held 
their semi-annual, winter meeting, 
an executive session devoted to 
routine business and informal dis- 
cussion. 

Wholesalers sponsored another 
event that is now part of the con- 
vention, the hardware industry 
luncheon, at which the principal 
speaker was Dr. Charls E. Walker, 
vice-president and economic ad- 
visor, Federal Reserve Bank of 
Dallas. 

With the subject, “The Current 
Business Scene,” Walker devoted 


association 


himself considerably to reviewing 
1957, saying the year set records 
in all the basic measures of eco- 
nomic activity, that it was a good 
year but, of the total 5 percent 
gain in economic activity, half was 
false as the result of inflation and 
high prices. 

“The year ended on a note of 
weakness,” he added, “as activity 
hit the peak in September and 
tapered off the last quarter. We 
are currently adjusting to the 
ultra high level of activity we 
have had since 1954. 

“There appears to be both weak- 
ness and strength in the year 1958. 
Weakness because capital expendi- 
tures and foreign demand will de- 
cline. Strength because govern- 
ment spending will go up con- 
siderably and residential construc- 
tion is showing strength and has 
since last summer.” 

He concluded that he is “mod- 
erately optimistic” about 1958. 


Payne Speaks 


President Rex Payne of Center 
opened the association convention 
speaking program with a down- 
to-earth discussion of “Human 
Relations in Business,” saying 
that avoiding criticism is the best 
practice of human relations. Ap- 
plication of smooth, easy-going, 
day-at-a-time human relations, 
said the East Texas retailer, is the 
best way to get and keep custom- 
ers. 

In this respect, the most im- 
portant words in groups of five, 
four, three and two are: “I am 
proud of you,’ “What is your 
opinion?” “If you please” and 
“Thank you.” Least important 
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word is “I”, he said. 

Bruce Lourie, vice-president of 
Deere and Co., Moline, Ill., spoke 
of the farm and farm machinery 
outlook from the view of Texas 
dealers, pointing out that °57 
“looked like the seventh year of 
drought” until excessive rains de- 
layed planting, eventually cut the 
big cash crop—cotton—by 1 per- 
cent. 

He said he expected all farm 
receipts to be lower in '58, but non- 
farm income to show a gain and 
the total to show a slight gain—in 
money with which to buy farm 
machinery and hardware. 

“We can look forward to better 


ment before the general discussion 
began. 

Moderator for the hardware 
panel was Plasco G. Moore, Dallas, 
executive vice-president of the 
Retail Furniture Association of 
Texas. Panelists were: Carl John- 
son, Austin, president, Walter Tips 
Co., and president, Texas Whole- 
sale Hardware Association; Kerr 
Jones, Waxahachie, Jones Hard- 
ware Co.; Tom Scheurer, Sher- 
man, Scheurer Brothers; Dmitri 
Vail, Dallas, representing consum- 
ers. 

Purpose of the hardware panel 
was to specify the exact locations 
of profits and from that viewpoint, 


What the Retailer Needs 


IN HIS TALK to members of the 
Texas Hardware and Implement 
Association, H. C. France, vice- 
president of the NRFEA, listed 
these problems for the careful con- 
sideration of retail dealers: 

“First, I think we need a better 
spirit of understanding and co- 
operation between dealers and 
their manufacturers and other 
suppliers. 

“Next, we should promote bet- 
ter understanding on the part of 
farmers who buy the equipment 
we sell. In this connection, we 
should constantly sell the im- 
portance of the legitimate farm 
equipment dealer and his contri- 
bution to the welfare of the farm- 
er and his community. 


farm income in °58,” he predicted, 
“and on Jan. 1 of this year farm 
assets were at an all-time high. 
But with per capita farm income 
generally increasing, will we get 
our share? In my opinion, the farm 
equipment industry never got a 
fair share of the farm dollar be- 
cause of failure to sell aggressive- 
ly and service adequately.” 
Separate Sessions 
Hardware and farm equipment 
dealers went into separate ses- 
sions for the second half-day of 
deliberations. Each session heard 
one or more scheduled addresses 
and Melvin Kraemer of Marys- 
ville, Kan., vice-president of 
NRHA, spoke to hardware deal- 
ers. Thereafter, each panel mem- 
ber made a short, opening state- 


“Third, we must prove to our 
buyers that the selling prices of 
our products and services are fair 

especially in comparison to the 
prices he pays for the other prod- 
ucts and services he buys. 

“Fourth, we must be vigilant 
about legislation which directly 
affects the operation of our busi- 
nesses. 

“Fifth, and finally, as the prob- 
lems of our businesses multiply we 
must realize that there is an in- 
creased need for ‘working to- 
gether’ to develop better manage- 
ment tools which we can in- 
dividually and profitably use 

“Stating the problems was a 
simple matter. Finding the solu- 
tions is far from simple.” 


in his address, Kraemer warned 
that buying for profit does not 
mean to spend much time looking 
for an extra 5 percent, or in over 
stocking to get an extra volume 
discount. He said: 

“It means working closer with 
your suppliers—buying systemati- 
cally so as to have the right goods 
in the right amounts. 

“We are all burdened with 
poorly bought merchandise—lost 
in the inventory—counted once a 
year. This kind of inventory ties 
up working capital and occupies 
valuable space—both of which are 
expensive. 

“We're also guilty of carrying 
too many of the same thing—same 
article—same price—same quality 
—different only in brand. This 
kind of duplication—like dead in- 
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ventory—unnecessarily ties up 
space and money. 

“In hardware retailing today we 
can't live with a_ traditional, 
across-the-board, 50 percent mark- 
up—or 33 percent margin. We've 
all been guilty of taking a three- 
page wholesaler invoice of assorted 
merchandise—and pricing every 
item on it with a flat 50 per cent 
markup. Competition and retail- 
ing facts of life demand genuine 
pricing imagination—if we're to 
find profits.” 

Farm equipment 
lowed precisely the same proce- 
dure in their meeting except that 
they heard from the two top rank- 
ng officers of NRFEA 

Moderator, in this 
Charles A. Washmon of Harlin- 
zen, past president of the Texas 
association and current national 
president. The other speaker was 
H. C. France (see box) of Tiffin, 
Ohio, vice-president of the na- 
tional association. Other panel 
members were Carl A. Hill, Ama- 
rillo, Connally Implement Supply 
Co.; H. C. Clemons, Fort Worth, 
Clemons Tractor Co.; O. J. Work, 
Raymondville, Work Implement 
Co., and A. V. Morrison, Jr., Gar- 
land, farmer customer. 

Washmon dispelled for his audi- 
ence the idea that farmers are suf- 
fering. He said facts showed farm 
income up 4 percent in ‘56 ove! 
55, the first peacetime year of a 
farm income increase since 47. He 
cited another 4 percent increase in 
farm income for the first 10 
months of ‘57 over ’56 and prices 
for crops and livestock rose 1 per- 
cent as of June 15, 1957 

“At the time,” he con- 
“farmers costs of produc- 


dealers fol- 


case, Was 


same 
tinued, 
tion and living supplies fell one- 
third of 1 percent during the same 
month. 

“Farm values reached an all- 
time high in March of 1957, up 7 
percent over the previous year. An 
all-time high of $176 billion in 
total agricultural assets was again 
set on January 1, 1957. Farmers 
have only about $11 in debts for 
each $100 of assets they own. Only 
about one farm of each three has a 
mortgage. And, despite cries about 
the plight of the family farm and 
its disappearance from the scene, 
we find that com- 
farms are about only 4 


large-scale 
mercial 
percent of all farms 
30 years ago. There are many out- 
side our industry, I believe, who 
would welcome the opportunity to 
sell and serve a market as sound 
and basic as this.” 
(Continued on page 96) 


the same as 





Picture of a man making money! 


Which man? The farmer buying fence? Or the 
dealer who has just made the sale? 

Well, in this case, we mean you, the dealer... 
because you either had the brand your customer 
asked for, or you were alert enough to recommend 
a brand which he accepted without question. 

But the farmer also stands to profit by the trans- 
action. For the USS American Fence you have just 
sold him will pay him good dividends in trouble- 
free service year after year throughout its life. 

American Fence pays off for you 
... pays off for your customer! 

Selling USS American Fence is a two-way prop- 

osition which benefits both the dealer and the 


Tennessee Coal & Iron 
Division of 


customer alike. Remember that a satisfied cus- 
tomer can be one of your best advertisements. And 
never, never forget that there’s more USS 
American Fence in use than any other brand. It 
must be good! 

So, if you want to make some quick and profit- 
able fence sales, carry and feature the brand that’s 
most in demand—USS American Fence. 

Your regular TCI representative or your jobber 
salesman will be glad to give you complete infor- 
mation about American Fence, American Steel 
Posts, and American Barbed Wire. Or if you prefer 
to write direct to our Fairfield headquarters, your 
inquiry will receive our prompt attention. 


(iss) United States Steel 


Genera! Offices: Fairfield, Alabama - United States Stee! Export Company, New York 


For more information use Handy Return Card, Page 75 
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CATALOGS & BULLETINS 


Feather Dusters. A colorful catalog 
showing the company’s complete line 
of turkey and ostrich feather dusters 
is available. The dusters come in all 
sizes and styles. They are fully illus- 
trated and complete information is 
given on each. The company’s lines 
of brushes and other types of dusters 
are contained in the catalog also. 
Hoag Duster Co., Monticello, Iowa. 

Write in No. Bl on card, Pg. 75 


Fishing Guides. Five pamphlets, 
each covering a different fishing 
technique, are available to dealers 
for customer-merchandising and 
hand-out purposes. The booklets are 
on bait casting, fly, spinning, salt 
water, and “push-button” fishing. 
Besides a colorful job of illustrating 
and describing tackle for all these 
different types of fishing, authorita- 
tive information is given on recom- 
mended reel-rod-line assemblies and 
how and what tackle might best be 
used under certain angling circum- 
stances. Experts, two of whom are 
World Champion Caster Ben Har- 
desty and “Gadabout” Gaddis, well 
known fly fisherman, have helped 
author the booklets. The Shake- 
speare Co., Kalamazoo, Mich. 

Write in No. B2 on card, Pg. 75 


Mowers and Tillers, Complete liter- 
ature covering the following 1958 
Midland lines is available: rotary 
mowers—24, 242, 234 hp; rotary till- 
er—2% hp with end-drive; super ro- 
tary tiller mower—3.6 hp; 7 hp Mid- 
land Bull Pup (riding tractor mount- 
ing mower and tiller); Town and 
Country 4 hp riding rotary mower; 
and 4 and 7 hp tiller-tractors. The 
Midland Co., South Milwaukee, Wis. 

Write in No. B3 on card, Pg. 75 


Roofing, Plastic Pipe, Fasteners. 
Literature available includes the fol- 
lowing: Bolt and Nut Price Finder, 
form ADV-791 — an indexed price 
chart for quick reference; lists re- 
tail prices on the full line of fasten- 
ers; is printed in two colors and may 


be hung on the wall. Hex Head Cap 
Screw, form ADV-678—a 4-page fold- 
er describing the screws. ADV-788— 
envelope enclosure on Republic Blue 
Ridge Steel Roofing; ADV-919—en- 
velope enclosure illustrating how to 
apply the roofing. ADV-953—4-page 
folder designed for mailing; describes 
Republic Ternes for roofing and 
weather-sealing. ADV-711 — catalog 
sheet describing Semi-Rigid Kralastic 
Plastic Pipe with suggested applica- 
tions. ADV-712 — catalog sheet de- 
scribing FE Plastic Pipe for farm and 
home, ADV-784A—catalog sheet de- 
scribing use of Republic Plastic Pipe 
with submersible pumps in both 
shallow and deep wells. ADV-710— 
6-page gate-fold folder giving com- 
plete details of installing a do-it- 
yourself lawn sprinkler system with 
Plastic Pipe. Republic Steel Corp., 
3100 East 45th St., Cleveland 27, Ohio. 
Write in No. B4 on card, Pg. 75 


Power Tools. The following cata- 
logs describing and illustrating the 
company’s complete line of tools are 
available upon request: ET 157, Port- 
able Electric Tools; CS 157, Chain 
Saws; AT 1457, Air Tools; and CI 
1657, Contractor and Industrial Tools. 
Mall Tool Co., Division of Reming- 
ton Arms Co., Inc., Bridgeport 2, 
Conn. 

Write in No. B5 on card, Pg. 75 


Fishing Tackle. Pflueger’s 1958 
catalog includes all of the company’s 
latest fishing tackle. Top items among 
the new merchandise are the “88” en- 
closed spinning reel and a complete 
new line of 39 glass fishing rods. The 
Enterprise Manufacturing Co., 110 N. 
Union St., Akron 9, Ohio. 

Write in No. B6 on card, Pg. 75 


Charcoal Cookers. A color bro- 
chure, approximately 4” x 84”, pre- 
sents the Cook ‘N’ Kettle line—the 
various units and accessories. Illus- 
trations and prices are given, with a 
number of action photographs em- 
phasizing the joy of outdoor cook- 
ing. Full description of each item is 
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Available free to readers. Write in the numbers 
of items wanted on the return post card, page 75 


given. Cook ‘N’ Tools, Inc., 810 E. 
First Place, Tulsa, Okla. 
Write in No. B7 on card, Pg. 75 


Store Displays. Each type of dis- 
play item from ticket holders to com- 
plete display units is fully illustrated 
and described in a catalog which con- 
tains much information on display 
assembly and modern store engineer- 
ing. Reeve Co., 9249 East Bermudez 
St., Rivera, Calif. 

Write in No. B8 on card, Pg. 75 


Water Systems. A Burks Water 
Systems catalog designed with sepa- 
rate sections for dealer helps in sell- 
ing, specifying and job-planning is 
now available. Besides the inside 
story of pump features, each section 
gives general information about ca- 
pacities, depths, etc., and shows 
typical installations. The Price List 
and Specification Book gives prices 
and includes performance tables, 
identification pictures, dimensions 
and complete accessory listings. All 
five of the separate sections fit into 
pockets inside the colorfully printed 
cover. The cover gives general job- 
figuring and planning information. 
Cellophane laminated over the print- 
ing increases the durability of the 
cover and protects it from dirt and 
grease. Decatur Pump Co., Decatur, 
Ill. 

Write in No, BS on card, Pg. 75 


Building Materials. Entitled “Rey- 
nolds Aluminum Supply Co. Fact 
Folders,” the company is offer- 
ing a series of 19 file folders de- 
signed for every dealer's filing cab- 
inet. The folders provide a handy 
reference library on major building 
material lines, such as aluminum 
roofing and siding, asphalt products, 
farm and industrial gates, insulation, 
nails, etc. To keep the folders current, 
latest product information will be 
mailed by the company to those deal- 
ers using the prepared product refer- 
ence library. Reynolds Aluminum 

(Continued on page 41) 
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' Engineering and Styling are basic features of all 


HODGMAN WADERS 
| SALIENT POINTS WHICH HELP rou SELL MORE — 


HODGMAN SPORTING SPECIALTIES 


NO. 304 
WADEWELL 
BOOT FOOT 


WORLD'S MOST 
POPULAR 
WADER 


Strong, reinforced 
suspender buttons 


Extra strong, double 
texture body material 


Strongly reinforced 
seams 


Carefully designed 
for comfortable fit 


Fully vulcanized 
as a complete unit 


Boots cemented, strapped 
and vulcanized to upper 
for extra strength 


Sponge rubber arch 
supporting insole 





SEND FOR THIS 
FREE “EASY FIT” 
WADER SELECTOR. 
Mates fitting Hodgman 


waders easier than ever. 
Write for your 








NO. 300 NO. 303 

Brightonik Brighton kK 

Lightweight Boot Foot 
Wader Wader 


Drawstring top 


Roomy inside 
pocket 


Reinforced crotch — 
rubber chafing strips at 
crotch and inseams 


100% waterproof 


Boot feet constructed 
on foot shaped last 
for real comfort 


Hard toe caps 
for foot protection 


Cleated soles 
for sure grip 


HODGMAN OFFERS YOU 


THE WORLD'S MOST COMPLETE LINE OF 
Yas — EVERY PURPOSE AND POCKETBOOK 


AKL AG 


NO. 308 NO. 309 NO. 384 
Boot Foot Nylon Wodewel! ® 


Insulated Boot Woder Zephyrweight Hip Wading 


Woder Boot 


SEND FOR COMPLETE CATALOG 
YOUR IMPORTANT BUYING GUIDE AND SELLING TOOL 


HODGMAN .RUBBER rssacnuser 
MASSACHUSETTS 


For more information use Handy Return Card, Page 75 


5 Morke Stre 
San nt isco 3. Califors 
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CATALOGS & BULLETINS 


Supply Co., P. O. Box 1367, Atlanta 
1, Ga. 
Write in No. B10 on card, Pg. 75 


Fishing Items. Sixty-eight pages 
covering thousands of items make up 
the 48th edition of the company’s cat- 
alog. The 1958 catalog itemizes the 
entire H-I output for every kind of 
fishing, including tubular and solid 
glass, bamboo, and steel rods; fly, 
casting, spin, and saltwater reels; ny- 
lon, linen, and cotton lines; artificial 
baits, spoons, spinners, flies, and 
lures; floats, leaders, sinkers, hooks, 
nets, and landing bows; and the com- 
plete line of accessories. Featured is 
a trio of matched rod, reel, and line 
for spin-casting. Horrocks-Ibbotson 
Co., Utica, N. Y. 

Write in No. B11 on card, Pg. 75 


Marine Wear. Nauti-Togs, a line of 
marine casual wear by Tapatco, are 
described and illustrated in a four- 
page folder offered by the company. 
There are 32 products for men and 
women boating enthusiasts in nauti- 
cal colors of red, white, blue, and 
navy. The American Pad & Textile 
Co., So. Washington St., Greenfield, 
Ohio. 

Write in No. B12 on card, Pg. 75 


Fishing Tackle. A complete printed 
and photographic description of 
American Tackle products, including 
161 rods, 62 reels, all types of fishing 
line, tackle box, extensive list of Al 
Foss lures and artificial baits, as well 
as True Temper belt axes and ice 
chisels, is contained in the company’s 
1958 catalog. Merchandising and dis- 
tribution policies are printed inside 
the front cover. American Tackle and 
Equipment Co., A and Somerset Sts., 
Philadelphia 34, Pa. 

Write in No. B13 on card, Pg. 75 


Decorative Hardware. Full color, 
20-page No, 214 catalog illustrates full 
line of matched pulls, knobs, hinges, 
and catches by Amerock. Cabinet 
hardware for use in every room in the 
house is shown and _ described. 
Amerock Corp., Rockford, Ill. 

Write in No, B14 on card, Pg. 75 


Nails Data. A pocket-size hand- 
book containing factual information 
and specifications for Stormguard 
nails is available. The handbook is 
printed in two colors with illustra- 
tions and reference data. A two-page 
chart gives specific data on the sizes 
and quantity of nails to use for vari- 
ous types of roofing, siding and trim 
as recommended by leading trade as- 
sociations. Manufactured in 85 dif- 
ferent styles and sizes, the Storm- 
guard nails are rendered rust-resist- 
ant by a special double-dipping in 
molten zinc. W. H. Maze Co., 400 
Church Blvd., Peru, IIl. 

Write in No. B15 on card, Pg. 75 





Rotary and Reel Mowers. A 3-color 
enclosure which folds to 3% x 7 
inches covers the full line of Mow- 
Master rotary and reel type power 
mowers. This is available from dis- 
tributors as Form P-40. Propulsion 
Engine Corp., 311 Marion Ave., South 
Milwaukee, Wis. 

Write in No. B16 on card, Pg, 75 


Non-Mortise Hinges. A _ six-page 
folder that describes and illustrates 
one residential builder’s use of 1,500 
non-mortise hinges is offered in 
reasonable quantities. Identified as 
Installation Report No, 44, the 
literature reviews interior and ex- 
terior door hanging procedure and 
practice in a suburban Pittsburgh 
residential development. The folder 
is 34% x 6% inches. McKinney Man- 
ufacturing Co., 1715 Liverpool St., 
Pittsburgh 33, Pa. 

Write in No. B17 on card, Pg. 75 


Fishing Equipment. All-new lines, 
designed to fit special angling situa- 
tions, are featured in the company’s 
colorful catalog. Among the items 
described are the Steelheader and 
Salmon Taper fly lines, color-metered 
Platyl monofilament, and the braided 
dacron Snag King. The Line Saver is 
one of the many fishing aids and 
packaging innovations to be high- 
lighted; the device allows attachment 
of leaders and other terminal tackle 
without “knot loss.” Plastic vest 
pocket dispensers for closed-f1ce-reel 
spinning lines, and the plas:ic lure 
box for flies, bass bugs, spoons, plugs, 
and lures, are all fully illustrated and 
described. B. F. Gladding & Co., Inc., 
South Otselic, N. Y. 

Write in No. B18 on card, Pg. 75 


Hardware Assortments. I)lustrated 
catalog-price list circulars, featuring 
the newest “Select-A-Pak” hardware 
assortments, are available. Each as- 
sortment, made up of cabinet hard- 
ware, forged iron hardware or shelf 
hardware items, is described on a 
separate sheet. Also included are il- 
lustrations and information on the 
free “Select-A-Pak” display boards, 
panels and layouts pertaining to the 
specific assortment, and which are 
designed to fit present dealer fix- 
tures. Space is allowed for whole- 
saler imprint. Circulars are 8% x 11 
inches in size and printed in two 
colors. They may be used with 
“Select-A-Pak” Catalog No. 256 
which contains open stock hardware 
items, National Lock Co., Rockford, 
Ill. 

Write in No. B19 on card, Pg. 75 


Fishing Reels. A colorful, il] istrated 
36-page catalog containing descrip- 
tions of Penn’s 84 models of reels, 
each designed for a particular fish- 
ing need, is available to dealers up- 
on request. Catalog No. 21 includes 
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(Continued from page 39) 


the new “Sea Hawk” No. 77 and #349 
Master Mariner. It is filled with 
articles on various phases of fishing, 
tips on reel care and descriptions of 
reel construction and assembly. The 
catalog lists Penn’s prize catches, and 
also includes several pages on Penn's 
reel parts and accessories. Penn Fish- 
ing Tackle Manufacturing Co., 3028 
W. Hunting Park Ave., Philadelphia 
32, Pa. 
Write in No. B20 on card, Pg. 75 


Garden Hose. A 21-page, full-color 
catalog — showing 15 garden hose 
styles, the lawn-soaker, and two lawn 
sprinkler styles — is available from 
the manufacturer. Swan Rubber Co., 
Bucyrus, Ohio. 

Write in No. B21 on card, Pg. 75 


Power Mower. A folder is available 
illustrating the company’s complete 
line of self-propelled power mowers. 
Swisher Mower & Machine Co., War- 
rensburg, Mo. 

Write in No. B22 on card, Pg. 75 


Camping Furniture. An illustrated, 
fully descriptive catalog of the com- 
pany’s complete line of folding cots, 
camp stools, and other canvas-cov- 
ered furniture items is available on 
request, Tucker Duck & Rubber Co., 
Fort Smith, Ark. 

Write in No, B23 on card, Pg. 75 


Repair Handles. A chart which de- 
termines instantly the correct repair 
handle for a specific tool and the tools 
fitted by a specific handle is avail- 
able. It covers more than 95 percent 
of dealer’s ash repair handle re- 
quirements for garden, lawn and 
farm tools, shovels, spades and scoops, 
post hole diggers and snow tools, The 
chart lists original handle and sug- 
gests alternates, and comprises both 
True Temper and Briar Edge grades. 
True Temper Corp., 1623 Euclid Ave., 
Cleveland 15, Ohio. 

Write in No. B24 on card, Pg. 75 


Fishing Bucktail. The eight sizes of 
fishing bucktails made by the com- 
pany, together with full description 
of their uses in fresh or saltwater 
spinning, trolling, and casting are in- 
cluded in an available catalog. Bill 
Upperman, Atlantic City, N. J. 

Write in No. B25 on card, Pg. 75 


Gun Data. A handbook with full in- 
formation on the development of 
shotgun chokes, how to use Poly- 
Chokes, picking the right gun, etc., is 
offered without charge to dealers. It 
also contains price list showing deal- 
er net price and retail price on all 
types of gun repairs. Walco Sporting 
Goods Co., P. O. Box 1818, Atlanta, 
Georgia. 

Write in No. B26 on card, Pg. 75 


(More on page 42) 





Screwdriver Roll Kit, A catalog 
page is available in black and white 
which describes and illustrates the 
TK-5 Hold-E-Zee Screwdriver Roll 
Kit. The RT-52 Roll Kit, a special 
electronics kit, is described on the 
page also. Both kits contain five 
screwdrivers. Upson’ Bros., Inc., 
Rochester 14, N. Y. 

Write in No. B27 on card, Pg. 75 


Water Pumps. Available to dealers 
is a consolidated 40-page catalog 
showing the complete Rapidayton 
line, including 2- and 3-wire sub- 
mersible pumps (for wells 0 to 500 
feet); shallow and deep well jet 
pumps; and shallow and deep well 
reciprocating pumps. Also manual 


and automatic water softeners and 
upright and submersible cellar drain- 
ers. The Tait Manufacturing Co., 500 
Webster St., Dayton 1, Ohio. 

Write in No, B28 on card, Pg. 75 


Outdoor Products. Copies of the 
Tapatco Outdoors folder, along with 
complete price information, are avail- 
able to dealers. The folder illustrates 
and describes 16 sleeping bag styles 
offered for 1958, air mattresses, tents, 
and toboggan cushions. The American 
Pad & Textile Co., So. Washington 
St., Greenfield, Ohio. 

Write in No. B29 on card, Pg. 75 


Garden Hose. Catalog sheets give 
full information on Biltrite vinyl and 





MEET THECUS TWINS 


space-saving merchandisers 
FREE with every shipment 





VERSATILE RACK 


Comes with half-gross pack. 
Hangs on pegboard, or can be 
used as free-standing counter or 
shelf display. Holds 12 Twine- 
domes. Will make sales and 
profits for you automatically the 
year ’round. 


COLORFUL 


DISPLAY CARTONS 


Just open and you have a compact counter 
or shelf merchandiser for impulse sales. 
Twenty-four display boxes, each packed with 
six Twinedomes, come in the full gross 
shipping carton. 


twinedomes DISPENSER-CONTAINERS .. Full balls of quality 


twine in handy disposable containers designed for placing or hanging 
wherever twine is used. There are Twinedomes Twines for every home 


and garden need .. . all top sellers. 


Order from your jobber or write for catalog sheet and prices. 


THE LINEN THREAD C0., INC. 


418 GRAND STREET « PATERSON 12, N. J. 
Makers of Quality Twine Since 1784 
hi 


Baltimore ° 


San Francisco ° Boston 


Gloucester 





For more information use Handy Return Card, Page 75 





rubber Garden Hose, as well as Bilt- 
rite Triple-Tube Flexible Sprinklers. 
The sheets are in full color and well 
illustrated. American Biltrite Rubber 
Co., P. O. Box 1071, Boston 3, Mass. 
Write in No. B30 on card, Pg. 75 


Fishing Tackle. Advances in the re- 
styling of the company’s complete 
line of spinning type fishing tackle 
are illustrated in the 1958 catalog, 
now available. Color is said to be the 
keynote in the 1958 line, and full 
descriptions of items are included. 
The catalog has a four-color cover 
and the inside back cover is devoted 
to sales aids offered to dealers. The 
Airex Corp., 411 Fourth Ave., New 
York City, N. Y. 

Write in No. B31 on card, Pg. 75 


Pump Selector Chart. A handy 
pump selector chart designed to aid 
plumbers, well drillers, contractors, 
farmers, and other users of fluid- 
handling equipment in choosing the 
right unit for the particular job at 
hand, is contained in a pump data 
folder now available. The folder gives 
heads, capacities, hp ratings, and 
other helpful information on a 
variety of pumps. Barnes Manufac- 
turing Co., Mansfield, Ohio. 

Write in No. B32 on card, Pg. 75 


Paint Sprayers. The complete, 
speedy paint sprayer line of the com- 
pany is illustrated and described in 
an available catalog. W. R. Brown 
Corp., 2699 N. Normandy Ave., Chi- 
cago 35, Ill. 

Write in No. B33 on card, Pg. 75 


Water Systems and Sprinklers. A 
brochure giving information on the 
company’s complete line of sprinklers 
and a brochure featuring the Series 
SJ3 water systems, the shallow-well 
Jet Hornet, are available. The fold- 
ers are in color, are well illustrated, 
and present detailed specifications. 
Wayne Home Equipment Co., Inc., 
801 Glasgow Ave., Fort Wayne, Ind. 

Write in No. B34 on card, Pg. 75 


Galvanized Ware. The complete 
line of hand-dipped galvanized ware 
for home, farm, industrial, and in- 
stitutional use is described in a 20- 
page bulletin entitled “Wheeling 
Hand Dipped Ware.” Capacities, di- 
mensions, and shipping weights for 
each of the items are included; items 
include pails, buckets, rubbish burn- 
ers, coal hods, etc. Wheeling Corru- 
gating Co., Wheeling, W. Va. 

Write in No. B35 on card, Pg. 75 


Sporting Goods. The 1958 D & M 
Spring and Summer catalog contain- 
ing 32 pages of sports equipment is 
available. Highlighted is a newly- 
styled line of gloves and mitts auto- 
graphed by leading baseball players. 
The Draper-Maynard Co., 4861 Spring 
Grove Ave., Cincinnati 32, Ohio. 

Write in No. B36 on card, Pg. 75 


Foot Valves. Bulletin 203, a com- 
plete outline of the company’s foot 
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“GOING 
T0 
THE 

DOGS” 


In every community... on the farm, in the suburb or in the city 

. the dog population is increasing. It’s a ready market for 
Hodell Dog Chains... but you've got to display them so your 
customers will buy them. 

Hodell Halter and Dog Chains come completely assembled, with 
steel swivel snap, ring and toggle. Packed 6 or 12 to a carton, 
according to size. You can also order Hodell kennel and exerciser 
chains, dog couplers, chain choke collars. 

For complete information on the complete line of Hodell welded 
and weldless chains, ask your distributor or write for the 
Hodell Catalog. 


222 aoe 


2S ae OO 


Get fast sales action with these new assortments of Hodell Dog Chains 
with bright red, green and yellow plastic handles. Then . . . display them for 
fast sales on this attractive Hodell Dog Chain hanger. Each display comes 
complete with 12 chains and 2-color metal hanger. Assortments with 
metal handles also available. 


HODELL CHAIN COMPANY, Cleveland 3, Ohic 
Division of The National Screw & Mfg. Co. 


P - 
“Vational , 3 
exo’ Fasteners _ /- Hodell Chains Chester Hoists 
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valves, with recommended uses, is 
furnished on request. Strataflo Prod- 
ucts, Inc., Fort Wayne, Ind. 

Write in No. B37 on card, Pg. 75 


Hose and Sprinklers. Colorful cat- 
alog sheets covering the 1958 line 
of reinforced and non-reinforced 
garden hose are available. The cat- 
alog sheet describing the Flexible 
Sprinkler gives a complete description 
of the new reel on which the 
sprinkler is packed. Identification: 
Catalog #7-1657 and #7-1557. Sup- 
plex Co., Division of Amerace Corp., 
225 North Ave., Garwood, N. J. 

Write in No. B38 on card, Pg. 75 


Power Mower. The complete line of 
powcr mowers—from lightweight to 
heavy duty models with self-propul- 
sion and fingertip control and with 
full description of each model—is in- 
cluded in a catalog available from 
the manufacturer. Price lists accom- 
pany the catalog. Southland Mower 
Co., Selma, Ala. 

Write in No. B39 on card, Pg. 75 


Hand Tools. Described as a guide, 
ready reference and sales builder, the 
Vaco Catalog contains 40 multi-color- 
ed pages, is 84% x 11 inches, Kalama- 
zoo punched for convenient binding 
into any holder, and has an 8-color 





f 


f 


— aaa 


PICTURE OF A MAN CREATING STORE TRAFFIC 


perinise 


> 


=— 


Up goes the banner —and up with it go store traffic, sales and 
profits. This dealer's Clarke floor machine rental department 
brings in dozens of new customers twice, to rent and return equip- 
ment. Being a good retailer, he'll sell them something both times 
—and move a host of merchandise. Add the profit from these sales 


to his rental income and you see how easily he nets a handsome 
gain from his Clarke rental department. 

You can, too, just as easily. A Clarke rental department will make 
your store traffic jump. To these extra people, you can rent Clarke's 
complete line of floor care machines and sell a profitable amount 
of related items. Besides, Clarke gives you all the selling aids you 
need to merchandise your department and build your profits. 


Write for details. 


Clarke SANDING MACHINE COMPANY 


673 E. Clay Avenue, Muskegon, Michigan 


Authorized Sales Representatives and Service Branches in Principal Cities 
In Canada: Clarke Sanding Machine Co. (Can.) Ltd., 21 Advance Rd., Toronto 18, Ont. 


REL 


Floor Polisher Floor Sander 


For more information use Handy Return Card, Page 75 


Wet-Dry Vacuum Cleaner 


Floor Edger Rug Shampoo Machine 





cover of heavy coated stock to with- 
stand continuous usage. Illustrations 
and diagrams supplement the practi- 
cal information given on screwdriv- 
ers, nut drivers, pliers, wood chisels, 
etc. An entire 6-page section is de- 
voted to the Vari-board merchandis- 
ing displays. Vaco Products Co., 317 
E. Ontario St., Chicago 11, Ill. 
Write in No. B40 on card, Pg. 75 


Plastic Pipe. Ace Supplex flexible 
polythylene plastic pipe and fittings 
are described in Bulletin CE-57. Con- 
tents of the 8-page bulletin include: 
applications for Supplex pipe, sizes 
of standard pipe and fittings, instal- 
lation instructions, technical proper- 
ties, and estimated flow rates for 
water in various pipe sizes. It also 
contains a chart which lists many 
common industrial liquids and spe- 
cifies which of these liquids may be 
carried in Supplex piping. Supplex 
Co., Division of Amerace Corp., 93 
Worth St., New York 13, N. Y. 

Write in No. B41 on card, Pg. 75 


Door Hardware. A booklet illus- 
trating door hardware items contains 
compact technica] information and 
provides answers to customers’ “most 
asked” questions. The 12-page book- 
let, #A-91 Lumberman’s Catalog, is 
in color. Richards-Wilcox Manufac- 
turing Co., Aurora, III. 

Write in No. B42 on card, Pg. 75 


Pliers. A catalog containing infor- 
mation on a wide assortment of 
pliers, hammers, and miscellaneous 
tools is available, along with a price 
list. The catalog is in color and illus- 
trates the different tools. Merchandis- 
ing helps and suggested assortments 
are described in detail. Champion 
DeArment Tool Co., Meadville, Pa. 

Write in No. B43 on card, Pg. 75 


Garden Tools. A colorful, 12-page 
catalog is offered which completely 
illustrates and describes the com- 
pany’s rakes, shears, saws, and 
pruners. Disston Division, H. K. Por- 
ter Co., Inc., Philadelphia 35, Pa. 

Write in No. B44 on card, Pg, 75 


Fishing Lures. Complete informa- 
tion on its lines of lures, accessories, 
and displays is covered in the com- 
pany’s new 60-page illustrated cata- 
log. Lures are classified according to 
types for easy reference, and infor- 
mation on patterns, weights, and 
packing is given for individual lures 
as well as for assortments. Marathon 
Bait Co., 840 Henrietta, Wausau, Wis. 

Write in No. B45 on card, Pg. 75 


Lawn Mowers. Catalog. sheets 
which picture the entire Lazy Boy 
lawn mower line and the new Lazy 
Boy power sulky in full color, with 
complete descriptions of best-selling 
features, are offered. They are avail- 
able in 8%- x 11-inch size or 1l- x 
ll-inch for wide binders, and are 
printed on both sides. Lazy Boy Lawn 
Mower Co., Inc., 301 West 73rd St., 
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. STEEL LITE CA LES 
ee WAGIC 


Forged free-scouring 
blade finish 


Ww, 
1 ee 


Tale only Double taper “1% 


(STEEL LITE) te 


edit T ee fol mol el-j Colaal-lg- Mim ial-t-1-m-leh'e-lalt-l-[-1-3 








Sita) Unconditionally guaranteed Full length (one piece) handle 
DOUBLE TAPER FORGED blade ~  €a@pped at end for protection 


Gigi) Hord, smooth DOUBLE TAPER 


HOCK BAND takes the shock 
. phy Bose FORGED, free-scouring blade finish 


of heavy work without handle 


breakage (STEEL LITE) Lightweight—average under 4 


: ounds—long handle, round point 
ES) Perfect down-center balance P 9 - 


Double forged forward turned steps 


© ) * A Ni | = heed cS Oo » WORLD'S LARGEST SHOVEL "MANUFACTURER 
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FOR BIG MULTIPLE SALES, =| “¥##s¢%0 oro 


Pumps. Lancaster’s line of Dutch- 


SELL A SET man jet pumps and of the Lawn-Pak 
lawn sprinkling pumps are featured 
P @ NEW TOOLS & on two available catalog sheets. The 

COMBINATION KITS BY rece pages are in black and white, are 


SARGENT... well illustrated, and contain complete 
specification data. Lancaster Pump 


FAMOUS FOR QUALITY and Manufacturing Co., Inc., Lan- 


4, 
HARDWARE SINCE 1864 a7 ay caster, Pa. 
Z, ' Write in No. B47 on card, Pg. 75 


Insecticide Sprayers. Descriptive 
literature which illustrates the com- 
pany’s garden hose-fitting insecticide 
sprayer, together with its other hose 
nozzles and _ sprinklers, will be 
furnished on request. Gilmour Manu- 


“NEW” SMART SET >. facturing Co., Somerset, Pa 
No. 22-S $5.85 Write in No. B48 on card, Pg. 75 


Parrot-Head Pruner & Self-Adjusting j — : ; 
Grass Shears (A Perfect Pair) Fishing and Marine Accessories. 
Here's a new combo The complete 1958 line of Frabill 
that can’t fai! to : fishing tackle accessories and marine 
find favor with your accessories is shown in a catalog 
gardening customers made available to dealers. Frabill 
Manufacturing Co., 234 West Florida 

i “NEW” LAWN EDGER St., Milwaukee 5, Wis. 

Write in No. B49 on card, Pg. 75 
$3.95 
Guide wheel and foot pedal mean Power Pumps. The company’s line 
A HP hos Logg nom . of power pumps is described in com- 
toughest grasses Ls plete detail in a catalog available to 
self sharpening blade ' dealers. The various pumps, as well 
; as the line of pump and well acces- 
sories, are illustrated fully, and in- 
formation as to correct pump equip- 
ment, water requirements, etc., is in- 
cluded. Special catalogs covering 
“Submerga” pumps, “CJ”, “SJ”, and 
“ ” “CJM” jet pumps, hand and windmill 
NEW” GRASS WHIP pumps and water conditioning equip- 
$1.95 ment may be obtained also. Red 
Perfectly balanced, the blade Jacket Manufacturing Co., 1051 S. 
really does the work of cutting with Rolff St., Davenport, Iowa. 
its sharp serrated edges. Write in No. B50 on card, Pg. 75 


Casters. A catalog, listing over 40 
caster models, and containing prac- 
tical application suggestions and 
selection data, is available. It lists 
specific uses for casters in 30 separate 
and distinct industries. Different 
types of caster installations are de- 
scribed and illustrated. Gleason Corp., 
250 N. 12th St., Milwaukee 3, Wis. 

Write in No. B51 on card, Pg. 75 


Hack Saw Blades, A catalog page 
is available covering the Griffin line 
of Hand Hack Saw Blades, Coping 
THE SALES Saw Blades, Jig Saw Blades and 
RECORD BREAKER | , Scroll Saw Blades. G. W. Griffin Co., 

a Franklin, N. H. 
Write in No. B52 on card, Pg. 75 














“BIG 3” S Door Closers. A colorful catalog 
. sheet on the DorBos horizontal hy- 


HOME GARDENER’S KIT , draulic door closers is available in 


No. 21-S $10.80 any quantity upon request. The 
* EXCLUSIVE ANTI-SHOCK HEDGE AND SHRUB SHEARS No. 91 — 22” Hubert A. Guyer Co., 9 Brookside 
¢ UNIQUE PARROT-HEAD PRUNER No. 15 — 8” Dr., Richardson Park, Wilmington, 
“ F. Del. 
SELF-ADJUSTING GRASS SHEARS No. 17 Write in No, B53 on card, Pg. 75 


SAR oO é N T & C Oo M PA N Yy Garden Chemicals. “How to Make 
More Profits on Garden Chemicals” 


HAND TOOL DIVISION, NEW HAVEN 9, CONN. is the theme of a 16-page sales bro- 
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LOOK FOR THIS 
AD IN... 


Farm Journal 
Progressive Farmer 
National Future Farmer 
The Timberman 
Southern Lumberman 
American Forests 
Journal of Forestry 
(and others) 


Here’s more advertising power to help you sell! 


oe 
Now another hard-hitting advertisement featuring 
the extra chain power of Remington saws, Your cus- 
tomers will read about the original Roller-Bearing 
nose that cuts friction . . . delivers up to 20% more 
usable horsepower—an unbeatable sales story for 
you! Product quality, advertising support and com- 
plete local service . .. Remington chain saws have all 
three. Mail the coupon for complete information and 

MORE CHAIN POWER IN 3-HP names of wholesalers near you! 

CLASS. New Silver “Logmaster” has 

Rolier-Bearing nose, direct drive, 18, 24” SEND FOR FREE CATALOG designed to be given to pros- 
pects, Includes specifications and recommended retail 


and 30” bar sizes. Engine weight 21 Ibs 
Retail price from $229.00* complete prices on the complete Remington line of chain saws. 





MORE CHAIN POWER IN 5-HP 
CLASS. New Golden “Logmaster” has 
Roller-Bearing nose, direct drive, 18”, 24” 
and 30” bar sizes. Engine weight 22 Ibs 
Retail price from $285.00* complete 


emungtoi 


® 
MALL TCOL COMPANY Malt 


Division of Remington Arms Company, Inc., Bridgeport, Conn. 

in Canada: Mail Tool, Ltd., 36 Queen Elizabeth Bivd., Toronto, Ontario 
*Specifications and recommended retail prices subject to change without notic« 
Canadian prices slightly higher 


' ALL TOOL ComPaANY SH-3 
Division of Remington Arms Company, Inc 
! Bridgeport 2, Connecticut 
| Please send names of my nearest chain-saw 
| wholesalers. 
| © Please send copies of FREE chain-saw cata- 
| log with prices. 
| Name 
| Store Name 
| Address 
| City Zone State 
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chure. It contains suggestions for in- 
creasing sales of spray materials and 
describes and illustrates the im- 


fe 
Save bi portant features of Hayes garden 
hose sprayers. Hayes Spray Gun Co., 
98 N. San Gabriel Blvd., Pasadena 8, 
Calif. 


Write in No. B54 on card, Pg. 75 
mble your OWn Excello Mowers. Catalog pages fea- 


S$ turing the 1958 Excello line of power 
a oC in ON mowers are available. The saune are 
in color and contain detailed specifi- 
cations and illustrations. Heineke & 
Co., Springfield, Il. 

Write in No. B55 on card, Pg. 75 


Bats and Golf Clubs. Nominal 
quantities of a full-color catalog 
which describes in detail the com- 
pany’s line of baseball, softball, and 
@ All-steel construction for heavy loads Little League bats are offered to 
dealers. Also available is a four-page 
catalog showing the company’s entire 
@ Shelf brackets adjustable at golf club line. All woods, irons, put- 

1-inch intervals ters, and auxiliary clubs are shown 
in their actual colors and are de- 
scribed briefly. Hillerich & Bradsby 
Co., Inc., 434 Finzer St., Louisville 2 
@ 34” wide x 72” long x 48” high Ky. 

Write in No, B56 on card, Pg. 75 


@ Includes base frame and double standards 


© 50 sq. ft. of sales space in 18 sq. ft. 
of floor space 


‘ @ Low initial cost...pays for itself many 

Pico Rivera, i j be j ss 
“Calif. st bigh pret tans self-service sales Sprayer and Duster Line. A Hud- 
son Sprayer and Duster Catalog (No. 


Self-service Gondolas sell more merchandise ...occupy far less 501) shows and describes completely 
the company’s line of hand- and 


floor space. Do your own assembly in just one hour...requires power operated sprayers and dusters, 
no special tools or skills. Unit comes complete with easy-to- and includes the Matador Power 
follow instructions —all you supply is shelving. Sprayer line with tank capacities 

y PPly 6 from 15 to 250 gallons. Types of 
sprayers include compression, knap- 


: sack, Hydra-Gun, Trombone, bucket 
Complete ately — - and barrel spray-pumps, wheelbar- 


Shure Sell G d I row, electric, hand- and power- 
renee mee on Oo a operated. Duster models include 
rotary, knapsack, traction, electric 


Includes 7 sturdy perforated board and hand types. Accessories and 


shelves with hardwood ends and service parts are included also. H. D. 
polished aluminum price strips Hudson Manufacturing Co., 589 East 
inois St., Chicago 11, Ill. 
Shelves automatically lock on brackets wie - a. Oar mente % 
..can be instantly removed. $122.50 
(5 or more, $114.00 ea.) 


F.O.B. Pico Rivera, Calif. 
Glass Bins Available . 


Price it...describe it...sell it...with eae oe mee Builds 
= Power Tool Volume 
REEVE ShureSel’ card hoiders (> }—— cen. 


strations, although some sales ac- 
tually have been made at the ex- 
hibits. Out-of-town prospects from 
points as far away as Jackson, 
in new Reeve catalog. $ Tennessee; Cotton Plant, Arkansas; 

and Holly Springs, Mississippi, 
have visited the Memphis store and 


FREE! STORE EQUIPMENT CATALOG bought after seeing the show ex- 


Every type of display item needed in the modern store — from hibits. ; ‘ 
pricing systems to complete display units—fully described and illustrated. The store also advertises its line 
Packed with invaluable information on display assembly and : : ; oo 
with direct mail literature. It has 


modern store engineering. Send for it today. 

an attractive, permanent floor dis- 

play of every model it stocks, as 

Maag COM PANY MANUFACTURERS and DISTRIBUTORS well as the full line of accessories. 

MAIN OFFICE and PLANT: 9249 East Bermudez St., Pico Rivera, Calif., OXford 2-3725 It also uses an occasional window 
display. 

REEVE products also available in: San Diego, Oakiand, San Francisco, Portland, Seattle, Phoenix, Barron advises dealers against 

San Antonio, Minneapolis 
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Reeve card holders are available in 
7 different styles for window, counter and 
display card use. Attractive bright chrome 
finish ...a size for every need. Full details 
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Weldwood Weldwood 
PRESTO-SET PLASTIC RESIN 
Ser . GLUE =, 
Ww, f 
ee Mole 
GWE oat ME thon the 


ay me ‘ 
“TES PLYWDOL tb 


These 4 Fast-Selling Glues Cover 95% of your Market 


Step up your turnover with the new 
Weldwood Counter Model Adhesive Center 


e cuts inventory, saves valuable shelf space. 


@ $25.06 profit on a $39.88 investment 
(retail value—$64.94). 





over 38% profit every turnover. 


color-keyed selector chart and 

clearly marked prices help 

your customers select the right glue. 
backed by national advertising to 
consumers and woodworking, construction, 
and boatbuilding trades. 





THIS SELF-MERCHANDISER FREE 
WITH YOUR INITIAL ORDER 


tit, 
W e i d woo d ‘ome PLYWOOD, HARSSOARD 


United States Plywood Corporation 
Dept. SH 3-58, 55 West 44th St., N. Y. 36, N. Y. 


Please rush me my Weldwood Adhesive Center 
complete with adhesive assortment 


(counter model 
SATINLAC : / at special price of $39.88. (Retail value—$64.94 


m . _ Store Name 
> Nie bet My Name 
Street Address 


Satiniac © — permanent Firzite © — resin-sealer, Flexible Wood-Trim © Jobber's Nome 
non-yellowing sealer and undercocter, and bose —o variety of real wood 
finish brings out the for colors-in-oil. Pre veneers in handy rolls 


notural beauty of all vents wild grain and for covering exposed 
woods. face checking. wood edges. 


SE ES SE SE SS SY ce ee eee el 


b 
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The Stee That Sell4... 


REPUBLIC 








Known brand acceptance means faster turnover—more profits for you. Republic 
Steel Fence has been made in the South and soid to Southern farmers for years. They 
ask for Republic because they know that there’s no question of quality. It’s engineered 
to do its job. Republic maintains quality control from the mining of Alabama ore to 
shipment to your store. 
~ Check the features that will make Republic the leader in your fence sales. 


oo 


—f 


Expertly designed tension curve 
in every line wire permits Repub- 
lic Fence to expand and contract 
with no danger of snapping from 
severe temperature changes. 
When erecting, the tension curve 
permits the proper amount of 
stretching to insure straight, tight 
fences, 


OTHER REPUBLIC 
PRODUCTS FOR 


AND HOMES 


FoR 
FARMYARD. 
FIELD AND 
HOME PIPING 


| 
‘ 
Ns 
& 


Flexible plastic pipe 
for wells, stock waterers, 
cooling, and irrigation. 





Firm wraps at every hinge joint 
enable Republic Fence to take 
brutal beating from livestock, fall- 
ing trees, or other objects—and 
still come back straight and strong. 


SOUTHERN FARMS 





BLUE RIDGE Galvanized Steel Roofing 
matches with any other V-crimp or 
standard channel type roofing. 


sk 
8) | 


Wire nails for 
every need. 


Galvanized barbed wire 
in all popular 
styles. 


) 
| 


Republic Southern Fence is made 
in Southern Mills from a special 
analysis open hearth steel. Before 
weaving, each wire is dipped in 
a bath of molten zinc, giving it a 
heavy coating to meet the rav- 
ages of farm service, abuse, and 
time. 


. woGNe 
precision i Singt 


Precision Wound * 
Automatic Baler Wire 
for high speed balers. 


All types and sizes 
of high-quality 
nuts and bolts. 
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1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Farm Products. 
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All wires in Republic Fence are tough 
and strong, yet flexible enough for 
easy splicing or wrapping at end or 


line posts. 
SOUTHERN PLANT— GADSDEN, ALABAMA 


GENERAL OFFICES — CLEVELAND 1, OHIO 
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BOLTS 


NUTS 


RIVETS 


SCREWS 


the RIGHT 
size supplier 


Large enough to fill all your requirements on any quantity of 
bolts, nuts, screws and rivets. 
Small enough so your needs aren't “lost in the shuffle”. 

At CLARK, every order is an important order... 
receives the personal attention and prompt handling it deserves. 
Write today for complete catalog on quality 

fasteners by CLARK—the right size supplier. 


don’t forget.. 


CLARK fasteners are treated with an ex- 
clusive rust-resistant protective coating 
that also protects your reputation. 


CLARK a 





BROS. BOLT CO. MILLDALE, CONN. 





pressuring the power tool owner 
into buying accessories. He reasons 
like this: “I never try to sell a 
customer what he can’t use in ac- 
cessories. He will buy the acces- 
sories in his own good time as he 
tackles various woodworking jobs 
that require the special accessor- 
ies.” 

Pierce & Barry Hardware Co. 
keeps three or four basic tools in 
stock and sells off the floor. It 
keeps floor demonstrators a year, 
then discounts and sells them. 

Besides the basic tool, the store 
stocks 1l-inch bandsaws, 18-inch 
jigsaws, paint sprayers, four-inch 
jointers, and six-inch belt sanders. 
It also carries hand power tools— 
brands accepted by carpenters. 

What about terms? 

A number of the more expensive 
tools are sold for cash, but gener- 
ally they are bought on a finance 
plan. The most expensive tool can 
be bought for 10 percent down and 
the balance up to two years. That 
means it’s actually as low as $30 
down and $3 a week. 

Power tool sales have a direct 
effect on other departments, also, 
especially on such items as glue, 
varnishes and hand tools 

Listen to that hum! 


4 


Plumbing Supplies 
..- $15,000 Annually 


(Continued from page 27) 


the customer can identify what he 
needs.” 

A counter peg board display in- 
cludes among other fittings tail- 
pieces, extension tubes, basket 
strainers, sink plugs, lavatory 
plugs, sink traps, and tubular traps. 
The store carries both galvanized 
and copper fittings which are con- 
tained in open bins on a table lo- 
cated near the display. Other open 
bins of galvanized fittings at the 
rear of the store have identifying 
labels of name and size so that a 
customer may serve himself. 

One particularly effective win- 
dow display was a large sink sur- 
rounded by the plumbing fittings 
that went into it. The various fit- 
tings each had identifying labels. 
The window is changed every 
month. 

A knowledge of plumbing re- 
pairs is highly important, Gritz be- 
lieves. Reading factory instruc- 
tions, talking to the “jackleg trade” 
as well as to qualified plumbers, 
consulting the plumbing manual, or 
calling a wholesaler to learn how 
an item is installed are helpful 
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ACCO 


for Better 
Values 


| PROOF COIL 


\- ey an ee ee Le 
—— — —— 


HIGH 
> . TEST 


| acco 
\ eee — 


HIGH TEST 


How COLOR-marked American Chain 
brightens your profit picture! 


American Chain is color-marked for instant Quick Identification *« You and your customers can see 


brand identification! instantly what grade the chain is, and that it is American 

American Chain ts eohenenaseed for ener Chain—the very best in chain quality and value. This 

a: ’ eliminates the possibility of confusion and error. It 

measurement: makes both selling and buying easier, faster, more sat- 
American Chain is color-marked for pro- isfactory all around. 

tection against error! Easy Measurement « It is a simple matter to measure 


That is the big new idea in chain selling that saves off any desired length of chain, in seconds, thanks to 
you time, insures accuracy in selling, pleases your these bright, durable color markers which appear ap- 
4 A ‘ proximately every five feet of the chain. 

customers and increases sales of American Chain. 
7 ie ked . Is of Full Protection * These color markers assure your cus- 
For now American Chain Ss Marae » at interva adit tomer that he is getting the right length and the right 
approximately five feet, with a distinctive, self-identi- grade of genuine ACCO-made chain he wants. Even a 
fying color band of stick-tight tape. These bands of _color-blind person can identify the chain from the 
tape each bear the brand name ACCO, also the grade _— easily-read color markings. 


of the chain (Proof Coil, BBB, High Test, Alloy). Order these color-marked, easily-identified American Chains 
from our authorized American Chain Distributor. He is pre- 


Tap es are in standard industry colors as follows: pared to give you the very finest, promptest chain service. 


GRE a N oe 6 8 for ACCO Proof Coil Write us at York, Pa., are: “Finger Tip Facts about Chain” 
RED............. for ACCO BBB American Chain Division 
BLUE....... for ACCO High Test essen aE 
ORANGE.......for ACCOAlloy —sieci“iosinrs nero Psp his 


Containers are marked with the same colors "indicates Warehouse Stocks *Portiand, Ore, *San Francisco 
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means whereby the dealer can be- 
come better informed. 

“The home-owner who is an 
amateur at making plumbing re- 
pairs may try a simple job first, 
like changing a sink trap that is 
in bad shape. If the dealer has on 
hand the particular item that the 
home-owner has been looking for, 
and if he can give the home-owner 
specific instructions in how to make 
the replacement satisfactorily, it 
will mean bigger future sales. 
Moreover, it will mean not only 
the sink trap he is replacing, but 
more ambitious jobs which he de- 
cides to tackle. This means more 
pipe and fittings. One repair usual- 
ly leads to another,” Gritz ex- 
plained. “‘The important thing is 
having the item when the customer 
wants it and instructing him prop- 
erly in how to use it.” 

A tool rental service is a must 
in building plumbing supplies vol- 
lume, according to Gritz. Since a 
plumbing replacement may be 
necessary only once in many 
years, the home-owner has no de- 
sire to purchase a plumbing tool. 
It is best to rent these items, free 
of charge with a purchase. Among 
its long list of plumbing tools, Di- 
vision Avenue Hardware includes 


a basin wrench, radiator spud 
wrench, regular spud wrench, 
street keys, and locknut wrench. 
A customer signs a slip upon re- 
ceiving the tool, promising to 
keep it only one day. Returns are 
made usually the same day. If a 
rental runs over three days, con- 
tact is made with the customer 
asking him to return the tool. No 
losses have ever been reported. 

It is very important for a dealer 
to know where to get an item. 
That is, he must know his whole- 
salers and their lines thoroughly 
if he wishes to establish a reputa- 
tion for complete stock and serv- 
ice, according to Gritz. For distrib- 
utors carry sizes made to fit cer- 
tain sinks, and if the dealer knows 
where to locate hard-to-find items, 
it will not only save a sale but 
make a permanent customer. “Fur- 
thermore, the customer will get the 
word around fast about how ac- 
commodating you were to travel 
20 miles across town to get an 
item he needed on a Saturday 
afternoon, and for a mere $2 sale,” 
Gritz added. 

Division Hardware also does pipe 
cutting and threading by hand, a 
service requiring a tool investment 
of approximately $100. 


Though Division Hardware ad- 
vertises other departments by 
newspaper and circulars, it has not 
given special promotion of any 
kind to plumbing supplies. 

“This department has been 
steadily gaining on its own, and is 
still climbing. Having the plumb- 
ing fitting that the home-owner 
wants when he wants it will bring 
the dealer al] the advertising he 
needs. Many hardware stores fail 
to carry the hard-to-find parts in 
stock, and that is where they miss 
quite a number of sales,” Gritz 
believes. 


+ 


Merchandising Hardware 
for Do-It-Yourself Trade 


(Continued from page 29) 


aisles, soft lighting, and a neat, 
inviting arrangement of merchan- 
dise. Customers are encouraged to 
browse around and serve them- 
selves; but well-informed, well- 
trained clerks are close by to help, 
if necessary. To make things all the 
more pleasant, wall speakers carry 
music to all parts of the store. 
Scrivener operates a lumber yard 
in connection with his hardware 





* 


By BOMMER 


Pioneers of the 
Spring Hinge Industry 


\ 
*\ Hi Style 
ve SPRING HINGES 


BLACK « BRASS 


he bright new 


FOIL<CARTRIDGE 


Louver door Spring Hinges in satin black and gleaming 
brass to match the contemporary style in modern hard- 
ware. Just the thing for dens, playrooms, home bars and 
between dining room and kitchen. 


See your wholesaler or write to 
a a 


en — 
(Also aveoilable in 
ever-ready double- 


acting hinges) 


BOMNMER 


SPRING HINGE CO INC 


EXECUTIVE OFFICE AMD PLANT LanDRum 5 C 
eee , 


SALES OFFICES © WAREHOUSES *BROOKLYN: 263 CLASSON AVE 
CHICAGO: 180 MN. WACKER ORIVE 
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PWS 


Take the nation’s modern caulking compound, 
add the most famous name in the field, put it 
in a bright new eye-catching package . . . and 
you have a sure seller in your store. CALBAR 
applies faster, won't harden or stain. Full line 
of colors and containers. 


Ask your jobber about CALBAR guns, too 
CALBAR PAINT & VARNISH CO. 


2612-26 N. Martha St., Phila. 25, Pa 


| Ga Over 38 years os the Nation's leading Caulk line 
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“Gamblers merchandising help 


makes it easy to attract customers’ 


» 
*S 


A MILLION DOLLAR STAFF of merchandising 
talent goes to work for you when you associate 
with Gambles. With their specialized know- 
ledge of products, markets, buying habits, these 
men enable Gambles dealers to offer top qual- 
ity merchandise with established buying appeal 
... and at competitive prices. 

Gambles emphasis on merchandising help for 
dealers also extends to efficient warehousing; 
“supermarket” 
ery right to your store) ; dynamic advertising; 


ordering (with pre-paid deliv- 


Says Stuart Scoft, 
West Branch, Mich. 


effective store planning . . . even proven ac- 
counting services! 

Does this program work? Reports from all 
areas tell of booming sales with more dollars 
left for net profit. 


TAKE THE FIRST STEP now toward 


a bright future as a Gambles dealer. Send 
for this free booklet 


outlining the most successful dealer-assist- 


Planned Success.” 


ance plan in the entire retailing industry 
No obligation, of course. Just write Dept 
58, Gamble-Skogmo, Ini 15 North 8th 
Street, Minneapolis 3, Minn 


DEALERS MAKE MORE MONEY 


* ¢ 
ALA 
ALAS 
e+e e+ eee 
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store. He feels that this combina- claims as his own.” him to build a key store in the 
tion is a natural for catering to do- Manufacturers, quick to take ad- shopping center.” 
it-yourselfers. Just as most hard- vantage of new trends, are promot- Akman advises visiting a repre- 
ware stores don’t carry lumber, ing the do-it-yourself cause by sentative number of hardware 
most lumber dealers don’t carry creating kits which enable home- stores in other shopping centers 
hardware; yet both are necessary owner or hobbyist to build a va- over the country as he did, talking 
to the man who wants to build riety of things. For instance, one to dealers, learning the potential 
something. aluminum company has put out a and problems — and he cautions 
“We were lucky to be able to window-screen kit, with aluminum against any hasty action. 
offer both, but if I were in the stripping, screen wire, screws, and Implementing self-service with 
hardware business only, I'd still do nuts — all necessary materials. as much pre-packaging as possible 
it this way,” he asserted. These kits vary as to amount of by dealer and manufacturer is ad- 
The new store’s grand opening skill required, but they often make vocated by Akman. It releases 
was promoted in newspaper ads confirmed do-it-yourselfers out of sales personnel to lend their ef- 
and by direct mail. As a special people who use them... and con- forts to selling big ticket items 
drawing card, two remote control firmed Scrivener’s customers, as such as outboard motors, power 
power mowers were given away. well. tools, water heaters, gas, and elec- 
Although the store had actually As Scrivener observed, the trend trical appliances. A dealer will 
been open and doing a profitable is here to stay. And he’s built his gain higher sales per customer and 
business for the preceding two do-it-yourself headquarters idea have a higher dollar volume when 
months, the official opening gave into a profitable year-’round busi- the salesmen can use their time 
business an extra push which ness. for more real selling, Akman 
hasn’t let up even yet. ° stressed. Pre-packaging furthers 
“We advertise quite a bit in the self-service, thus holding down 
newspapers, but we concentrate on the number of salesmen required. 
direct mail for most of our promo- Dealer Shares Ideas on Frank’s Hardware installed self- 
tion,” noted Scrivener. “We have Shopping Center Location service fixtures of the grocery 
an extensive list of customers and (Continued from page 31) store type. Of peg board and met- 
prospects set up on addressograph : al, they are easy to assemble and 
plates, and the machine can turn to merchandise aggressively with have adjustable shelves 
out a mighty quick mailing. Each reasonably competitive prices, a “No dealer can have a fixed lo- 
clerk in the store, moreover, is good credit program, varied in- cation for departments. Layout is 
allowed to send out a special mail- ventory, promotion, etc. In other determined by changing needs of 
ing once a month to customers he words, a satisfactory lease can free the public and seasonal needs as 





The Wrench DPDIANIALLOY 


That’s Been 


ad oh Ae wrenches 


industry... 

ed gf ote mi fe) ial 
Hardware 
Trade 


DIAMOND 


Are you selling the wrenches recognized in 

industry for dopendable reserve strength and 

long yep oe — Jaw faces square and — 
true, and ith-movi jaw, remain char- 

acteristics of f DIAMALLO WRENCHES, even 

after long, hard service. Write for catalog of 

fine industrial tools, giving your bene | reg 

name, to 


olP-Vivle). |= ie gele) Miz, Yorseshon (7, 


DULUTH: MINNESOTA TORONTO -CANADA 
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NOW ...we add another great name to the Hayes OK'd tag... 


GGEIGY acricutturat cuemicats 


Originators of DDT Insecticides + Division of Geigy Chemical Corporation 


APPROVES HAYES SPRAY GUNS 





Dear Mr. Hayes: 


I have been using your sprayer at my home a great deal. I have several fruit trees 
that I have sprayed; also my shrubbery. I think the Hayes Sprayer No. 12 is the 
Slickest thing I have ever used. It is so simple to operate that my son, who is 
only 12 years old, can handle it with ease. I would like to add here that all of 
our male office staff have been using your sprayer and think it is excellent. 
These people include Dr. George Ferguson, our Division President; Dr. C. C. 
Alexander, Head of our Research Department; Mr. Nick DeManczuk, Head of our 
Advertising Department; myself, and many others. Just recently I directed a 
memorandum to all of our field personnel to purchase a Hayes Sprayer if they did 
not already have one for their demonstration work and in this respect I am sure 
your sprayer will be shown in operation to thousands of people this season, 
including growers, dairymen, pest control operators, county agents, etc. We can't 
say enough good things about your Hayes Sprayer back here at Geigy Chemical Company. 


You may use the above remarks for a testimonial in your sales promotion program 
if you wish. Thank you again. 


Yours very truly, 


GEIGY AGRICULTURAL CHEMICALS 


Saul C. LeVasseur 


SS Manager 


These leading com- 
panies have proved 
by actual tests that 
the Hayes mixes, pro- 
portions and applies 
spray materials more 
efficiently than any 
other type of garden 
Sprayer on the market. 


s od 
Since 1934 


HAYES SPRAY GUN COMPANY, World's Largest Manufacturer of Garden Hose Sprayers - 98 N. San Gabriel Bivd., Pasadena 8, Calif. 
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well as available space. Each 
dealer must work out his own 
problem of layout with regard to 
the area he serves,” Akman ex- 
plained, pointing out that repeated 
department changes were included 
in the layout plans. 

He stressed the need in the 
hardware field for a good credit 
program. 

“Credit stabilizes a business. It 
brings customers back. And it in- 
creases the sale of big ticket 
items,” Akman said. His store has 
available 30-day, installment, and 
revolving budget accounts ($5 a 
month for a $30 purchase, $10 a 
month on $60, $15 a month on $90, 
etc.). A full-time bookkeeper is 


Zinc Ch Mayiilthic Plated Refills in charge of the credit department. 


“Buying is a phase requiring 


much attention. Buying and retail- 

fo r L A bet y oO be b 4] | t T r a | y 4 ing competitively should be han- 

dled with turnover given major 

Ye d i consideration. Here the wholesaler 

Seve fr. eeeerts is very important because through 

is oar SCREWS ; him turnover of merchandise can 

be controlled, with the wholesaler 

serving as a warehouse. We find 

it better to buy merchandise in 

smaller quantities as often as is 

comfortable, that is, a 30-day 
supply. 

“In buying, many dealers worry 
about that extra five percent. 
Dealers should be concerned pri- 
marily with moving quantities of 
merchandise in a short time. Turn- 
over is the key to profit. 

“To retail competitively and 
with success, he must know his 
a market, his competition, what his 
In Small, Convenient Quantities to customers want and what they are 
willing to pay for merchandise.” 


REFILL LAMSON BOLT TRAYS In an area not covered by metro- 


- olitan newspaper space, Frank’s 
Hex Nuts Thousands of hardware dealers are today selling cienibemee ete ye mail circu- 
their bolts, nuts and screws in the clean, handy oe rod . sa ; “w 
ars of its own original material 
and convenient way—by displaying them in ; ; ; . 
custom-made LAMSON BOLT TRAYS and and in conjunction with other 
DISPLAY STANDS. stores in the shopping center — 
Cap Screws This is “self-service” at its best—giving low distributing 10,000 to 18,000 in a 
selling cost and maximum profit. mailing once or twice a month. 
But the ultimate in convenience is the ease For example, one monthly cir- 
“wi — pop Se eats packaged cular put out by Frank’s Hardware 
ts w i . en hogy . 
scapeaains: Write for packaged quantities and prices, or advertised a big ticket item on 
call your Lamson Rewibuser and he'll send you page one with other pages devoted 
what you need. to smaller priced items. A big 


ticket item with a few sales will 
ASSORTMENTS  ‘ariage Bolts) Large Machine Bolts bring the volume, Akman pointed 
and SIZE RANGES "ai" tonne %*" 11" to” 16" out, that could not be aggregated 
for Lamson Bolt or, - . ..-- with many small priced items. 
Tray Replacement fag +, a” yoo “Time should be given to de- 
Stove Bolts Fast Ys" 5 36" tee" 222" a" te 4” tap veloping a good advertising pro- 
gram. We believe in allocating 
enough money, possibly a mini- 
mum of two percent of gross, to 
designing the kind of advertising 
program that increases traffic, 
keeps the store name before the 
public, and educates the public to 
the store’s policy of giving it good 


Carriage Bolts 
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PLUMB HAMMER SPECIALS 


FOR SPRING ano SUMMER 
Ly) ee od 1 O) ol 


$4.25 VALUE | the F16-S with 


@_JEASON SPECIAL NON-BREAKABLE FIBER-GLASS HANDLE 


\ 


7 PLUMB. ~ | 
Pe Bae) 2 so Hometheitt 5-5 


PECIAL 
EASON SPECIA SELECT HICKORY HANDLE 


Standard Quality PLUMB TOOLS at REDUCED-PRICES in 
New Attractive Color Combinations to Spark Sales 


These Plumb Nail Hammers have been specially selected, finished 
and priced to offer outstanding values to the vast market of craftsmen 
and home owners. 


You can offer these nationally advertised Plumb tools at special 
prices to compete with chain stores and other mass merchandisers 
and still get your full margin of profit. 


the F16-S NAIL HAMMER 


16 oz. Polished Head—Non-Breakable Green Fiber-Glass 
Handle with grey neoprene covered grip. 


REGULAR SPECIAL 
NUMBER PACKED RETAIL VALUE SALEPRICE YOUR COST YOUR PROFIT 


FI6-S 4tobox  %4.25 $3.75 $2.50 $1.25 
the Homethrift 145-S NAIL HAMMER 


16 oz. Lustre Black Head—Grey and Green Select 
Hickory Handle 


REGULAR SPECIAL 
NUMBER PACKED RETAILVALUE SALEPRICE YOUR COST YOUR PROFIT 


145-S 6tobox £2.60 $2.19 $1.46 $ .73 


Cash in on these Season Specials_Order Today! 


LIMITED OFFER SUBJECT TO WITHDRAWAL WITHOUT NOTICE 


FAYETTE R. PLUMB, INC. «+ Philadeiphia 37, Pa. 
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Mr. Dealer: 


GET IN THE 
WINNERS’ CIRCLE 


(RANCHEROS) 


YARDLEY 


There's an entry blank in 
every coil of Yardley pipe 


Fill out... mail in... 
nothing else to do! 


See opposite page for 
complete list of prizes 
and contest details 


MAIL COUPON TODAY FOR 
THE NAME OF YOUR YARDLEY 
PIPE DISTRIBUTOR 


Yardley Plastics Co. 
142 Parsons Ave., Columbus 15, Ohio 


Send me further information on the Plastic Pipe Contests and the name of my 
Yardley pipe distributor 


Name 

Company___ 

Address 

City —— es ———— 





nti caihieell ih ins tees eas Gn ans ae One em Ge Gs te an 





values for its dollar. Advertising 
should be consistent and continu- 
ous, 

“Our promotion program at 
present is aimed at building traf- 
fic. We may be running over the 
accepted two percent but consider 
a strong advertising program es- 
sential to a new store during its 
first year in an area still in the 
growing stage. If a dealer is to 
pull traffic and build customers, 
he has to put money into adver- 
tising. 

“Membership in a strong deal- 
ers’ association can be an import- 
ant factor in helping build a 
stronger store. Cooperative pro- 
motion involving parades, fashion 
shows, entertainments, seasonal 
events, and a wide-awake shop- 
ping center newspaper can be of 
tremendous advantage in helping 
a store grow.” 

Akman also advised, “Plan the 
advertising budget to cover a 12 
months’ period to insure effective 
results at the year’s end as well as 
at its beginning.” 


° 


Browsing Multiplies 
Toy Volume 


(Continued from page 32) 


“We encourage browsing,” Golli- 
har stressed, “and don’t bother a 
customer who is shopping the toy 
displays, but wait until our help 
is requested.” 

As a consequence of open toy 
displays within reach of customers, 
seven out of 10 toy sales are made 
without the aid of salesmen. Cus- 
tomers simply browse until they 
find what they want, take it to the 
check-out counter, and either pay 
for it or arrange to have it laid 
aside until payment is made. 

Tags in the toy department stress 
the convenience of buying toys for 
a small down-payment and a little 
each week. Toys thus sold go to 
lay-away on the mezzanine floor. 
This method of payment largely 
eliminates the demand for credit 
on toy purchases, Gollihar pointed 
out. 

“We push this buying method 
strongly,” he said, “because it ap- 
peals particularly to youngsters 
who buy their own toys and to 
mothers who maintain a household 
budget.” 

Center Hardware is a member of 
an association of merchants operat- 
ing in the Portairs Shopping Cen- 
ter. As such, it advertises at least 
once a week on a page devoted to 
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SWAN || |! PLASTIC PIPE CONTESTS 
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“It’s easy! 
Just 
NAME 
ME!” 


“NAME ME. 


and you may 


win a 1958 Ford Ranchero pick- 
FOUR 1958 FORD RANCHEROS 


up truck! Or any of the exciting 


prizes shown below 


'), 


100 ADDITIONAL HIGH-QUALITY PRIZES 








WHO'S ELIGIBLE: 

Anyone in the United States who buys pipe 
of ALATHON® 25 polyethylene resin from job- 
bers or distributors and sells to users. This 
includes retailers, plumbers, well drillers, etc. 


HERE’S ALL YOU DO: 

1. Detach official entry blank on your current 
shipment of pipe made of ALATHON 25 manu- 
factured by Anesite Company, Crescent Plas- 
tics, Inc., Franklin Plastics, Inc., Plastic Pipe 
& Tube Div., Plastic Process Company, Re- 
public Steel Corporation and Yardley Plastics 
Company. (If you are not stocking pipe of 
Du Pont ALATHON 25, ask your jobber or con- 
tact any of the manufacturers mentioned to 
learn how to get in on these exciting contests! 
2. Choose a name for the pipe character. 

3. Fill out and mail the self-addressed entry 
card. Entries must be postmarked by mid- 
night of closing date of each contest. (Starting 
and closing dates of each contest are listed 
under prizes. 


HOW THE CONTEST WORKS: property of E. I. « 

Enter as often as you wish. Submit one & Co. (Inc.), to be 

name only on each official entry card WINNERS WILL be no 
All entries must be submitted in your ~a possibie after es —— 

own name, but that doesn’t mean you os 

can’t get some help in thinking of ‘the testant requesting same and enclosing a 

names. Why not make this a family 


game? Ask the wife and kids to join you Each region will have 
of the five contests Prizes and 


After the 


st of winners will b nt to any con- 


stamped, self-addressed envelope. 
»> ive winners in 


in suggesting names. You'l!) be surprised each 
at how many names you can think of in closing dates ywn below 
only a few minutes. You don't have to fifth contest, all winning entries 
limit the name to one word, either; use each region j 
prizes, and a Ford Ranct 
for 


will be 
two or even three 
ero will be awarded 
Prizes will be awarded for the best the best entry in eact 
names received from each region shown of the four regions 
below on map. Judging will be by an in 
dependent organization, on the basis of 
originality and aptness of thought. If 
more than one person submits the win- 


Contests are sub 
ject to fede ral, 
state and local 


regulations. 


ning name, duplicate prizes will be 
awarded. Decision of the judges will be 
final. No entries will be returned. Al! 
entries and ideas therein become the 








are prizes and contest dates: 
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20 rransistor 


2 WESTINGHOUSE 
CALENDAR 
CLOCK-RADIOS 
Contest No. | starts March 1, 
ends midnight, March 31 


POCKET RADIOS 
Contest No. 5 starts June 16, 
ends midnight, July 31 


2 WARING 
BLENDORS 
Contest No. 2 starts April 1, 

ends midnight, April 20 


20 KODAK MOTION 2 LEEDS NESTED 
PICTURE CAMERAS LUGGAGE SETS 
Contest No. 3 starts April 21, Contest No. 4 starts May 12 
ends midnight, May 1! ends midnight, June 
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ONE FORD RANCHERO WILL BE AWARDED 
IN EACH REGION SHOWN ON MAP 
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Better Things for Better Living through Chemistry 
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and reel in more profits! 


Old Pal Fishing Equipment, long the 
favorite of fishermen, is now more pop- 
ular than ever. 

Old Pal’s new, two-color design adds 
new sales appeal that’s sure to attract 
more customers .. . sure to mean 
greater profits for you. 

Old Pal equipment is engineered for 
convenient use and years of service. 

Old Pal’s new items create new inter- 
est. You'll capture an even greater 
share of the fiching equipment market 
with the all-new a exciting items 
now added to the Old Pal line. 


New! 
Wade-R-Floater 
No. 1464. Designed to give 


fishermen a wider range of 
uses than heretofore pos- 
sible. Floating (plastic ring). 
Galvanized; 
round, 66” adjustable shoul- 
der strap. 4-qt. capacity. 


one-piece; 


Elevator Bucket 
No. 20G 1OEL. Special ele- 


vator device permits lifting 
minnows or any hard-to- 
handle live bait to top of 
bucket without getting hands 
wet. One-piece; removable 
lid, 10-qt. capacity. Also float- 
ing model (No, 24G10EL). 


New! 
=—— Plastic Spin Kit 
s No. 370. Exclusive design 


permits fast, easy selection 
of lures. Two clear plastic hinged lids open from 
either side. Piano type hinges prevent breakage. 
Colored plastic body has 16 compartments, 
Firmly anchored belt loop. 9'4” x 4” x 2", 


New! Motor Guard Chains 


Swivel snaps and oversize rings 
at both ends permit easy fas- 
tening. Vinyl coated to prevent 
marring, or cadmium plated 
to resist rust. 


New ! Fish Stringers 

Center swivel permits rotary action. Strong, 
cadmium plated chain resists rust. 9 or 12 spring 
steel safety hooks. 

For profitable business, sell the complete line of 
OLD PAL Metal and Air Feeder Minnow 
Buckets, Bait Boxes, Worm Cans, Minnow Trap, 
Plastic Lure Boxes. 

Write for free, illustrated catalog. 


OLD PAL, INC., Subsidiary of 


Animal Trap Company of America 


these merchants. An occasional toy 
feature in this space invariably 
boosts toy sales, Gollihar said, re- 
gardless of the time of the year it 
may appear. 

“Obviously,” he stressed, “we 
govern the amount of money spent 
on the toy department by the sea- 
son. Although it pays to advertise 
toys modestly, even in summer, it 
is possible to go overboard and 
spend all the potential profit 
through advertising. Advertising 
not only sells toys throughout the 
year, it helps to establish our store 
in the minds of customers as the 
logical place to buy Christmas toys. 
Off - season merchandising has 
boosted our Christmas toy business 
materially.” 


* 


Tri-State Convention 


(Continued from page 34) 
when we can’t raise prices any 
more and the public will say, 
‘Whoa!’ I say here what I say in 
my own plant, it’s time to watch 
operating costs because they are 
getting out of line.” 

On salesmanship, Shiner said: 
“What we need is automation in 
selling, but how do you get it?” 

There should be more responsi- 
bility to the retailer on behalf of 
the manufacturer, he added, say- 
ing, “manufacturers should become 
more interested in helps for the re- 
tailer, and I mean genuine help.” 

H. C. (Chuck) France, farm 
equipment dealer of Tiffin, Ohio 
and first vice-president of NRFEA, 
pleaded with his audience to work 
together for the benefit of the 
“dealers who are not here. 

“Making better dealers and com- 
petitors of those who aren’t here is 
the major problem we face today. 
As I see it, our other problems are 
merely parts of this major one.” 

The other parts of the problem 
he enumerated as: 

“First, I think we need a better 
spirit of understanding and coop- 
eration between dealers and their 
manufacturers and other suppliers. 

‘Next, we should promote better 
understanding on the part of farm- 
ers who buy the equipment we sell. 
In this connection, we should con- 
stantly sell the importance of the 
legitimate farm equipment dealer 
and his contribution to the welfare 
of the farmer and his community. 

“Third, we must prove to our 
buyers that the selling prices of 
our products and services are fair 
—especially in comparison to the 
prices he pays for the other prod- 


“Fourth, we must be vigilant 
about legislation which directly af- 
fects the operation of our busi- 
nesses. 

“Fifth, and finally, as the prob- 
lems of our businesses multiply we 
must realize that there is an in- 
creased need for ‘working togeth- 
er’ to develop better management 
tools which we can individually 
and profitably use. 

“Stating the problems was a 
simple matter. Finding the solu- 
tions is far from simple.” 

Other speakers were Dwayne W. 
Laws, director of industry activities 
for NRHA; Tony Whan, sales con- 
sultant from Los Angeles and Dr. 
Harry P. Stagg, executive secre- 
tary of the Baptist Convention of 
New Mexico, Albuquerque. 

On Sunday morning, before the 
convention exhibits opened, mem- 
bers of the PHIT club gathered for 
their annual breakfast meeting and 
election of officers, with these re- 
sults: 

President, W. M. Gray, Minne- 
apolis-Moline, Amarillo; vice-pres- 
ident, Gordon Shankle, Amarillo 
Hardware, Childress, Texas; secre- 
tary-treasurer, Me] Phipps, Mor- 
row-Thomas Hardware, Amarillo. 

Two directors re-elected are 
Ralph Chaney, Morrow-Thomas 
Hardware, Plainview, Texas and 
Roy Jeoffroy, Jeoffroy Manufac- 
turing Co., Amarillo. New directors 
are Roy Dwyer, John Deere Plow 
Co., Plainview; Thomas M. Cash, 
Service and Supply Co., Vega, 
Texas; S. B. De Bawn, Internation- 
al Harvester and John Holloway, 
Stowe Hardware and Supply, both 
of Amarillo. 


+ 





CONVENTION DATES 





Florida Retail Hardware Association— 
Georgia Retail Hardware Association 
—Joint convention and exhibit at 
Roosevelt Hotel, Jacksonville, Fla., 
March 16-18, 1958. W. W. Howell, 
Executive Manager, P. O. Drawer 
1000, Waycross, Ga. 


Southern Wholesale Hardware Associ- 
ation and American Hardware Manu- 
facturers Association—Joint conven- 
tion, New Orleans, La., April 13-17. 
Headquarters, Roosevelt Hotel, T. W. 
McAllister, P. O. Box 216, Winder- 
mere, Fla., Managing Director, 
SWHA. A. L. Faubel, 342 Madison 
Ave., New York 17, N. Y., Secretary, 
AHMA. 





Lititz, Pa. + Pascagoula, Miss. « Niagara Falls, Canada. | ucts and services he buys. 
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DEALER SALES AIDS 


Watering Accessories 


A new counter rack designed to 
display Green Spot carded merchan- 
dise has been added to the assortment 
of dealer helps offered by the Scovill 
Manufacturing Co., Waterbury, Conn., 
makers of Green Spot lawn sprinklers 
and watering accessories 





The rack is 16% x 11% inches and 
stands 22% inches high. It comes with 
a basic assortment of 15 items—two 
different sprinklers, fan sprays, noz- 
zles, washers, and a variety of hose 
repair items. For more information— 

Write in No. W1 on card, Pg. 75 


Reel and Rod Offer 


Fishing tackle dealers may obtain 
a brand new Ocean City #377 “Flip- 
line” closed-face spinning reel for 
their personal use by taking advan- 
tage of a sales aid offered by Ameri- 
can Tackle and Equipment Co., A and 
Somerset Sts., Philadelphia 34, Pa. 

At a special price of $5.50, the com- 
pany will provide the dealer with a 
#377 reel spooled with 125 yds. of 
six lb, test monofilament line, a “4 


oz. white practice casting plug with 
swivel attached (total retail value 
$15.30), plus a_ specially-designed 
American Tackle “Flippie” rod (retail 
value $3.50) absolutely free of charge. 
For more information 

Write in No. W2 on card, Pg. 75 


Chain Saw Kit 


Borg-Warner’s Atkins Saw Division, 
Indianapolis 9, Ind., is offering saw 
chain dealers the “Profit Pak” mer- 
chandising kit. The material comes 
in an attractive pocket folder, and 
contents include newspaper ad mats, 
radio and TV spot announcements, 
publicity releases, sales letters, and 
point-of-sale wall banners and de- 
cals. 

In addition, the “Profit Pak” con- 
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For more information on these sales 


aids use the free post card on page 75 


tains a new 20-page saw service man 
ual and trouble-shooting guide, The 
colorful, fully illustrated manual de- 
scribes proper saw chain maintenance, 
gives complete sharpening instruc- 
tions, and tells how to correct troubles 
encountered most often in chain saw 
operation. The booklet will be a val- 
uable guide in the dealer’s shop work 
and is suggested as a good will gift 
to customers. For more information 
Write in No. W3 on card, Pg. 75 


Waste Basket Tree 


A Waste Basket Tree display unit 
is introduced by Columbus Plastic 
Products, Inc., 1625 West Mound St., 
Columbus 23, Ohio. The compact steel 
unit is designed to display eight pop- 
ular styles of Lustro-Ware polyethy- 
lene waste baskets—sizes, shapes, and 
colors for bedroom, bath, and kitchen 

in less than 3 x 3 feet of floor space 


The display unit (BT-8) is supplied 
free with the following assortment of 
46 Lustro-Ware waste baskets — a 
$99.82 retail value—all labeled and 
prepriced for self-service sales: 12 
round 9 qt. decorated baskets, retail 
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$1.29; 6 modern oval footed baskets, 
retail $1.49; 6 round 15 qt. baskets, 
retail $1.98; 4 round 24 qt. baskets, 
retail $2.98; 4 round 34 qt. baskets, 
retail $3.95; 6 oval 11 qt. footed bas- 
kets, retail $1.98; 4 oblong 18 qt. foot- 
ed basketweave baskets, retail $2.49; 
and 4 rectangular 30 qt. footed 
baskets, retail $3.49. 

Merchandise, display unit, and big, 
colorful Lustro-Ware sign are packed 
for easy handling, sets up in a jiffy. 

Other styles and sizes of waste 
baskets are also available, along with 
a complete line of over 200 Lustro- 
Ware plastic housewares. For more 
information— 

Write in No, W4 on card, Pg. 75 


Spinning Reel Pack 


A colorful counter display pack de- 
signed to promote sales is offered to 
retailers by Bronson Reel Co., Bron- 
son, Mich. The display is available at 
no extra cost—in fact, the complete 
sales pack comes at a 10 percent dis- 
count from the regular price of the 
reels alone. 


Spaming Ree! Display Kit (Mo. 26 


Bronson display pack (number 28) 
features three spinning reels: the 
Spin-King model number 700; the 
Bronson Mate model number 900; and 
the newest addition to the family, 
Bronson Pilot number 925 which has 
a retail price of $12.95. The complete 
pack has a retail value of $49.85 and is 
available to dealers at the special 
price of $26.92. For more informa- 
tion— 

Write in No. W5 on card, Pg. 75 


Spray Gun Rack 


A new point-of-sale merchandising 
unit is being offered to dealers by the 
Hayes Spray Gun Co., 98 No. San 
Gabriel, Pasadena, Calif, The “Silent 
Salesman” metal display rack is de- 
signed to facilitate the display of 
Hayes guns, providing ample space 
for an organized showing of the prod- 
ucts, along with sales literature and 
informative tags covering the specific 
uses and features of each individual 
sprayer. 

The size of the display rack is 24” 
x 36” with capacity for eight spray- 
ers. The frame is of heavy wrought 
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iron with welded wire screen and 
black “Parkerized” finish (will not 
corrode). Special clips welded on 
screen hold sprayers in place. 

The displays are shipped to deal- 
ers complete and ready to set up by 
sliding the frame into the slotted legs 
and snapping the guns into the clips. 
The display is available on a self- 
liquidating basis. For more informa- 
tion— 

Write in No. W6 on card, Pg. 75 


Newspaper Ad Support 


A plan providing free newspaper 
ad support is offered dealers by Sey- 
mour Smith & Son, Inc., Oakville, 
Conn., in connection with its line of 
garden tools. 

The program is being operated 
through Smith distributors and will 
provide for local newspaper adver- 
tising in major trading areas through- 
out the country. Names and addresses 
of dealers who qualify will be car- 
ried in the ads and Seymour Smith 
will pay the full amount of the space, 
including the dealer listings. 

To qualify, the dealer is to pur- 
chase, through a Smith distributor, a 
minimum quantity of the three items 
featured in the ad. This will entitle 





Seymour Smit <SuapG@t™ 


GARDEN TOOLS Moke Gordening More Fun 
eS or 
tL £ 











him to a listing in each of two local 
newspaper ads to appear during the 
peak of the spring consumer buying 
period. For more information— 
Write in No. W7 on card, Pg. 75 


Lock Merchandiser 


A display stand for Dexter locks is 
made available to dealers by Dexter 
Lock Division, Dexter Industries, Inc., 
Grand Rapids, Mich. The three legs 
of the stand are of solid steel to pro- 
vide durability and steadiness, and 
they have non-marking rubber tips. 


The sign, painted in goldenrod and 
black, is three-sided giving full vis- 
ibility from any position in the store. 
A compartment in this portion of the 
display provides room for storing 
Dexter literature. Large - capacity 
shelves hold as many as 15 Dexter 
lock displays. The %” thick shelves 
have a washable gray and white 
speckled finish. 

The stand is a permanent store fix- 
ture and occupies 5% square feet of 
floor space. The bottom shelf is 18 
inches from the floor. For more in- 
formation— 

Write in No. W8 on card, Pg. 75 





PRINTED HELPS 
and other sales aids for 1958 





Amerock Corp., Rockford, Ill., of- 
fers colored envelope stuffers illus- 
trating the full line of cabinet hard- 
ware for consumers. The folder in- 
cludes the full line of pulls, knobs, 
hinges, catches, and window sash 
locks and lifts. Space is provided for 
imprinting. For more information— 

Write in No. W9 on card, Pg. 75 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, Mo., has 
available the Merchandiser Display 
Rack which holds eight of the com- 
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Here's the best PEPPER? UFR? of hose profits 


LIGHT, DURABLE TRIPLE TUBE SPRINKLER 

NON-REINFORCED HOSE 
Supplex looks like the quality it is! That’s the way 
we make it. Handsome profit margins, of course! 
National advertising and in-store promotional dis- 


plays keep it moving fast. 


And you can help sales hum with your own local 
Supplex advertising, paid for by the free Ad-Dollars 
in Supplex cartons. Buy Supplex and sell quality. 








RETAIL $3.98 and up—Superior, 
RETAIL $2.24 and up—Leaders in NYLON TIRE-CORD REINFORCED HOSE triple tube construction. Outsells 
moderate-priced field, also give all other sprinklers, Packed on 

ou generous profit margins. amazing new reel... makes all 
Fully guaranteed. ; other flexibie sprinklers obsolete! 


SUPPLEX COMPANY 
Garwood, N. J. 


Division of Amerace Corp. 


Note tough, knitted ply of Ger 
nylon tire cord embedded in 


RETAIL $3.98 and up — Won't burst even this all-viny! hose. An out- 
if left for days in hot sun under full water standing sales feature your 
pressure. Guaranteed 10 years. customers can see. 
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pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 
Write in No. W10 on card, Pg. 75 


Rubbermaid, Inc., Wooster, Ohio, is 
sponsoring a giveaway type promo- 
tion which enables retailers to give 
customers the combined gift of a De- 
luxe Plate Scraper and a Deluxe 
Bottle & Jar Scraper—a regular 68c 
value—with the purchase of either of 
two popular size Rubbermaid Drainer 
Trays. The promotion is being backed 
up by a complete promotional kit for 
each one-dozen order, Each kit in- 
cludes 12 sets of the scrapers, bagged 
and banded for retail display; a four- 
color wall or window banner for store 
announcement of the offer; proofs of 
free advertising mats; an easel dis- 
play card to be used with the Trays; 
samples of a free consumer statement 
stuffer on the offer; and a letter of 
instructions as to how to get maxi- 
mum sales. For more information— 

Write in No. W11 on card, Pg. 75 


The Garcia Corp., 268 Fourth Ave., 
New York 10, N. Y., offers dealers a 
wide assortment of sales aids, includ- 
ing a retailer consultant service and 
assistance from fishing experts who 


set up in-store demonstrations and 
lectures. A library of 16mm _ sound- 
color films covering various fishing 
subjects are lent free to dealers, clubs, 
schools, and other organizations upon 
dealers’ requests to Garcia represent- 
atives. Merchandising aids include 
the Mitchell Counter Card, die-cut 
for holding a Mitchell ree] and one 
spool of Platyl; display stand for 
Mitchell reels; an Abu Reflex trans- 
parent window streamer; an in-store 
streamer illustrating Six Steps to 
Successful Spin Casting; large and 
small size streamers featuring Mitch- 
ell reels; instruction manuals for all 
reels, with complete parts. dia- 
grams; and others. Available to deal- 
ers free in limited quantities is the 
1958 Garcia Fishing Tackle Annual 
which sells to customers for 25¢. The 
Annual consists of 84 pages illus- 
trated in full color and is filled with 
articles, tips, and stories written by 
top writers. For more information— 
Write in No. W12 on card, Pg. 75 


Jackson Manufacturing Co., Harris- 
burg, Pa., has available the follow- 
ing sales aids: 3-fold color circular 
on home and garden equipment line; 
842” x 11” page printed in two colors, 
both sides, describing wheelbarrows, 
lawn rollers, garden carts, and lawn 
spreaders; 2-column newspaper mats 
featuring Lawn Sprayer and/or 2-in-1 
Spreader-Cart; single-column news- 


paper mats illustrating any one of 
the garden equipment line. For more 
information— 

Write in No. W13 on card, Pg. 75 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufactur- 
ers of building products, offers a wide 
selection of envelope stuffers, window 
display material, counter displays, 
and special store displays in numer- 
ous sizes, colors, and materials. These 
include a 6-tier wire rack display for 
asbestos siding, rigid model boards, 
etc.; a two-piece metal entrance door- 
way sign; and a truck sign. Also in- 
cluded are a number of colorful 
counter displays. For more informa- 
tion— 

Write in No. W14 on card, Pg. 75 


Gale Products, Dept. 517 A, Gales- 
burg, Ill., makes available to Bucca- 
neer dealers a complete line of mer- 
chandising aids. Included are dealer 
signs, display pieces, point of sale aids 
and a complete stock of literature on 
its eight 1958 model Buccaneer mo- 
tors. For more information— 

Write in No. W15 on card, Pg. 75 


* 


Propulsion Engine Corp., 311 Mari- 
on Ave., South Milwaukee, Wis., of- 
fers several helpful ways for the 
dealer to cover its Mow-Master pow- 
er mower line. Display material con- 
sists of a jumbo size product identi- 














MIGOSH! THEY'RE 
REAL SHEEP! 














‘LL SOON FIX THAT WITH 
BETHLEHEM FENCE! 











Ask your 
jobber for 
these 
Bethlehem Steel 


a 
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NAILS AND STAPLES 


STEEL FENCE POSTS 


BARBED WIRE 
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fication tag to hang on mower handle. 
A window display banner, 2-color, 
17” x 30” features Mow-Master rotary 
mowers, and is designed for display 
window or wall use. Ad mats featur- 
ing Mow-Master rotary and new rid- 
ing rotary are available in one-, two- 
and three-column sizes. For more in- 
formation— 
Write in No. W16 on card, Pg. 75 


Zebco Co., P. O. Box 270, Tulsa 1, 
Okla., offers to dealers a folder con- 
taining counter display cards, window 
streamers, envelope stuffers and good 
stix showing Zebco’s Feathertouch 
Control and also Zebco’s new Model 
Scottee 66 reel. For more informa- 
tion— 

Write in No. W17 on card, Pg. 75 


Heineke & Co., Springfield, Ill., of- 
fers Excello mower dealers a special 
demonstration package featuring the 
Model 271, 21” rotary with “Excello- 
matic” start-run-stop fingertip con- 
trol. With each single purchase of any 
assortment of six power mowers by a 
dealer, the company will ship, freight 
prepaid, one Model 271 at a special 
low price, with a kit of sales aids, 
free of charge, consisting of the fol- 
lowing: display stand; handle feature 
card; window banner; door banner; 
lawn care brochure; power mower 
trade-in “Blue Book;” leaf mulcher 
kit; envelope folders; window “Au- 


thorized Dealer” decal; full line giant 
wall banner; master repair parts 
charts; order blank for dealers to re- 
quest additional quantities, free of 
charge, of these sales aids, plus news- 
paper mats, radio and television spots 
For more information— 
Write in No. W18 on card, Pg. 75 


Crescent Tool Co., Jamestown, N. 
Y., has available displays for all the 
better selling items in its complete 
line of wrenches, pliers, screwdrivers, 
hacksaws, tinner’s snips, special line- 
man’s tools, etc. The displays, 22 in 
all, can be mounted in units of one, 
two, four, six, 12 and 16 panels, Vari- 
ous fixtures are offered by the com- 
pany at a small cost. No charge is 
made for the display panels, they are 
billed at the cost of the tools on them. 
Stands to mount four, six, 12, and 16 
panels are available at low cost 
Crescent also has display cards avail- 
able at no cost. For more informa- 
tion— 

Write in No. W19 on card, Pg. 75 


Foley Manufacturing Co., 3300 5th 
St., N.E., Minneapolis 18, Minn., con- 
tinues its 14-day trial offer on 20” 
and 23” deluxe Foley mowers, as a 
promotional aid to dealers. A cus- 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may re- 
turn the mower and get his money 
back. The dealer has nothing to lose 
as the company states that it will re- 


place the used mower whenever re- 
quested. A window streamer and ad 
vertising mats also are available. In 
its advertising program, a two-col- 
umn six-inch mat will be run free in 
any dealer’s local paper if that dealer 
will purchase three deluxe model 
mowers (excluding Tartan models) 
In metropolitan areas the dealers will 
be listed, free, on a big dealer listing 
ad. Under the co-op ad plan, after the 
first ad is run free, the company will 
then cooperate on a 50-50 basis with 
dealers on their future Foley mower 
newspaper advertising when using it: 
standard ad mats. For more informa- 
tlon— 
Write in No. W20 on card, Pg. 75 


Lamson & Sessions Co., 5000 Tiede- 
man Rd., Cleveland 9, Ohio, makes 
available to dealers a colorful flexible 
bolt display, the stand of which is 
54” high, 24” wide, and 24” deep. Dis- 
play trays are 14” deep, 23” wide, 
and 9” high, and provide an eye- 
catching setting for the company’s 
“Brite Plated” bolts, nuts, and screws. 
For more information— 

Write in No. W21 on card, Pg. 75 


The Weber Lifelike Fly Co., Stev- 
ens Point, Wis., offers a variety of 
permanent metal displays for flies, 
loose hooks, treble hooks, snap-swiv- 
els, Redi-Pak nylon packages and oth- 
er tackle items. The new No. RR74 
revolving rack displays 72 hinge-cover 
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AUTOMATIC 
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” ads like this, appearing 
regularly in regional farm papers 
are catching the attention of your 


prospects. 





OF COURSE! 


And we have a good name, too! 


Swuthwestout 


POLYETHYLENE 
PLASTIC PIPE 


now comes to you with a permanently 
impressed brand not only on NSF pipe 
but on our ‘‘Thrift-Line’’ too! Wherever 
SOUTHWESTERN POLYETHYLENE 
is used it can be quickly and positively 
identified because SOUTHWESTERN'S 


name won't rub off. 


Tested and proven in thousands of appli- 
cations, SOUTHWESTERN 'S POLYE- 
THYLENE PLASTIC PIPE merits your 


confidence when it is sold to your trade. 


SEND THE COUPON TODAY 
FOR ADDITIONAL INFORMATION 


Mail Today! 


Gentlemen 
Please send me additional information 
Please have APPLICATION ENGINEER call 








id OB | OR od | od 0 OOP 


P.O. Box 117 * Mineral Wells, Texas 
Phone FA 55-3344 


For more information use Handy Return Card, Page 75 





plastic boxes of ringed hooks. Nos. 
RR144 and RR146 are also revolving 
racks; each holds one gross of hinge- 
cover plastic boxes and is designed 
to display flies and snap-swivels as 
well as loose hooks. Half-size sta- 
tionary units of the latter, Nos. R72 
and R73, display half the quantities 
of tackle items. Combination assort- 
ments of flies, loose hooks, and snap- 
swivels may be displayed on most of 
these racks. One-, two-, and three- 
tier revolving racks for Weber dis- 
play panels continue to be offered. 
No. RR12, another revolving metal 
display, holds one gross of Redi-Pak 
nylon coils. A number of other dis- 
play boards, boxes, and other pack- 
ages are available for 1958. For more 
information— 
Write in No. W22 on card, Pg. 75 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., manufacturers of wire 
goods, wire specialties and hardware 
construction sets for the do-it-your- 
self trade, has available for dealers 
envelope stuffers on Saw Horse 
Brackets and various construction 
sets, which may be obtained in mod- 
erate quantities without charge upon 
request. A Silent Salesman Wire Dis- 
play Rack is available without charge 
in a choice of two balanced assort- 
ments of four construction sets. 
Counter models for three styles of 
Saw Horse Brackets and one style of 
Folding Leg Brackets are available 
without charge under certain condi- 
tions through wholesalers. For more 
information— 

Write in No, W23 on card, Pg. 75 


Columbian Rope Co., Auburn, N. Y.., 
has available for dealers two new 
rope merchandisers, available through 
wholesalers. The Columbian Rope 
Merchandiser No. 57 holds six full 
reels or six full cartons of rope, two 
of which may be the 100 size; will 
hold either cartons or reels or any 
combination of both, From the posi- 
tion of the units on the merchandiser, 
rope is fed through guides to a meas- 
uring device and a cutter for rapid 
selling. The “Pick-Me-Up” Rope Coil 
Merchandiser holds individually 
wrapped 50 ft. and 100 ft. coils of 
%4”, %”, and %” dia. Manila rope. 
The unit is furnished at no cost with 
an initial order of approximately 100 
lbs. of rope which stocks it. All metal 
and mounted on casters, its dimensions 
are 22” x 22” x 45%” and requires 
less than 4 sq. ft. of floor space; per- 
mits complete self-service. Also avail- 
able for dealers is a standard assort- 
ment of window display material in- 
cluding ship cutouts, samples of Ma- 
nila and sisal fibre, folders and 
pamphlets, and a colorful dealer sign. 
Various counter display cartons of 
jute twines, Mason’s line, and Christ- 
mas twine are also available. For 
more information— 

Write in No. W24 on card, Pg. 75 


Langley Corp., 310 Euclid Ave., San 
Diego 14, Calif., is offering to deal- 


ers, nine free newspaper ad mats, 
ranging in size from 1 col. x 7” to 
2 col. x 11”, to stimulate sales of its 
casting and spinning reels and the 
Fisherman’s De-Liar. Two ads fea- 
ture the Langley Cast-Flo Deluxe 
Model 900 closed face reel. All ads 
require only insertion of the dealer’s 
name and address. Each ad is repro- 
duced in a 4-page ad mat brochure, 
available without charge to all deal- 
ers on request. A coupon is included 
to simplify and speed ordering of 
specific mats. For more information— 
Write in No. W25 on card, Pg, 75 


Kaiser Aluminum & Chemical 
Sales, Inc., 919 N. Michigan Ave., 
Chicago 11, Ill., makes available to 
dealers work drawings with com- 
plete bills of materials on 22 Farm 
Service Buildings; also complete 
plans for a carport and patio roof. 
The pocket-size Conversion Calcula- 
tor to speed and simplify aluminum 
roofing calculations is offered. It is 
made of heavy cardboard and oper- 
ates like a slide rule. One side of the 
calculator lists computations for cor- 
rugated and five-V-crimp roofing 
sheet in 26-inch widths and in lengths 
ranging from six to 12 feet. The other 
side contains similar data for 48-inch 
wide corrugated sheet. Other promo- 
tional aids include $25 free advertis- 
ing allowance for all new dealers, 
free direct mail program to 250 cus- 
tomers or prospects four times an- 
nually, identification plaques, in- 
store display and plans rack, banners, 
mobiles, consumer folders, and plans 
catalogs. For more information— 

Write in No. W26 on card, Pg. 75 


The Edwin H. Fitler Co., Philadel- 
phia 24, Pa., offers the following 
sales aids: (1) Octagonal Display and 
Dispenser Boxes for 3/16” dia. up to 
and including %4” dia. sizes both Ma- 
nila and sisal rope, (2) Fitler meas- 
ured rope marked at intervals of 5’. 
Available on request in Fitler Octags 
only in sizes “4”, 5/16”, 3%”, and 42” 
diameters. (3) A wire rack requiring 
20” x 30” floor space for displaying 
and dispensing three sizes of rope—a 
small charge made for this rack when 
ordered with 300 lbs. or more of rope. 
(4) “Take-Along” coils of Fitler Ma- 
nila rope. 50’ and 100’ individual coils 
wrapped in polyethylene for self- 
service selling from Dispenser Rack. 
The rack, on rollers, is furnished free 
when a complete group is ordered. 
Delivered in 300 lb. lots (order may 
be combined with other Manila rope). 
(5) The No. 57 Rope Merchandiser, 
54144” x 44%” x 23%”, will hold six 
full Octags or six full reels of rope or 
a combination of both. Rope feeds 
through guides to a measuring device 
and cutter. (6) Display Box contain- 
ing 50’ connected coils of either “4”, 
5/16”, %%”, dia. sizes and 25’ con- 
nected coils 4%” dia. size, Fitler “Sta- 
bilized” filament nylon yacht rope 
(7) Display Boxes containing Fitler 
yellow polyethylene or Fitler Manila 
water ski tow ropes—six boxes to a 
master shipping carton. To all deal- 
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Make sure you have the New 








Here are fans with all the glamour and sparkle 
of today’s square, slim modern look. Smart decorator 
colors of mocha brown : : . off-white high 
impact resistant plastic diffuser grille . . . gleaming 
gold instrument panel make the deluxe fan a sure 
sales winner. All other models are equally as modern 
with the slim trim look. Just seven Fasco models 
are all you need to give a complete selection to your 
customers. There’s a fresh look all about Fasco— 
new line—new prices—new sales policies. Send 
in the coupon for beautiful color catalog and 
complete information. 
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FASCO INDUSTRIES, INC. 
North Union and Augusta Streets 
Rochester 2, New York 


Please send me full information on Fasco Fans with the Slim 
Trim look 
Name idiitiapesiniiienigaiaatialinianes 
ae See 
Ee 


ae 
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Suggested 
Retail 
$2.49 


INDOOR-OUTDOOR HOME BELL 


Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 


Suggested 
Retail 
4.95 


BARBECUE BELL 
Good luck horseshoe bracket, polished 
aluminum bell with a clear, lasting tone. 


Suggested 
Retail 
$7.49 


PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
«+@ big seller everywhere, anytime. 


Complete Line 
High Profit 
Big Volume 
Display packaged, full price range, 
on all year ‘round sellers. Perfect for 


o hundred uses at home or away 
++. @ big gift item. 


Send for the Bevin Catalog 





EVIN BROS. 
MFG. COMPANY 
East Hampton, Conn. 
Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 
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ers handling Fitler brand Manila 
rope, Fitler will furnish, on request, 
a blue and yellow metal sign for 
counter or wall use. For more infor- 
mation— 

Write in No. W27 on card, Pg. 75 


Scott - Atwater Manufacturing Co.., 
2901 East Hennepin Ave., Minneapo- 
lis 13, Minn., in its “Advertising and 
Promotion Dealer Handbook,” covers 
all of the sales promotion material 
available to Scott-Atwater dealers in 
1958. This material includes formats 
and ad builders; window streamers 
which feature Scott-Atwater’s 1958 
motors; handout stuffers; line fold- 
ers; four color post cards; dealer de- 
cals; imprinted match books; service 
uniforms; dealer stationery; minia- 
ture Scott-Atwater plastic motors; a 
color billboard; a one minute TV film 
spot announcement, and a 20-second 
spot announcement; changeable trans- 
light displays; wobbler display; and a 
roadside sign. A giant color announce- 
ment display, a parasol featuring a 
22 hp motor is one of the many signs 
and displays available. For more in- 
formation— 

Write in No. W28 on card, Pg. 75 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is 
available in any quantity upon re- 
quest. A floor type shovel rack which 
provides a great degree of flexibility 
inasmuch as it can be moved from 
one part of the store to another and 
which displays six or more shovels, 
spades and scoops is made available 
at a small extra cost. Also at modest 
cost, the company offers three mer- 
chandiser and display rack deals for 
shovel and steel goods. For more in- 
formation— 

Write in No. W293 on card, Pg. 75 


Lazy Boy Lawn Mower Co., Inc., 
301 West 73rd St., Kansas City, Mo., 
offers to dealers without charge full- 
color eight-page insert folders with 
imprint space provided and which 
fold to 34-inch x 6%-inch size. News- 
paper ad mats in two-column by 
three-inch size are provided also, each 
describing one of the company’s four 
most popular models. For more in- 
formation— 

Write in No. W30 on card, Pg. 75 


Style-Crafters, Inc., Greenville, S. 
C., offers a number of promotional 
materials free to dealers for the 
Aqua-Float line. Among these are 
full-color catalogs and bill stuffers, 
metal ‘“Play-Safe” signs, window 
streamers, water-safety posters, wa- 
ter ski and safe boating instruction 
booklets, mailing folder on U.S.C.G. 
small boat regulations, counter dis- 
play cartons for Aqua-Float fenders 
and floats, glossy photos, newspaper 
mats, radio and TV spots, and pack- 


aging. A new aluminum floor display 
rack which holds a full 2-dozen as- 
sortment of the company’s various 
products and which features an en- 
ameled red, white, and blue double 
faced sign is also available. For more 
information— 
Write in No. W31 on card, Pg. 75 


Moe Light Division of Thomas In- 
dustries, Inc., Louisville, Ky., has 
available for dealers a number of 
ceiling, wall and counter merchan- 
dising display deals, including a re- 
cessed box display unit. The lighting 
fixtures are displayed on peg board. 
On these deals all fixtures are indi- 
vidually packaged and are shipped 
directly to the dealer, master packed 
and equipped with mounting and wir- 
ing kits, plus complete display unit 
and merchandising sales helps; rail 
freight prepaid at Hopkinsville, Ky., 
on all fixtures and display units. Ad- 
ditional aids include free advertising 
mats, product shots of fixtures, a 
variety of full color catalogs, bro- 
chures, envelope stuffers, and promo- 
tional flyers. For more information— 

Write in No, W32 on card, Pg. 75 


American Biltrite Rubber Co., P. O. 
Box 1071, Boston 3, Mass., provides 
dealers with a group of advertising 
mats for Biltrite Garden Hose and 
Sprinklers. A metal hose shopping 
center rack is offered at a nominal 
cost. Also available is a special three- 
piece display, specially easled to stand 
alone or mount on a three-section 
pole which is also supplied, to serve 
on counters, in windows or mass dis- 
play within the store. For more in- 
formation— 

Write in No. W33 on card, Pg. 75 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments, No. M-62T con- 
tains metal wall merchandiser and 
13 bit assortment of the Irwin Sello- 
paked 62T Bits, one of each size 
4/16” through 16/16”. No. M-88 con- 
tains metal wall merchandiser and 20 
bit assortment of the Irwin Sello- 
paked Speedbor “88’’.Wood Bits for 
electric drills, two each of even sizes 
and one each of odd sizes “4” to 1”. 
No. 430 contains metal wall merchan- 
diser with assortment of 30 amber 
plastic handle screwdrivers in the 
five most popular sizes. All displays 
have colorful baked ename] finish and 
fit in a minimum of space. A booklet 
on the selection, use and care of bits, 
and a variety of envelope stuffers are 
also available. For more informa- 
tion— 

Write in No. W34 on card, Pg. 75 


Plymouth Cordage Co,, Plymouth, 
Mass., offers dealers a wide range of 
promotional literature, colorful point- 
of-sale displays, and several rope dis- 
pensers. Literature includes pam- 
phlets on use of rope on farms, on 
boats and in industry. Dispensers in- 
clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
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The SalesMaker, available in counter 
or floor models, holds seven sizes of 
rope, which can be cut on dispenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising and assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 
Write in No. W35 on card, Pg. 75 


Supreme Products Corp., 2222 S. 
Calumet Ave., Chicago 16, IIl., has 
designed a colorful display, free to 
dealers, for its power drill auxiliary, 
the Versamatic. Included with the 
display are point-of-sale consumer 
leaflets. For more information— 

Write in No. W36 on card, Pg. 75 


Atlas Asbestos Co., North Wales, 
Pa., wick manufacturers, furnish 
through wholesalers, metal merchan- 
disers and cardboard counter dis- 
plays with the purchase of merchan- 
dise. Two displays are the metal mer- 
chandisers for Glaswik and Flame- 
master which not only keep 100-foot 
rolls of these wick brands clean, 
fresh, and easy to cut, but remind 
customers to order wick. With the 
514’ rolls of Glaswik, Flamemaster 
and Beswik, a counter display is fur- 
nished with every dozen individual 
boxes of a size—the individual boxes 
being packed one dozen to a counter He’s a home owner who needs fencing . . . and who is as 
display. For more information— s : ae . , 

Write in No. W37 on card, Pg. 75 interested in cost as he is in quality. He’s a good bet to become 

your customer, if you stock and sell G&B Gard-N-Beauty 

Aladdin Laboratories, Inc.. 620 So. Welded Fence...a quality product that COSTS ONE-THIRD 
8th St., Minneapolis, Minn., encloses LESS THAN OLD-STYLE FENCING! 

a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. There are thousands of men like this right 
Included is a cardboard counter dis- in your own community who need fencing 
play, a four-color folder stuffer, a and the many other ite I. F 
window streamer and a dealer’s re- . y —_— we SS ‘ ence 
turn order post card for additional up this profitable business by handling and 
material. Four - color, self - adhering promoting the fencing that will attract these 
clear acetate, 10” x 24” window post- men because it offers the highest quality and 
ers for glass doors, display windows protection at the lowest cost! 

and display cases are now available P 

na ae company, direct. For more Simple To Put Up @ Hangs In Place, No Stretch- 
information— 

Write in No. W38 on card, Pg. 75 ing @ Easily Fitted To Uneven Ground ¢ Galvan- 

ized After Welding For Longer Life ¢ Smaller 

Swisher Mower and Machine Co., Mesh For Better Looks, Greater Protection © 


Warrensburg, Mo., offers to dealers COSTS 1/3 LESS. 
catalog sheets describing its entire 
line of self-propelled and hand-pro- 50 and 100 Ft. Rolls + Mesh —2” x 25%” 
pelled rotary mowers. Also envelope Gauge — No. 16 + Widths —24, 36. 48. 60 
stuffers, newspaper mats, radio and 72 inches . 
scripts, giant window or wal] banner, 
rent e. ag onputmatars ee naga Write for free posters and newspaper mats that will help you 
« é . e ation— e 
Write in No. W39 on card, Pg. 75 sell Welded Fence and other low-cost, profitable items in the 
complete G&B line: Flower Border (complete with 14 slip-in 
Henry L. Hanson Co., Worcester, stakes); Perma-Gard; Perma-Netting; Hex 
Mé.s., has available a Self-Seller Drill Netting; Hardware Cloth and Wire Insect 
Display which requires 14 inches of Fee, Screening 
space. A clear cover highlights the , 
high speed drills which are held in &, %, 
supporting holes and serve as a drill 
gauge. The size and price are marked Zz G if L B E RT & B E N N ETT 
and quantities are varied according 
to demand. The cabinet has a storage 
rack for extra stock, An information % 
chart is also available. The Hanson ° ‘ 
Self-Seller Display Cabinet for taps er? 


e GEORGETOWN 1, CONNECTICUT 
Fi BLUE ISLAND, ILLINOIS 
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IF YOULL WAIT, SIR. 
/M SURE | GAN FIND THE RIGHT 








THE DRILL DISPLAY 
THAT ASSURES SALES. EVERY 
DRILL INSTANTLY ACCESSIBLE. 





National Hardware Show, Booth 156 


HENRY L. HANSON COMPANY 
28 UNION ST. WORCESTER, MASS. 
a AM Ne 


72 For more information use Handy Return Card, Page 75 





and dies contains initial assortment 
of taps, dies, screw extractors, die 
stocks and tap wrenches, including 
all popular sizes, and is graduated ac- 
cording to normal customer demands. 
The cabinet requires counter space 18 
inches x 13 inches and has space in 
the back for extra stock, For more 
information— 
Write in No. W40 on card, Pg. 75 


Moore Push-Pin Co., 113-25 Berkley 
St., Philadelphia 44, Pa., offers an at- 
tractive counter display stand, the 
Moore 720B, which holds 72 “serve- 
yourself” window packets of Moore 
picture hangers. All metal, the revolv- 
ing display is 1034” high, with a 9” 
diameter base. For more informa- 
tion— 

Write in No. W41 on card, Pg. 75 


Stanley Hardware, Division of the 
Stanley Works, 763 Lake St., New 
Britain, Conn., announces new and 
improved merchandising features for 
its household hardware, including 
packaging, layout guides, and attrac- 
tive displays. Available to dealers is 
the N2 pegboard display stand which 
allows vertical or horizontal item ar- 
rangement. Stanley products are now 
visually packed, firmly mounted on 
yellow and black space-saving cards, 
on the back of which carry al] cus- 
tomer information: item name and 
number, suggested usage, proper ap- 
plication, finish, and materials. For 
more information— 

Write in No. W42 on card, Pg. 75 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, II1., offers its dealers 
two scale promoter display stands. 
Display #D-103 is a wooden stand 
free to any dealer who has Hanson 
scales, will hold seven sets, and is 
18” wide by 14” deep. A bath scale 
sampler of six scales, No. 3580, in- 
cludes without charge a merchan- 
diser which can be used on the coun- 
ter, floor or in windows. It is finished 
with soft rose background and jade 
green trim. For more information— 

Write in No. W43 on card, Pg. 75 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful display carton 
which contains the following assort- 
ment of Carolina Fishing Floats: 4 
doz. No. 000, $.90 per doz.; 4 doz. No. 
00, $.90 per doz.; 2 doz. No. 0, $1.20 
per doz.; 2 doz. No. 1, $1.20 per doz.; 
2 doz. No. 2, $1.20 per doz.; 1 doz. No. 
3, $1.50 per doz.—list price is $16.00. 
For more information— 

Write in No. W44 on card, Pg. 75 


Fuller Tool Co., Inc., 3522 Webster 
Ave., New York 67, N. Y., offers a 
complete self-service “screwdriver 
department” in the form of hang-up 
rack at no cost to dealers. Fuller 
screwdrivers, individually carded and 
priced, may be conveniently hung 
from the rack for customer conveni- 
ence. For more information— 

Write in No. W45 on card, Pg. 75 


The Eclipse Lawn Mower Co., 
Prophetstown, Ill.. announces that a 
direct mail broadside on Eclipse 
Wasp chain saws is being mailed free 
in quantities up to 500 for dealers 
ordering two or more saws. The col- 
orful broadside opens up to 34” x 23”. 
Dealers wishing to use more than the 
500 free maximum may order addi- 
tional copies “in-the-mail” at a cost 
of two cents each. For more infor- 
mation— 

Write in No. W46 on card, Pg. 75 


S. G. Taylor Chain Co., Inc., Ham- 
mond, Ind., and Pittsburgh, Pa., of- 
fers dealers a chain display stand 
with long-leverage chain cutter. 
When holding its maximum seven 
reels, it serves as a chain department 
in itself, occupying less than two 
square feet of floor space. For more 
information 

Write in No. W47 on card, Pg. 75 


Petersen Mfg. Co., Dept. SH-3, De- 
Witt, Neb., offers free promotional 
material for its new vise-grip (with 
easy release), consisting of a “space- 
saver” counter display and window 
banner. An introductory offer is 
available for one free No. 10R vise- 
grip (a $2.45 value) with purchase of 
an eight-tool counter sales kit. Deal- 
er cost for the kit is $13.00, with re- 
tail price, $19.50. For more informa- 
tion— 

Write in No. W48 on card. Pg. 75 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products, Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Write in No. W49 on card, Pg. 75 


Alan Wood Steel Co., Conshohock- 
en, Pa., has available copies of its 
A. W. Cut Nail descriptive leaflet. 
For more information— 

Write in No. W50 on card, Pg. 75 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a perma- 
nent, self-service display of all plas- 
tic construction at no extra cost for 
the TD-48 Hold-E-Zee screwdriver 
assortment. This Tenite display holds 
a stock of 48—17 types and sizes— 
one to six of a kind. Each driver is 
marked on the display for number 
and price for easy replacement when 
sold. For more information— 

Write in No. W51 on card, Pg. 75 


The Moto - Mower Co., Richmond, 
Ind., offers to dealers a 50-50 co-op 
advertising plan (unlimited), in addi- 
tion to a number of other sales helps. 
Each preferred dealer is sent a win- 
dow display kit which includes win- 
dow streamers, jumbo display cards, 
wall charts, authorized dealer decals, 
and consumer folders. A lawn care 
folder called “How We Built the Most 
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HOW TO MAKE THE FIRST 
3-PAGE @ 4-COLOR AD IN 
LAWN SPRINKLER HISTORY 
PAY OFF ON YOUR COUNTER 


HERE ARE THE FACTS. This 3-page, full-color ad on new Green Spot sprin- Send coupon for 
on FREE display kit 
klers for ’58 will appear in the April issue of Better Homes & Gardens. A 


two-page version is scheduled for the April issue of Sunset and the April 


card 


26th (Hardware Week) issue of Saturday Evening Post. 


i1dow 


HERE’S WHAT TO DO. (1) Stock up on the complete Green Spot sprinkler line 


card, one wir 


now! (2) Set aside your window during April for display of Green Spot 


sprinklers. Mounted reprints of the ad are available to make an effective 


of mounted, easel-backed Green 


set 
one counter 


Place additional ad reprints at strategic points. They’l! work sales wonders 


on 


20, Connecticut 
ship 


> 


Please 
Spot display pieces 


if placed near actual Green Spot sprinklers. Start planning today for a 


banner Green Spot year in 58! Green Spot by SCOVILL 


Scovill Manufacturing Company, Waterbury, Conn. 


General Manufacturing Division, Scovill Manufacturing 
of charge to 


Waterbury 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
tie-in. (3) Use Green Spot merchandise racks at points of heaviest traffic. 
| 
| 
| 
| 
| 
| 
| 
| 


Name of Wholesaler 


Store Name 


Sirs: 
free 


~ 
Ww 
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Beautiful Lawn in Town” is made 
available to dealers as a give-away to 
persons who visit the store or as a 
direct mailing piece. Dealers are 
charged $2.00 per 100; $15.00 per 
1,000. For more information— 
Write in No. W52 on card, Pg, 75 


The Acme Shear Co., Advertising 
Dept., 100 Hicks St., Bridgeport, 
Conn., is offering free to dealers mats 
for their local newspaper advertising 
on Kleencut Scissors and Shears, A 
four-page folder showing the 28 mats 
with a convenient postage paid re- 
turn order card is available upon re- 
quest. For more information— 

Write in No. W53 on card, Pg. 75 


Daisy Manufacturing Co., Dept. 
3837, Plymouth, Mich., has created a 
free dealer promotion package con- 
sisting of: a pyramid gun display 
(cowboy hat size) die-cut to hold any 
Daisy and card; a display card for 
the pyramid, and a newspaper adver- 
tising mat. For more information— 

Write in No. W54 on card, Pg. 75 


O. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven, Conn., makes 
available to dealers 8-page consumer 
folders for enclosure with mailings or 
counter use; a 6-page consumer folder 
on Mossberg’s 4X scopes and its latest 
adjustable power scope; 4-page con- 
sumer folder on the Covey Hand 
Trap; a Mossberg emblem decal for 
use on door or window; and a Retail 
Sales Manual for the dealer and his 
sales staff. In addition, the company 
offers free electrotype advertising 
mats, as well as radio and TV com- 
mercials, For more information— 

Write in No. W55 on card, Pg. 75 


Utica-Duxbak Corp., Utica 4, N. Y., 
has available for dealers a complete 
mat service covering the company’s 
line of sportsmen’s clothing. Offered 
also is colorful corrugated display 
material for window backgrounds or 
for use on TV programs. Other sales 
aids include window streamers, coun- 
ter cards, and literature for mailing. 
For more information— 

Write in No. W56 on card, Pg. 75 


Adjustable Clamp Co., 437 N. Ash- 
land Ave., Chicago 22, IIl., offers free 
electros and mats to interested deal- 


ers for its “Jorgensen” and “Pony’ 
clamps (“C” Clamps, Clamp Fixtures, 
Bar Clamps, Handscrews, Press 
Screws, etc.). Also a wide variety of 
pages and stuffers for counter use, for 
“homecrafters,” school shop teachers, 
welders, woodworkers, etc., are avail- 
able. For more information— 
Write in No. W57 on card, Pg. 75 


Swan Rubber Co., Bucyrus, Ohio, 
offers to dealers a wide variety of 
free retail sales-aid items on its gar- 
den hoses, including book matches, 
envelope stuffers, “small item” enve- 
lopes and pocket protectors. The com- 
pany, in addition, has designed the 
Swan “Merchandiser” metal display 
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stand which, with casters, may be 
moved about the store or outside to 
attract sidewalk traffic. For more in- 
formation— 

Write in No. W58 on card, Pg. 75 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display rolls, newspaper mats, count- 
er signs, decals, envelope stuffers, 
and counter coats for sales personnel. 
Display boards offered include No. 26 
which is designed as a permanent 
display. The 26 different pliers are 
fastened on the board which is %” 
plywood, measuring 24” x 30”. Display 
boards 57, 75-A and 87, of the same 
size, are dispensing boards contain- 
ing selected assortments or the com- 
plete line of pliers. No charge is made 
for the boards when merchandise is 
purchased, boards remaining com- 
pany property. Smal] 4%” pliers 
available in five different patterns are 
merchandised on 3-color display 
board and are also available in a vel- 
vet lined fitted case, Advertised as 
Channellocks “Little Champ” pliers. 
A counter promotion kit contains 
nine of the Heavy Duty Slip Joint 
pliers—four 6”; three 8”; and two 
10” patterns. Each plier is individ- 
ually cartoned and all nine pliers are 
packaged in a blue and white on sil- 
ver foil carton. Offered free is the 3- 
color Salesmaker which sells any 
three Channellock pliers of the deal- 
er’s choice (plus a place in front for 
the No. 424 Ignition Plier). A self- 
contained easel and eyelet puts the 
display to work, on the counter or on 
the wall. For more information— 

Write in No. W59 on card, Pg. 75 


Molly Corp., Reading, Pa., has 
available for dealers: metal merchan- 
diser #612 containing 600 Molly 
screw anchors and 12 utility plugs; 
cardboard counter display +200 con- 
taining 200 screw anchors, 2-color 
leaflet om screen anchors; 2-color, 
leaflet on Hi-Speed Installer; 2-color 
leaflet on utility plugs; 2-color leaf- 
let on Molly Jack Nut; 3-color, 21” 
x 9” window streamer featuring Mol- 
ly screw anchors; and newspaper 
mats. For more information— 

Write in No. W60 on card, Pg. 75 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
sales. The company also advocates 
the use of mounted samples on dis- 
play boards as a permanent mer- 





For Information on 
CATALOGS & BULLETINS 
See page 39 











chandising idea. Package merchan- 
disers are offered by the company 
for location in such strategic positions 
as next to the cash register, on the 
counter, in the window, or near tie-in 
merchandise. All merchandisers are 
in bright colors and polyethylene 
bags are used to package many of the 
products. For more information— 
Write in No. W61 on card, Pg. 75 


American Tackle and Equipment 
Co., “A” and Somerset Street, Phila- 
delphia 34, Pa., is publishing a 
monthly newsletter for fishing tackle 
dealers. The publication is designed 
to give tackle dealers information so 
they can make more profit. The com- 
pany also makes available through 
its salesmen a package of 26 promo- 
tion pieces for dealers including na- 
tional ad blow-ups, window stream- 
ers, banners, and radio-TV spot an- 
nouncements. For more information 

Write in No. W62 on card, Pg. 75 


Camillus Cutlery Co., Camillus, N. 
Y., offers the following sales aids in 
connection with promotions of the 
Camillus and Cameco pocket knife 
lines: the #58 Master Marketer, a 4- 
color panel which displays 18 pocket 
knives with all blades open, complete 
with merchandising aids and back-up 
stock. Ready to use as received; the 
knives are mounted at the factory 
with each identified by number and 
pre-priced. Case has natural-oak fin- 
ish and double strength glass. Other 
cases include the +5600 for the dis- 
play of 12 and the #56-24 for the dis- 
play of 24 pocket knives. Glass front 
panel with limed oak frame protects 
and displays knives in open position 
Panels on both displays fit into locked 
wood storage cabinet base or can be 
used for wall or window display 
Available without extra charge 
through Camillus wholesalers. Also 
available free of charge are window 
streamers in three colors, pennants in 
three colors, free newspaper mats, 
catalog sheets, and special promotion 
tips. For more information— 

Write in No. W63 on card, Pg. 75 


Rubbermaid, Inc., Wooster, Ohio, 
offers dealers a free dispensing unit 
for its shelf and storage area rubber 
coverings, Rubbermaid Shelf-Kush- 
ion, which comes in 45’ rolls. Mer- 
chandising aids for dealers stocking 
the product include window and wall 
banners, and consumer folders which 
feature additional home uses for the 
rubber shelving. For more informa- 
tion— 

Write in No. W64 on card, Pg. 75 


O. Ames Co., Parkersburg, W. Va.., 
is offering a wide variety of ad mats 
on its full line of garden tools. Avail- 
able in one column size, the mats pro- 
vide generous space for imprint and 
price. A proof sheet showing avail- 
able mats is available upon request. 
For more information— 

Write in No. W65 on card, Pg. 75 
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Neancarhi Res lis: 


A BOOKLETS © NEW PRODUCTS © ADVERTISEMENTS 


Help yourself to free literature 
and more details on any prod- 
ucts or sales aids mentioned in 
this issue. 


Instead of writing a dozen different manufacturers for free 
literature and more information on new products, and sales aids, 
just insert in the appropriate space provided on one of these 
postage-free cards the key numbers of the items in which you 
are interested, and drop the card in the nearest mail box. 

Use the cards also to get details on any advertisement— 
just insert the name of the company and page number in the 
space provided. 





| Send information on these SALES AIDS and/or WEW PRODUCTS (fill in key numbers): 


anne ee oe eee a ee (nee ee eee 


a annniiillliasssaeeesseenenneendllleeeennnenenneennedeeeeeeeenmmnel 
eee RRREERs 8 EEEESEEESSEESSEEERE 86 SEEEESESESESESEEEEES 0 SESEESSEEESEEEEEESES SEER 0 SESE ERR 
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quussuumsssesseesess qceunccencecasasss=s qeeecc ener eee ee 
en eee eee ease ee 


These cards 


you get 
valuable 


information 


Postage 
Will be Paid 


by 
Addressee 
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MAKE 1958 A GOOD PROFIT YEAR 


1958 is going to be a good profit year for hardware dis- 
tributors and dealers who give more thought to the sale of 
merchandise which bears a better margin of profit. 


The price structure on Gem Dandy Electric Butter Churns 
is such that if you had made the same margin on every item 
you sold in 1957, you would have made several times the net 
profit. 


There are several million Gem Dandy Electric Butter 

Churns on the farms of America. The users of these churns are 

happy—. By word of mouth they advertise the churns to their 

neighbors. Gem Dandy Churns will make more money for dealers, and this is why 

distributors and dealers should put more effort behind the sale of churns. Do this, 
and 1958 will be a good profit year for distributors and dealers. 


You can look for a stepped up selling job on the Gem Dandy Electric Butter 
Churns in the future. Watch Gem Dandy Butter Churns advertising in SOUTHERN 
HARDWARE, HARDWARE AGE, HARDWARE RETAILING, PROGRESSIVE FARMER, 
ELECTRICITY ON THE FARM, FARM JOURNAL, etc. 


Spring will soon be here, when the cows come fresh in milk, and the sale of butter 
churns will increase tremendously. Distributors can help their dealers and themselves 
if they will send for the Gem Dandy Butter Churn Distributor Price List right away, 
and place an order in time for the heavy business which always comes in Spring and 
Summer. 


Deluxe Model (without Jar) $18.63 (suggested retail $27.95) 
Standard Model (without Jar) $16.77 (suggested retail $23.95) 
5-Gal. Jar $3.72 (sug. ret. $5.95). 3-Gal. Jar $3.21 (sug. ret $4.95) 
Model 4 Qt. Deluxe Jr. (including Jar) $14.63 (suggested retail $21.95) 


ALABAMA MANUFACTURING CO. Dept. S, Birmingham 4, Alabama 














LIGHTWEIGHT 


FORGED STEEL 


GARDEN 





Only 4 lbs. Total Weight 


Lightweight garden mattocks that 
sell on sight! Choice of heads— 
pick or cutter edge. Handle 

is factory-driven and wedged; 


shape of eye prevents handle from 
turning or coming loose. 

A finer, better, 

all-around product, 

competitively priced ... 

result of 100 years of 

Klein Logan 

craftsmanship. 


The 


Klein-Logan Co. 


Flat wire selvage, securely welded to 
each filler wire gives added rigidity, 
uniformity, with perfectly smooth edge. 
Carefully drawn wire of high tensile 
strength. Heavily galvanized after 
weaving. Sizes 2x2, 3x3 and 4x4 
mesh. 


HEXAGONAL NETTING © INDUSTRIAL WIRE CLOTH 
INSECT CLOTH * WELDED WIRE FABRIC 
WIRE STRAND «© WOVEN WIRE LATH 


LOUIS WILLIAMS & CO <= G. F. WRIGHT STEEL & WIRE CO. 
ies ee WORCESTER, MASSACHUSETTS 
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Yer AL 


: é #740 FISHING CAP 
% 


#1367 FISHING VEST 
#1765 SHOOTERS VEST 


“2 


/ 


# 1569 FISHING CREEL 


% 771 HUNTING CAP 


#1549 SNO CAP CREEL 


© 1579 FISHING CREEL 


774 JONES STYLE CAP 
#1799 SHELL & GAME VEST 


#1559 HANDY ANDY 





free literature 


THE AMERICAN PAD & TEXTILE CO. 


PORTSWEAR 


DIVISION 
GREENFIELD, OHIO 


? | Portable. 
RCY-2 Picnic nek 
ini in copper pigs 
mage of nickel plate. Suggested 
retail only $9.95! 


HOT DEMAND 


now for 1958 
ROYAL CHEF GRILLS 
Get facts today on complete line Royal Chef 
Grills that will send your outdoor cooking 
sales aroaring! Greater profits on every 
model . . . from $4.95 

to $300.00! 


. eesti 
—_ 


RC-124 Brazier Handsome —_ 
and glossy-black. hee — or 

ty. Complete w! 
ear pont steel wintie- Sug 
gested retail only $29.95: 


NATIONALLY ADVERTISED 


Chattanooga Royal Company + Chattanooga 6, Tenn. 


For more information use Handy Return Card, Page 75 
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BRIDGEPORT, 


Sales depend on salespeople, and... 


46.5 pat.ore 





RETAIL SALES ARE STRENGTHENED 
BY UNIQUE STUDY COURSE! 


Nearly 5,000 retail store managers, owners and sales- 
people have enrolled in NRHA’s “Advanced Course 
in Hardware Retailing” since March, 1957. Espe- 
cially prepared for irha hardware store personnel, 
this at-home correspondence course concentrates 
better management practices and proven sales tech- 
niques into a textbook form easily digestible by the 
newcomer or old-time hardwareman. 

If someone in your store has not yet enrolled in the 
Advanced Course in Hardware Retailing, he may do 
so simply by filling in and mailing the coupon below. 





THIS EMBLEM ... 


is proudly displayed by Remington 
Arms Company, Inc. to remind irha 
dealers of the sales training op- 
portunities available through 
NRHA’s “Advanced Course in Hardware 
Retailing.” 





HERE'S WHAT 
IT COSTS: 


Retail Store Employee 
Wholesaler Salesman................. 35.00 


Mail this coupon to: 


National Retail Hardware Association 
964 N. Pennsylvania St. 
Indianapolis 4, Indiana 
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University approved, edited by NRHA’s Research and 
Education department, ACHR provides the informa- 
tion needed by the salesperson in day-to-day custom- 
er relations. ACHR is practical study—not theoret- 
ical—gives knowledge that can be applied on the 
sales floor today! Ideas for effective merchandising, 
display, advertising and personal selling are based on 
proven experience. Remington Arms Company, Inc. 
is one of 25 sponsoring manufacturers who have help- 
ed to build this important training program from the 
beginning. We believe it will pay off in increased 
dealer sales and greater dealer profit ... as it helps 
hundreds of irha salespeople improve their sales- 
manship. 








- 
We are an industry Sponsor 


‘arha, Advanced Course in 
Hardware Retailing 


Send me application form for enrollment in 
NRHA’s “Advanced Course in Hardware Re- 
tailing” 


Name Title 
Firm Owner 
City State 


Association Member 


For more information use Handy Return Card, Page 75 








JOIN THE 


“can’t lose” 
Flexible Plastic 
Pipe Contest 


«+e you may also win one 
to one of 100 other prizes in the 


DU PONT PLASTIC PIPE CONTEST! 


Cresline is the proved right flexible plastic pipe. Proved 
right by grueling accelerated use tests. Checked for 
quality through every stage of production. Approved 
for drinking water use by the National Sanitation 
Foundation. Guaranteed right Because 
Cresline is made of Du Pont Alathon 25, the finest 
quality virgin polyethylene, those who handle Cresline 
are eligible to enter Du Pont’s easy contest. Entry cards 
are attached to each coil of Cresline Flexi- 

ble Plastic Pipe. Write today for literature 

and name of your Cresline representative. 


Investigate Crssimms. KL (Kralastic) . . . 


the superior plastic pipe for extra-rugged use! 


in writing! 


Cresline KL pipe is made from 100% vir- 
gin Kralastic resin. The lightest of all semi- 
rigid or rigid plastic pipes, it is excellent 
for many home and industrial uses includ- 
ing drinking water service lines where 
working pressures permit. Because of its 
extra strength, it can be used in many ap- 
plications instead of metal pipe at a sav- 
ings of 50% to 75% on installation costs. 
Write for details. 


All Plastic Pipe Is Round, Black and Has 
a Hole in It... But There Is a Difference! 


Write for 
FREE 
authoritative 

booklet... 


“HOW TO 
CHOOSE AND 
USE FLEXIBLE 
PLASTIC PIPE" 








Dept. S-8, 955 Diamond Ave. *¢ 


CRESCENT PLASTICS, inc. 


Evansville, 7, Ind. 





Aqua-Float’® 


America’s Favorite Ski Belt 


BETTER TIAN EVER 
) d j \ a Bu 4 4 l 


Now in TWO NEW MODELS 


KAPOK and 
SOFT FOAM 


Today’s water skiers demand a 
ski belt that is comfortable, de- 
pendable, and allows complete 
freedom of action. That's why 
they choose Aqua-Float Ski and 
Surf belts. This year’s model is 
more rugged than ever to with- 
stand the stress of sudden spills 
and heavy usage. Stock the ski 
belt your customers demand— 
Aqua-Float advance design 
plaid Ski and Surf belts in the 
eye-catching plastic package. 


New Reinforced Construction 


(trouble free) 


Inserts electronically sealed for permarent 
byoyancy. (KAPOK MODEL) or in PVC 
foam cannot waterlog—superbuvoyant—soft 


ond light—never sooks or sinks 


~ 7 


Heavy duty reinforced ends, easy snop 
hook closure, simple, sure ad- 

justment of 300 ib. test (oll 

orovnd) web strap in both 

models. 


Soft, buoyant kapok contours the body, will not 
rub or chofe, is light. Also new PYC Vinyl Foom 
provides permanent byoyancy-soft contour fitting. 


Distinctive smort plaid print is 
quick drying, color fast, in both models. 


x Aqua-Float® 


U.S.C.G. Approved buoyant 
cushions set the pace in 
design and quality and sales! 
Striking new color combina- 
tions and attractive two-color 
screen designs with a wide 
price range for every com- 
petitive need. Ask about new 
Aqua-FLoat foam cushions. 


Also stock the populer Aque- 
Float plaid companion Ski Vest 
end U.S.C.G. approved boot- 
ing jockets 


Write for new full-color 
brochure. 


STYLE-CRAFTERS, INC. 
GREENVILLE, SOUTH CAROLINA 
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THIS PROVED 
MERCHANDISER SELLS 
HIGH PROFIT HAND TOOLS 
AUTOMATICALLY! 


You'll sell more quality hand tools—automatically—when you put the PxC Jet 350 to work in your 
store. This hard working merchandiser carries a complete inventory of 350 popular hand tools for 
faster turnover, easy stock control, more profits to you. No other means of merchandising hand 
tools can match the PaC Jet 350. 


13,000 RETAILERS PROVE SALES SUCCESS 
Retailers just like you have proved the profit story of the PaC Jet 350 in stores from coast to coast. 
Find out now how easily you can build turnover and profits with the tested PaC Jet 350. GET 


THE FACTS! Write for complete information today. 


e Highest profit per square foot 
e Display proved by over 13,000 dealers 
e Carries complete quality tool line 


e Every tool priced, shadow marked 
and numbered 


e Quality tools backed by national advertis- 
ing and guarantee 


e Fast turnover for 350 best sellers 


® 


SEOTERSIPEOL TOOL COMPANY 





ee 





SUBSIDIARY 


Portland, Oregon and Schiller Park, Ill. 
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NEW PRODUCTS 


Excello Riding Mower 


The Excello 24” rotary riding mow- 
er, model 811, is announced by Hein- 
eke & Co., P. O. Box 296, Springfield, 
Ill. Two special features pointed out 
are the improved two-speed trans- 
mission, and the Unimatic remote 
control assembly—designed so that 


throttle control and gear shift levers 
are on the handle at fingertip level. 

The model 811 is equipped with a 
3% hp 4-cycle engine, or a 4 hp en- 
gine as optional equipment. Suggested 
list price is $299.50. 

A 21” companion model rotary rid- 
ing power mower is also available. 
For more information— 

Write in No. 680 on card, Pg, 75 


Hammer Group 


Called “Five is all you need,” a 
plan is announced by True Temper 
Corp., 1623 Euclid Ave., Cleveland 15, 
Ohio, to provide the dealer complete 
market coverage with five True 
Temper hammers spanning five price 
levels. 

The hammer line includes the fol- 
lowing, with retail prices shown for 
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the 16 oz. size: Rocket, steel handle, 
$5.25; Jet Rocket, steel handle, $4.25; 
Falls City, hickory handle, $3.50; 
Briar Edge, hickory handle, $2.59; 
and Jim Dandy, hickory handle, $1.69. 
For more information— 

Write in No. 681 on card, Pg. 75 


Water Bags 


H. Wenzel Tent & Duck Co., 2200 
South Hanley Rd., St. Louis 17, Mo., 
announces that its line of Eagle Wa- 
ter Bags is available in colors in ad- 
dition to the regular white canvas 
bags. The new Eagle Water Bags are 
made of brightly colored canvas in a 
rainbow assortment of four colors and 


For more information on these new products 
use the return free post card on page 75 


each bag is printed in two additional 
colors. 

Another new feature is the 6-Pak 
Display. Six bags in assorted colors 
are packed in each display. The dis- 
play, with a two-color selling mes- 
sage and one water bag secured to the 
front, comes ready to display. It re- 
quires only 15” x 3” of counter space 
or it can be hung on the wall. For 
more information— 

Write in No. 682 on card, Pg. 75 


Bow Fishing Line 


Gudebrod Bros. Silk Co., Inc., 12 
South 12th St., Philadelphia 7, Pa., is 
introducing the Braided Bow Fish- 
ing Line for fishing with bow and 
arrow. In assorted colors, on 30 yard 
spools, the product is available in 
three tests: light at $1.00 per spool, 
retail; medium at $1.15; and heavy 
at $1.35. 


eed PPTeeerereeeeee eee 


evveeeere 
coeee geeeee° ” 


~ 
Fire in Line” for Bemeer Pishine 


The packaging is designed for point- 
of-sale display. It is put up in a clear, 
dust-proof, plastic skin pack, six 30 
yard spools on a perforated card; two 
cards, (12 spools), per box. 

Catalog F-585 is available. For more 
information— 

Write in No. 683 on card, Pg. 75 
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STOVE BOLTS 


Famous “EZ to C LABELS 





SAVE YOU TIME, CREATE SALES: Bf... = 


Let Southern Screw’s copyrighted package 
identification system work for you three ways 
Keyed color on label 

Keyed silhouette on label 

Keyed border design on label 





Strong, colorful Southern boxes dress up —_ 


your shelves, attract customers attention Prva: 
Stock this full Southern Screw line — SCREWS 
' A 


the fasteners advertised in popular 
consumer workshop magazines 


SOLD THROUGH LEADING 
WHOLESALE DISTRIBUTORS 


* fe 
WOOD SCREWS 
STOVE BOLTS «. 
MACHINE SCREWS & NUTS 
SHEET METAL SCREWS SCREW COMPANY 
CARRIAGE BOLTS STATESVILLE * WORTH CAROLINA 
WOOD DRIVE SCREWS 
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WAREHOUSES: 
NEW YORK 
CHICAGO 
DALLAS 

LOS ANGELES 


For more information use Handy Return Card, Page 75 83 





Pennsylvania Mowers 


Two newly designed reel type mow- 
ers, the Pennsylvania 21-inch DeLuxe 
and the Pennsylvania 18-inch Exeter, 
are offered by the Pennsylvania 
Lawn Mower Division, American 
Chain & Cable Co., Inc., Exeter, Pa. 
They are color-styled in white, beige, 
orange, and black. 


Similar in appearance, both the De- 
Luxe and the Exeter are powered by 
a 1.75 hp, 4-cycle, Briggs & Stratton 
engine with rewind starter. 

Providing either a full 21” cut or 


18” cut depending upon the model, 
its mowing reel consists of five cut- 
ting blades which are extra wide and 
double ground. The mowing ree] for 
Pennsylvania’s low-cut models con- 
tain seven blades. A hollow ground 
stationary blade is provided also. 

Throttle and clutch controls are lo- 
cated on the handles of both units. 

Height of cut adjustment on the 
5-blade DeLuxe ranges from 3/4 to 
two inches while on the 7-blade low- 
cut model, it ranges from 1/4 to 1-3/8 
inches. On the 5-blade Exeter, it rang- 
es from 3/4 to 2 inches and from 3/8 
to 1% inches on the 7-blade low-cut 
Exeter. 

Both units can be supplied with 
electric starters at extra cost. For 
more information— 

Write in No. 684 on card, Pg. 75 


Automatic Mail Box Flag 


A mail box signal flag which op- 
erates automatically is introduced by 
Autotray Co., Inc., 3901 East 26th 
St., Indianapolis 18, Ind. “When the 
flag’s in the air . . your mail is 
there!” is the line used by the com- 
pany to describe the function of its 
new product which is designed to fit 
any size mail box. 

The flag automatically goes up 
when mail carrier opens the door. 
After receiving the mail, the flag is 


in a horizontal position while the 
door is closed. 

The flag and arm are made of 
aluminum; the bracket, of steel. The 
flag is painted a bright yellow, and 
the remainder has a hammerloid 
gray baked on enamel finish. Set 
screws are included in package; no 
holes to drill. 

It is individually boxed in an at- 
tractive carton. A free display card 
comes with each dozen flags as they 
are now packed in dozen lots. Ad- 
vertising mats are available free of 
charge and envelope stuffers at a 
nominal charge. 

List price of Model 25 is 98 cents. 
For more information— 

Write in No. 685 on card, Pg, 75 


reset by holding it alongside the box 





Kesorler 


ALUMINUM BOATS 


Fasy to Sell 


The boom in boating can add important vol- 
ume for you also. Resorter Boats, one of the 
country’s leading boat manufacturers, now of- 
fers dealerships to qualified hardware retailers. 
You will have a full line of 10 diversified models, 
liberal discounts, prompt delivery, and complete 
factory cooperation. 


Resorter aluminum boats are as sensational in 
performance as they are in appearance. They’re built 
to last — with a minimum of maintenance. Write for 
details on the 1958 line—and dealership opportunities. 


Distributors and Jobbers: Resorter Boats are avail- 
able with your own brand name. Fully-protected regional 
territories are open for qualified distributors and jobbers. 


RESORTER BOATS 
A Division of Southwest Manufacturing Company 


Dept. SH, P.O. Box 2501, Little Rock, Arkansas 
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No. 1011 Screen Door Latch 


HARDWARE WEEK 


No. 25 Screen Door Latch 


No. 506 Screen Door Closer 


SPECIAL: 


Yale's Big Screen 
spectacular 


Are you fully stocked for the big Hardware Week promo- 
tions (April 24-May 3) ? Yale’s featuring screen door hard- 
ware...and offering you a reduced price. Featured items: 


@ No. 1011 Screen Door Latch—Positive latching, easy opening. 
@ Ne. 25 Screen Door Latch—New. Latch easily installed. 


@ No. 26 Screen Door Latch—New. Easy installation, beautiful 
styling. 


@ No. 27 Sereen Door Latch—New. Styling plus exterior locking. 


VYALE—REG U.S. PAT. OFF 


SOUTHERN HARDWARE for March, 1958 


@ No. 506 Screen Door Closer—Pneumatic, reversible, easy in- 
stallation. 
SAVE 10%! Order now for Hardware Week. Yale will ship 
in case lots of 30 and will bill you for only 27! Offer expires 
April 30. 


Here’s an added attraction: Also inquire about Yale’s at- 
tractive new self-selling counter display of 12 cabinet locks. 
Write: The Yale & Towne Manufacturing Company, Lock 
& Hardware Division, White Plains, N. Y. 


YALE & TOWNE 


For more information use Handy Return Card, Page 75 








DEALERS SELL 


GALS.., 
OTS.. PTS.. 
HALF PTS, 


ECONOMICAL 

NON IRRITATING 
PLEASANT ODOR 
HIGH FLASH POINT 


LONG LEVELING (NO BRUSH MARKS) 
LONG WET EDGE (NO BRUSH MARKS) 


Dealers realize greater profits through faster 


FAMOUS BRAND 


TANDROTINE 


PAINT THINNER 


turnover and higher markup. Stock TANDROTINE — today ! 





[THE ONLY Fully wbutomatie 


“LAWN SPRINKLER 


Schools 


THE TRAVELER 


Traveler walks as it waters, 
winds up hose, and stops it- 
self when finished - AUTO- 
MATICALLY! The most 
versatile sprinkler in 
America today. Roll it out 
on the lawn, attach hose, 
and turn on the water. 
Traveler does the rest — 
follows hose in any pattern 
desired. Optional Automa- 
tic Shut-Off* stops sprinkler 
when the job is finished. 
A DEMONSTRATION 
WILL SELL IT! 

Covers area of approximately 
50’ x 200’. Travels about 20’ 
per hour. 

Nothing to Pick Up, Wind 

Up, Carry or Shut Off! 


H. B. SHERMAN MANUFACTURING CO., BATTLE CREEK, MICHIGAN 


For more information use Handy Return Card, Page 75 





Broom Rake 


The new Green Thumb broom rake 
achieves very light weight and great 
flexibility along with unequalled 
strength by forming the teeth from 
continuous loops of clock-spring steel 


VU AAAS 


instead of individual pieces, accord- 
ing to The Union Fork & Hoe Co., Co- 
lumbus 15, Ohio. The loops, nested 
and securely locked in the base plate, 
cannot come loose, the company 
states. For more information — 
Write in No. 686 on card, Pg. 75 


Dixie Mower 


Special features of the 21-inch, 4- 
wheel Dixie Mower, manufactured by 
the Southland Mower Co., Selma, 
Ala., are as follows: unconditionally 
guaranteed base; ball bearing wheels 
with chrome hub caps; 3-hp Clinton 
or 2.75 hp Briggs & Stratton engine; 
“Natura-Grep” chrome plated han- 


OUTHLAND 


dles; Stand-N-Start recoil starter 
on handle; Stand-N-Stop remote en- 
gine control on handle; Dixie’s ex- 
clusive patented safety blade adap- 
ter; two specially heat treated blades 
with each mower; and a leaf mulcher 
as standard equipment. 

The mower retails for $99.95 with 
full distributor and dealer mark-up. 
It is one of the 24 models in the 
Dixie line. For more information— 

Write in No. 687 on card, Pg. 75 
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Prompt, fair claims settlement is some- 
thing most Federated Mutual policyholders 
take for granted. Often it’s one of the rea- 
sons they are Federated policyholders. For 
Federated Mutual has an outstanding repu- 
tation both for speed and for “leaning over 
backwards” in taking care of a policy- 
holder’s claims. 

It’s also in its manner of settling claims 
that Federated has enhanced its reputation 
for friendliness. Claims adjusters are 
— competent and friendly. The at- 
a ere is one of sincere helpfulness. 

ederated Mutual could not have grown 
Mas its modest beginnings over half a 
century ago to a position of leadership in 


its field without integrity. From the stone 
age to the satellite era, time has been kind 
to the man and to the firm that has ful- 
filled pees promptly and well like 
Federated Mut | 


(Photo from Popular ScrENCE MONTHLY) Fast im THE 
YELLOW PAGES 


va} - 
5 


Federated 
Mutual f 


ED- AR ASENG DIVISION 


SOUTHERN DIVISION 
1400 W. Peachtree SH. N. W. 
Altente 9 Georgie 


For more information use Handy Return Card, Page 75 


Speedy...like Federated Mutual Claims Service 


INSURANCE FOR+ BUSINESS» HOME+CAR ... Association Membership doesn’t Cost... IT PAYS? 
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(Zit !' SANDVIK “Fieldmaster” Rifle 


Using the basic design elements of 


its Model 572 “Fieldmaster” slide ac- 
33] Attra t tion 22, Remington Arms Co., Inc., 
Cts Bridgeport, Conn., has retained that 


designation in introducing a new gun, 
while offering a number of innova- 
tions. 


—e=— 


Ww v4 Angles 
’ Lightweight metals are used 


FOR PARK ATTENDANTS throughout, and the new Fieldmaster 
; Re win b- . vee mtr hop Aang 3 wees nny Sent One 
is Buckskin Tan, the other Crow-wing 
Just A Few Of The Black, and both feature stocks and 
Swifty Sales Points: fore-ends of harmonizing “Sun- 
P Grain” walnut especially checkered 
for positive handling. The stock has 
? ane he oe on a half pistol grip and a butt plate 

RE-SHARPENING grooved to prevent slipping. 
The gun has a cartridge - feeding 
© FRAME OF TOUGH SWEDISH STEEL system that utilizes a special straight 
@ SHAPED TO CUT IN HARD-TO-GET-AT feed channel in the barrel extension 
Ss T E E L ’ | N Cc . PLACES to bring the cartridge into loading po- 
@ BLADE EASY TO REPLACE ; sition, preventing shaved bullets. The 


Saw & Tool Division cross-bolt safety is located to the rear 


Trade Mark of the trigger guard. For more in- 
1702 Nevins Road, Fair Lawn, New Jersey sD ra Pica 


~ Write in No. 688 on card, Pg. 75 








JUMBO 
All steel, large ca- 
pacity (4 cu. ft.). 
Edge of press- 
formed i 


ACE 
Low-priced favor- 
ite. Lightweight. 
Handles support 
full length of 3 cu. 
ft. capacity tray. 
Baked automotive 
finish, self -lubri- 
cating bearings, 
puncture-proof tire. 


Shopmate Drill 


po TE ba A fully reversible 4%” electric drill, 
Pneumatic, semi- the Shopmate Model 520, is an- 
eaees @ steel nounced by Portable Electric Tools, 

Inc., 320 West 83rd St., Chicago 20, 
Ill. It reverses at the flick of a switch; 
has aluminum alloy die cast hous- 


QUALITY PRODUCTS 
by 


LAWN SPRAYER  SPREADERS 
a Lt pete 
ors, tetstiehden, weed USMC S3 MME Miser’ control.” Non-ex 
killers. Tank holds 3 handle. ‘Slots-in-Hop- 
| — eg WHEELBARROW MAKER mess, Hyon eating 
ive ish. 


sive pump. Baked auto- 3 IN AMERIC 


motive finish. 
--—-—= ——— 





nl 


JACKSON MFG, CO. 
Harrisburg, Pa 
i 
D) 
. 
I 
' Features include 3-jaw precision 
s LAWN ROLLERS gear chuck; Universal 115 volt AC/DC 
ee motor (rated at a full six amps); peb- 
© through high grade ble-finished handle for non-slip grip- 
LAWN and GARDEN CARTS steet érens. ; ping; removable top handle to pro- 
2 ly-built models. Low- cunded edges . ft. ' : nes S al 
i pple sy a cutting vide bape oo support for close 
Jackson Deluxe hold 4 cu. ft., & sod. Adjustable ; | aute quarter drilling. 
feature popular flat bottom, @ scrapers. The unit retails at $39.88. For more 
baked automotive finish. + : information— 
Write in No. 689 on card, Pg. 75 














AT HARDWARE STORES & GARDEN SUPPLY DEALERS 
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“% 


- emerald sparkle” > 
‘more sell in 


ILTRITE HOSE! | 


“ioee 


” . 
"Hees an? 


Both styles available 
in full range of sizes 


Gleaming, jewel-like high gloss finishes 
catch the eye. Lightweight, easy-to- 
handle. All Biltrite Vinyl Garden Hose For your many customers who demand 
are so durable they are unconditionally the special qualities of rubber . . . 
guaranteed. Far exceed standards of 
the Society of the Plastics Industry, BILTRITE RUBBER HOSE 
Inc. and bear this seal issued by the Extremely durable live rubber, reinforced 
U.S. Dept. of Commerce. All couplings with high tensile cord. Full range of 
full-flow solid brass. Bright, iene: dail ane 

multi-colored packaging makes selling 
easier, too. 





The BIG seller that makes watering easier! 


You get these extra advantages BILTRITE TRIPLE-TUBE 
@ POWERFUL MERCHANDISING HELP including free FLEXIBLE SPRINKLERS 


od mats and window streamers. Merchandising Fi t lit -_ : id 
displays and self-service racks available. a aes — 
gentile spray, always lies flat, re- 


@ SPEEDY DELIVERY to distributors from strategically versible for soaking Nickel-plated 
located warehouses. 


solid brass fittings. 





AMERICAN BILTRITE RUBBER COMPANY 
CHELSEA 50, MASS. 
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ROOFING NAILS 


The “high quality" line 
you can count on— 
FOR REPEAT SALES... 


REAL PROFITS! 
NEW! 
UMBRELLA HEADS 


(with ring or screw shank) 
FOR CORRUGATED & V-CRIMP 
ROOFING 


@Hammer away— 

nails are one-piece de- 

sign (head and shank 

made from same hard 

steel core.). 
@STORMGUARD 
treated—twice-dipped 

in molten zinc .. . 

can’t rust, stain, or 

streak . . . zinc coat- 

ing entirely compati- 

a with aluminum screw 
roofing. 

@ Lighter weight than = =_— 
lead heads... MORE ¢Spews) 
NAILSPERPOUND! _ R.-i34s 





Home Repair Kit 


The Gunver Manufacturing Co., 
Manchester, Conn., is offering a new 
Home Repair Kit which contains 32 
different items—nuts, bolts, brads, 
nails, cement, oil, faucet washers, and 
many more items needed for house- 
hold repairs and maintenance. 

Packed in a permanent plastic con- 
tainer, each item is contained in its 
own compartment. A _ transparent, 
sturdy plastic cover provides easy vis- 
ibility and quick identification. Card 





is punched so the kit can be hung 
on peg board or back of work bench. 
For more information— 

Write in No. 690 on card, Pg. 75 


Winchester 22 Rifle 


The Winchester-Western Division 
of Olin Mathieson Chemical Corp., 
460 Park Ave., New York 22, N. Y., 
introduces its Model 55 rifle as “a 
quality low-priced 22 rifle that is an 
automatic single shot.” 


A cross section of the new rifle is 
shown here to illustrate key features 
of its design. It is said to be designed 
for simplicity of operation and safe 
handling. A key feature of the gun is 
the fact that it can be used by either 
right-handed or left-handed people 
since the rifle is loaded through the 
top of the chamber. 

The Model 55 will retail for $23.95. 
For more information— 

Write in No. 691 on card, Pg. 75 











LEAD HEAD NAILS 


HEADS FIRMLY ATTACHED TO SHANKS 
COMPRESSED LEAD HEAD 
s P-223 (Barbed Shank—bright) 


+1 TMI 
POPPE TEE TO Tee ele reie le ele le iale 


< CAST LEAD HEAD 
R-144A (Ring Shank— 


STORMGUARD TREATED ... 








twice-dipped in molten zinc) 
" SEND FOR FREE HANDBOOK & SAMPLES 














; 
G4 W.H. MAZE COMPANY 


Phone 298 


For more information use Handy Return Card, Page 75 





DEPENDABLE ... 
another way 
of saying 
Rugged Robert 


Every wise customer knows that 
Rugged Robert means DEPENDA- 


BILITY 


. superior QUALITY. 


That’s because al] Rugged Robert 
products are made of the very finest 
materials under the most exacting 
specifications. 
Thousands of people always ask for 
the Rugged Robert Brand by name. 
Fast-selling Rugged Robert Prod- 
ucts include pliable, galvanized solid 


and twisted clothesline ... 


high- 


quality swing and well chain, in 
2/0 and No. 3 size, boxed and on 


spools ... 


and the smart-looking, 


fast-se]ling broom rake. 

All Rugged Robert products are 
perfectly packaged for immediate 
re-shipment. Get your share of this 
“PLUS BUSINESS today! Write or 
call us for YOUR 


supply! 


2713 North 24th St., Birmingham, Ale. 
Member, American HMerdwore Menvfacturers Association 
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STILL MORE NEW THINGS ARE HAPPENING AT 


NEW LOW PRICES ON THESE B&D SAWS 


B&D #73 ‘nn SAW 
NOW only $84.50 


Tough, with cooler-running B&D- 
built motor 25% more powerful 
than previous models. The #73 has 
the outstanding features of all 
B&D Saws, such as king-size ad- 
justments for faster, surer sawing. 
And now at a new low price! 


B&D #83 "tn SAW 
NOW only $96.50 


Completely heavy-duty with 
stronger shoe, housing; B&D-built 
motor assures users dependable 
peak performance. Picture window 
view and double guide lines insure 
line-of-cut accuracy. And now ata 
new low price! 


B&D 463 "in SAW 
$69.50 


Big, popular favorite among home- 
owners and professionals! Easily 
cuts 2x4’s at 45°! Light weight 
and perfect balance makes the #63 
easy to handle in any position. And 
years of reliable service will keep 
your customers sold on B&D Saws! 


REMEMBER: Black & Decker Saws proved too tough to beat in an in- 
dependent research laboratory’s 7-Day Saw Torture Test! Proof like this can 
make B&D Saws too tough to beat . . . in performance—in value—in sales. 


Ask your B&D Wholesaler about new things in products—in promotions—in merchandising ...at 


= Blacks Decker. 


Tewsen 4, Md. 
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World's Largest Maker of Electric Tools 


NEW CHAIN SAW 
ATTACHMENT 





B&D Chain Saw Attachment 
Cuts trees, timber, beams, 
heavy planking,stacked lum- 
ber. Cuts in any position — 
overhead, notching,etc. Heavy- 
weight performance, maximum 
versatility . . . safe, fast. Fits 
B&D #73 and #83 Saws. 


SELL THE BLACK & DECKER 
CHAIN SAW ATTACHMENT: 


BY ITSELF 
(for #73 or #83 Saw) 








@ Cast aluminum; teeth grip 
wood while cutting. 
@ Handles trees up to 18” dia. 


with B&D #73 Saw 
$129.00 


e You save $5 on this two-in- 
one saw offer. 

e Converts from saw to chain 
saw in only 10 min. 
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Wall Anchors 


As an aid to retailers, Diamond Ex- 
pansion Bolt Co., Inc., Garwood, N. J., 
is packing its entire line of Wing- 
Ding hollow wall anchors in blister 
type hang up packages. 

The anchors are housed in plastic 
blisters mounted on 342” x 4” cards. 
A die cut hole is provided at the top 


SS" ANCHORS 


of each card for peg board hook or 
rack display. A space for retail price 
imprint is provided and complete 
user instructions are printed on the 
back of each card. 


Altogether there are three sizes of 
wall anchor in the Wing-Ding line. 
One pack contains four Shorty Wing- 
Dings, the new small! size anchor, list 
price 24¢; another pack contains two 
4SL standard size Wing-Dings, list 
price 16¢; the third, two King Size 
5SL Wing-Dings, list 24¢. King Size 
Wing-Dings are carded on 5” x 3-3/8” 
stock. 

The carded anchors are shipped in 
boxes containing 25 individual blister 
packs in one anchor size. Five-inch 
peg board hooks are supplied in the 
box. For more information— 

Write in No. 692 on card, Pg. 75 


Handy Hanger 


The Handy-Hanger is introduced 
by the C. Hager & Sons Hinge Manu- 
facturing Co., St. Louis, Mo., as an 
improved version of the wall-hook, 
designed to get tools up out of the 
way. 

The Handy-Hanger projects only 
2% inches from the wall, yet sup- 
ports a jerk pressure of 1,500 pounds, 





For information on 
CATALOGS & BULLETINS 
See page 39 











the company states. It is up-ang ed to 
hold everything securely: lawn mow- 
ers, shovels, ladders, garden hose, 
tools, appliances, etc. It is cadmium 
plated steel; nails or screws to 
garage, basement, and kitchen walls 
or studs. 


Handy-Hanger is random-packed 
25 in a colorful merchandiser. Dealer 
cost is $3.00; list price, $5.00. Mer- 
chandiser, which sets up in seconds 
and fully illustrates the product’s 
uses, is free to the dealer. For more 
information— 

Write in No. 693 on card, Pg. 75 





the most 
successfully promoted 


products 
in the world.... 


MOULI 


keep your customers sold 








“e choice of aluminum, galvanoid or bronze—in 100’ rolls, 
in widths (including all Standard Widths) from 16” 
through 48” 

e unrolls flat, stays flat; won’t bulge, buckle or pucker, 


when properly secured Sy HELPERS 
e reinforced selvages provide a good body for tacking ... . g 


screening won't pull away from the molding, even where : -W 
ro groovedsn mE ROTARY GRATER 


e mesh is always uniform throughout . . . holes are clog-free 
... Wires are never snakey 

¢ finishes add lustre, increase light transmission, eliminate 
unsightly streaks and stains 
Contact the sales office nearest you, for information and prompt delivery. 


(Fl GOLD STRAND 


INSECT WIRE SCREENING 


PRODUCT OF WICKWIRE SPENCER STEEL. DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 


WICKWIRE SPENCER STEEL DIVISION— Atlanta * Boston * Buffalo - Chicago * Detroit 
New Orleans * New York * Philadelphia THE COLORADO FUEL AND IRON CORPO- 
RATION — Albuquerque * Amarillo « Billings * Boise * Butte * Denver * El Paso + Ft. Worth 
Houston * Lincoln (Neb.) * Los Angeles * Ockland + Oklahoma City * Phoenix + Portland 
Pueblo + Salt Lake City * San Francisco * San Leandro * Seattle * Spokane * Wichita 

5774 


r\ 


> 
~S 


Safest grater of them all! And 
it grates anything from “soup 
to nuts” in a fraction of the 
time by other old fashioned 
methods. Grater drum quickly 
removable for thorough clean- 
ing. Let folks know you have 
MOULI ... Display ‘em and 
watch ‘em go! 


Ouera Williou 
Sold & UertYy 
Year / 
$7 
R MOULI Manufacturing Corporation 


91 Broadway — Jersey City 6, N. J. 
Phone: HEnderson 5-7267 





92 For more information use Handy Return Card, Page 75 SOUTHERN HARDWARE for March, 1958 





Keep Cool, mister! with 


ARCTIC 
BOY 


portable water 
coolers 


@ Rugged Construction 
... good everywhere 
men work! 


Galvanized inset, hot 
dipped after forming 
for flaw-free finish! 


Large top opening, 
easy to ice, fill 
and clean. 


Send for complete 
information and 
booklet “‘Care and 
Use of Your Cooler.”’ 
Write Dept. H-42. 








Sarte Power Mower 


For a QUICK job on a smooth lawn or tough weeds you can't 
beat a SARLO Power Mower. They are precision built for 
safety and are so easy to push that even children can 
handle one. 


SARLO Power Mower has a 21! 
inch cut with a special double- 
edge blade and is powered by a 
2 hp. to 4 h.p. Engine, choice 
of Clinton or Briggs & Stratton 
motor. All moving parts have 
ball bearings. 


Write or Wire for Com- 
plete deteils. SARLO 
soles progrem with 
special cids and mer- 
chandising all add up 
to profits for you. Con- 
Jobbers- tect Arnold Serlo, Sales 
Retailers in 
the South: 
For a real 
profit and 
volume mower 
choose SARLO. 


Manufactured by 


FORT MYERS IRON WORKS 


2315 Anderson Ave. EDison 5-8341 
FORT MYERS, FLORIDA 





iat Reichl 2 ele): 
WIRE STRAINER 


EIGHT SIZES 


Many pump monufac- 
turers use Strotoflo os 
original equipment. 


STRATAFLO Foot and Check 


Bool. \ Valves end leakage troubles, save 
€. f , wear and tear on pump and save 
\ q Fon their cost in service calls. They are 

\_ VS ideal for jét-type pumps. 

- 

. — > Write for Bulletin 203 or telephone 

- <m James Tannehill, Harrison 3313 today. 
STRATAFLO PRODUCTS, INC. 


Write for Catalog Fort Wayne, Indiana 











SPORTING FUN 


Detiakter 


A complete line of the 
finest sport chairs made 
Constructed for rugged 
weor, designed for 
comfort and practical 
use. Choose Delighter 
for your sport choir 
needs. Lightweight, all 
aluminum folding 
chairs 


See your nearest declere UNIVERSAL CONVERTING CORP. 
or write 1125 B County St., New Bedford, Massachusetts 
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Capri Sprinkler housing is die cast of rustproof zinc Croquet Line 
alloy. One side has a clear plastic in- 
sert through which the action of the 
a gear can ae ae A — Restyling of all 14 models in its 
Peoria, Ill., is mounted on a sled base as been added to the gear for added Croquet line for 1958 is announced 
of cast aluminum with a bonded en- color and attention. by South Bend Toy Manufacturing 
amel finish. The runners have curved A dial controls the area of coverage Co., South Bend, Ind. 
tips to facilitate moving. The motor and pattern. With the setting on 
“Full,” an area of 35 feet x 45 feet 
can be covered with one inch of water 
in just four hours, the manufacturer 
states. With the dial set on “Right” 
“Left,” just half of the maximum lar stee] and wood 
area is covered, with the throw di- New beaded mallet heads and ball- 
rected to either side. On “Center,” the beaded handle grips are offered on 
sweep is limited to half the maximum many models in addition to new col- 
area, but the throw continues to go ors and new striping. All 8” and 9” 
on both sides of center. For more in- sets are equipped with South Bend’s 
formation— plastic-coated, automatic arches. The 
Write in No. 694 on card, Pg, 75 premium priced “Pall Mall” set fea- 


The Capri sprinkler introduced by 
L. R. Nelson Manufacturing Co., Inc., 


Many of the new sets feature golf- 
cart-type racks with larger tires and 
rubber-tipped handles. The racks are 
constructed with gunmetal-blue tubu- 





for Free Literature 





TUCKER OUTDOOR FURNITURE 


CAMP STOOLS 


Rugged hardwood frame. Heavy canvas cover, 
plain or striped. Sells by the dozens! Ideal for 
camping, picnics—hundreds of utility uses 
ONLY Write for cotalog and prices 


, | ~ 
ladies New PAINT MIXER CH! o\corctes cuaie = 


It's MIXIT, the revolutionary mixer designed to f 7 Attractive, high quality utility chair for indoor 
avoid SPLASH and SPLATTER. Mixes paint thor- or outdoor use. Hardwood frame finished in 
natural varnish or white paint. Seat and back 


oughly — evenly. Mixit fits any Hand Power Drill made from extra heavy canvas. Available in 
red, green, yellow or blue, olive drab or khaki 
Call your wholesaler, or write direct for catalog Ww ‘ , 4 ; 
and price list of other famous Gunver products rite for catalog and prices. 


FT. SMITH, 


Tucker Duck & Rubber Co. ark 














ASK FOR 
. W. R. C. Smith Publishing Co. [) New 
Viener =F Department SH-38 
4 806 Peachtree St., N.E. [) Renewel 


Metals g Atlanta 8, Georgia 


For Over 50 Years 
A Dependable Nome in = j Please enter my subscription to SOUTHERN HARDWARE for 3 


Morale years. 


Bar and Wire Solder — Babbitts “er 
Metals of all Descriptions 








a Position 


YMAN IENER & £ Sons P. O. Box or 


+ + d No. 
For details write: Street an - 


Dept. H. P.O. Box 573 
Richmond 5, Virginia 1 Send bill for $2.00 C1 Enclosed find $2.00 


City State 




















MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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tures heavy-duty plastic coated ar- 
ches, wooden arch sockets, extra long 
mallet handles and rubber-tipped, 
chrome-ferruled mallet heads. Rock 
maple is used in balls and mallet 
heads; all playing parts are finish- 


ed in durable enamels, covered with 
two coats of outdoor spar varnish. 
Retail prices range from $5.00 to 
$35. Catalog sheets are available up- 
on request. For more information— 
Write in No. 695 on card, Pg. 75 


Oklahoma Convention 
(Continued from page 33) 


W. G. (Bill) Mashaw, trade re- 
lations director for the NRHA, dis- 
cussed retailing practices and na- 
tional association services and 
management helps available. 

Third speaker was Elmer Wheel- 
er, Dallas, Texas, sales consultant, 
who coined the phrase, “Sell the 
Sizzle Instead of the Steak.” 

Aaron Gritzmaker, executive di- 
rector, secretary and treasurer of 
the association, said in his report 
that because of membership de- 
mand, the past year saw the in- 
itiation of three new state associa- 
tion services. These are a col'ection 
service, group life insurance and a 
correspondence course for hard- 
ware sales personnel. 

Without a dissenting vote, the 
convention adopted a _ resolution 
calling for a $5 increase in annual 
dues and introduced by President 
Baker. He said rising costs made 
necessary an advance from $20 to 
$25 for individual stores and an in- 
crease from $25 to $30 for dual 
members. 

One of the social functions was 


Thie attractive, sturdy counter display 
for all types disposable Vacuum Cleaner 
Bags 

@ Constant ‘'silent salesman" 

@ Keeps begs clean and visible 

@ Builds repeat profits 

Carries all top e cleaner bag 
Helps keep easy 

Keeps bags frest 


3 Pkgs. of each—21 pkgs. in all to fit! 


PBS G. F. Cannister $21 Retail 
PB6G Eureka Cannister Value 
a hl te _ | YOUR COST 


rma Le $995 


PB4 Lewyt 
fo.b. N. ¥ 


PBi2 Ur rsa Je 
PBi2 Hoover 63, 614 
634, 14 
YOUR PROFIT $11.05 
, a . . “ 
VIKING Supply Co. 
Mfre. & Dietbra. of Replacement Vacuum 
Cleaner Parte 
82-20 Eliot Ave —Middle Village 79, N. Y 
Write for FREE CATALOG of 
Vacuum Cleaner Parts 























They're asking for them; 
Be sure YOU have them... 


MANN’‘S 
Rapid GARDEN TOOLS 


Ae EDGE TOOL Co. 
Lewistown 2, Pennsylvania 


. 
Rapid-Ho “ee 
a forged steel dual-purpose 
hoe; 2-inch maottock biade 
and 4-inch hoe biode; 48- 
inch pick-type ash hondle. 
Wt. 40 oz. 


Rapid-Till . * « 
a rugged-but-light cultivator, 
3 fast-working tines and mat- 
tock blade; every gordener 
needs it; weighs only 32 oz. 
with 48-inch ash hondle. 


RapiDigger-48 .. . 
a long-hondie speedster at 
garden work, combines trowel 
(digger) blade and 2-inch 
mattock. 48-inch handle 
model, 34 oz. 


RapiDigger-15 .. . 
same tool head as above but 
with 15-inch Weatherproof® 


hickory handle; wt. 22 oz. 
Smartly pockaged, | to a box. 


48-inch handle models std. pkg., 
6 solid or 2 of each. All retail 
about $3. 


THEY’RE ALL 
LIFETIME GUARANTEED! 


MANN 
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I. a satisfying feeling to sell 
your customer an item, and to 


know that you are doing him a 
real service in selling him that 


item, 


Toilaflex is that kind of product. 
It is the most effective, powerful 
plunger ever developed. It looks 
it, too, and sells on sight. 


Bie lie > ¢ 
Toilet QUID Plunger 


The Plunger They 
Ask for By Name 


By the makers of 
Water Master tank balls. 


For more information use Handy Return Card, Page 75 








a 10:30 a.m. coffee and entertain- 
ment for ladies attending. Principal 
social event was the annual ban- 
quet, followed by a floor show and 


“FOR 
IMME DIATE 


DELIVERY!” 


Tapatco 


HORSE COLLAR PADS amare " 


Outlook Bright for ‘58 
Texas Dealers Toid 
(Continued from page 37) 


A second Texas association of- 
ficer spoke in terms similar to 
those used by President Payne, 
“The pad with the rust-proof recommending that the golden 

sitet rule be adopted in business. He 
was B. O. Goldthorn, farm equip- 


Ta patdo ment dealer of Alice, whose ad- 
~ bee me eetece os om ane dress followed his advancement 

from first vice-president to presi- 
TRACTOR SEAT CUSHIONS dent of the association. After dis- 
cussing associations and conven- 
tions, he said he would “like to 
get back to the Golden Rule and 
how we are going to follow it in 
our business.” He urged members 
of the association to apply that 
rule to one another. 

Other speakers were John Mor- 
ley, foreign correspondent and Dr. ‘o} am i a ae Ae) 4 
William H. Alexander, Oklahoma 
City pastor and nationally recog- WIRE 
nized inspirational speaker. NEWARK 365 
ATLAS SCREW & SPECIALTY CO., INC. 


450 BROOME STREET, NEW YORK 13, N. Y. 
PLANT: MIAMI, FLA. PHONE: NE 5-2597 


For every work horse and mule. 








For every tractor and farm 
implement seat. 


See your jobber or write us. 





PHONE 
© WRITE © wo 6-0600 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 











CLASSIFIED 














MIXES IN COLD WATER! 


SALESMAN WANTED 


CONSUMERS 


The Robeson Cutlery Company, makers 
of a complete nationally advertised line of 
cutlery products, is interested in a quali- 


fied salesman now contacting hardware 





**Choice For Quality The 
World Over For 70 Years’’ 


RITESIZE SPRAYER 


2 GAL. COMPRESSED AIR 


“The ‘ladies’ favorite.’’ 
Dome top welded tank. 
16” curved brass exten- 
sion. Light weight. Extra 
long, 5 ft. hose and ad- 
justable nozzle enables 
user to spray trees, gar- 
dens or flowers with no 
effort. Long or short 
distance spray Brass 
pump. Good seller. High- 
ly popular. 


Complete line of sprayers and dusters. 
Many Other Styles and Sizes 


D.B. SMITH & CO. 


428 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 
Canadian Rep. G. lL. Cohoon 
1265 Stanley S$t., Montreal 2, Caoneda 


and sporting goods stores in Louisiana 
and Mississippi. Commission basis. Could 
carry one other line. Send complete de 
tails to Sales Manager, Robeson Cutlery 


Co., Inc., Perry, New York. 








MANUFACTURER'S 
REPRESENTATIVES WANTED 
Due to increasing sales, nationally known 
hardware manufacturer must expand sales 
force. Products nationally advertised 
Territories open throughout the United 
States Excellent commission arrange- 
ments. Please forward full details of 
your operation, who you represent and 
lines carried, in first ietter to: GUNVER 
MANUFACTURING COMPANY, 234 
Hartford Road, Manchester, Connecticut 




















FOR SALE 


For Sale Hardware Business in 
Downtown Birmingham. Establish- 
ed 45 years. Owner retiring on 
account of illness. Stock and fix- 
tures, $10,000. Reply to Box 709, 
SOUTHERN HARDWARE, 806 
Peachtree St., N. E., Atlanta 8, 
Georgia. 





For more information use Handy Return Card, Page 75 


PATCHING 
PLASTER 


«--for cracks, holes 


Patching 
Plaster 


end general repair 





Famous for 
QUICK SALES 
because it... 
1. Needs no sizing. 
. Mixes white in cold water. 
Knits quickly to old plaster. 
. Will not check or shrink. 
Does not peel or crack. 


@ Available in 1, 2% and 5 Ib. cartons; 
2, 5, 10, 15 and 50 Ib. paper bags; 100 
and 300 Ib. drums. 














—— a 
ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 


CONSUMERS GLUE CO. 


StS N. HADLEY ST $T. LOUIS 6. MO 
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ANOTHER KEY TO GREATER PROFITS FOR IH DEALERS! 


“ 


Tee te \ 


New leader of the 35 hp class—tThe International 330 Utility! The Farmall® 
450 and Cub® Lo-Boy®, “Mutt and Jeff” of the IH line, are sketched below. 


WIDEST POWER CHOICE ON WHEELS 


brings more prospects... more profits to IH dealers! 


Today, only International Harvester dealers can offer farmers 
such a full measure of money-saving efficiency in farm power. 
For only IH dealers can package farm power in so many ways! 

A tractor prospect can in effect choose from hundreds of 
*‘models”. IH wheel tractors are stair-stepped from 10.75 to 
67.5 belt hp size. There’s a choice of engines—gasoline, LP 
Gas, distillate, or diesel. There’s a choice of job-matched trac- 
tor designs—row-crop, Utility, Hi-Clear, Hi-Utility, standard- 
tread, and Rice Special. And dozens of feature options like 
Torque Amplifier, power steering, and interchangeable front 
wheel equipment let a prospect write his own specifications. 

This freedom to custom-tailor IH power makes it easy for a 
farmer to choose an IH tractor which can outwork and outearn 
bigger, more costly “‘will-fit’’ models. And this perfect effi- 
ciency, which makes every farmer a good prospect, gives IH 
dealers another important sales advantage that paves the way 
to top profits! 
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—BUSINESS BRIEFS— 


Check Your Business Costs 


How does your cost of doing business compare with 
that of the farm supply stores—those firms which ob- 
tain 60% of their income from sales of such products 
as feeds, hay, grain, fertilizer, seed, farm tools, hard- 
ware and other farm supplies. A recent survey con- 
ducted by Dun & Bradstreet disclosed that net sales 
for the typical farm supply store in 1956 amounted to 
$168,260. Gross margin averaged 15.9% with total ex- 
pense amounting to 14.4% of net sales. Net profit be- 
fore taxes, but before owners’ drawings were deduct- 
ed, averaged 1.5% of net sales—a net profit of 8.0 
on the owners’ investment. Owners took 4.2% of net 
sales in salaries. Together with net profits this gave 
them a return of $9,591 for the year. Employee wages 
amounted to 4.8%, while occupancy expense averaged 
1.6%. On the average 0.5% was spent for advertising, 
0.1% was lost through bad debts. Delivery expense 
cost 1.0% and depreciation on equipment other than 
delivery equipment added 0.7% to total expense. In- 
ventory turnover averaged 14.2 times per year 


> 
Better Equipment for the Future 


The assurance of increasingly better farm machin- 
ery and equipment for the future was given recently 
by Allis-Chalmers president, R. S. Stevenson, in an 
address to delegates to the 43rd annual “Farmers’ 
Week” at Michigan State University. Stevenson said 
that it is not uncommon for a good farm equipment 
concern to spend anywhere from two and one-half to 
five percent of the sales income dollar on engineering, 
research, and development. Farm machines of the fu- 
ture, he said, will be better, more useful, more easily 
handled and versatile—‘“the kind that will be needed 
to accept the challenge of the next 25 years.” With a 
probable population of 250 million 25 years from now, 
the A-C executive doubted that there could be any 
agricultural surpluses despite technological advances 


FEMA Management Clinic 


A “Proble Clinic” and “Brainstorming” session 
will be feature events during the concentrated two- 
day Spring Management Clinic to be held by the Farm 
Equipment Manufacturers Association in Chicago, 
March 12-13. Featured speaker Car] Hill, Jr., general 
manager of Connally Implement Supply Co., Ama- 
rillo, Texas, will discuss his firm’s use of an available 
financing program, while W. R. Noble, Washington 
D. C. trade association representative, will give a re- 
port on the Curtis Bill for tax relief of small business 
Sam Shapiro will conduct a “problem clinic” and will 
demonstrate the “brainstorming” technique 
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> Farm Income 


Farmers’ realized net income in the year just past was probably a little 
under the 12.1 billion dollars received in 1956. Prices received by 
farmers averaged about 3% above '56. Livestock prices and those received 
for dairy products were up, but crop prices were down 2% as the result 

of record output and large carryover stocks. 


>» Commodity Highlights 


Marketings of cotton were much smaller in the last half of 1957 than a year 
earlier because of a smaller crop and delayed harvesting due to unfavor- 
able weather . .. as the result of poor quality, cash receipts from cotton 
in the last half of 1957 totaled about a fourth below a year earlier... on 
a total acreage about a sixth larger than was seeded for last year's crop 
winter wheat developed well in December . . . production of winter potatoes 
is forecast at 5,690,000 hundredweight, 16% below 1957, but 51% above 

the 1949-56 average . . . the supply of rice in the marketing year 1957-58 
will be about 63.5 million cwt., smallest in the past three years. 


> Government Payments 


Expenditures scheduled for agricultural programs in 1958-59 total 416 billion 
dollars, down 300 million from 1957-58. Expenditures for the Soil Bank 
are scheduled to increase about 50 million dollars to 756 million in 1958-59. 


> Factory Shipments 


Reports by manufacturers in January indicated that October shipments of farm 
machinery and equipment including tractors were 3% above September and 23% 
above October 1956. 


> Farm Prices Received, Paid 


The Index of prices received by farmers increased two percent during the month 
ended in mid-January. Higher prices for commercial vegetables and meat 
animals accounted for the increase. Meanwhile, the index of prices paid 

by farmers increased nearly one percent to a new all-time high. 


> Sales Outlook 


An optimistic appraisal of future sales was made recently by Merritt D. Hill, 
Ford Tractor’s general manager. He predicted that his company's sales of 
tractors and equipment "will hold steady at the improved level which was 
attained in 1957." Hill's optimism was based on the end of drought in many 
regions, a slight rise in farm income and an awareness by farmers that 


"more efficient production machinery is their best solution to the cost-price 
squeeze," 
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ALLIS-CHALMERS PLANTERS 
key to better stands and higher yields 
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Highest crop yields require fertile soil and good seed . . . 
a thoroughly prepared seedbed and careful cultivation. 
But these factors alone are not enough . . . seed must be 
properly planted, at the right time. oe. : 

. : F These agile planters handle and transport easily. Seed and 

The Planter is the real key to high plant population _fertijizer hoppers are low for easy filling. 

of corn, cotton, beans and sorghum row crops. And 
Allis-Chalmers planters excel in accurate placement of 
seed and fertilizer, in precise seed drop at modern 
tractor speeds, in simplicity needed for dependable 
operation. These tractor-mounted planters make every 
seed count for maximum yields: 













Available as 2 or 4-row equipment, with choice of three styles 
of seed hoppers, two kinds of fertilizer hoppers. 






r 










. » + Short, straight seed drop means no bunching or bouncing when 
drilling, no skipping or scattering when hill-dropping. 


.-+ Clean, simple design eliminates weight, bother and cost of 
unnecessary parts. 


..+ Close-coupled nting with SNAP-COUPLER hitch means lift 


and turn on a minimum of land, straighter row ends, smaller head- 
lands, and more crop planted between fences. 





























Whatever the row crop, Allis-Chalmers dealers enjoy 
a selling advantage, and their customers produce more 
profitably ... with a planter built by Allis-Chalmers. 









ALUS-CHALMERS, FARM EQUIPMENT DIVISION, MILWAUKEE 1, WISCONSIN 


ALLIS-CHALMERS <0 


Engineering in Action means more work per dollar 






NEWS HIGHLIGHTS 


Henderson Retires 
from Allis-Chalmers 


R. H. S. “YANK” Henderson re- 
cently retired from Allis-Chalmers 
Manufacturing Co. after 45 years 
of service. Born at Indian Head, 
Saskatchewan, Canada, he started 
with the old Rumley Co. at Winne- 
peg and came to the Dallas branch 
of Allis-Chalmers in 1935, serving 
as assistant branch manager. 

Henderson is a past president of 
the Dallas Hardware and Imple- 
ment Club and is known through- 
out Texas for his interest in Soil 
Conservation work. 


* 


Oliver Reports Increase 
in Farm Equipment Sales 


AN INCREASE in The Oliver 
Corp.’s sales of farm equipment in 
the United States and Canada dur- 
ing the 1957 fiscal year, and con- 
tinuation of this improvement in 
the first two months of the 1958 
fiscal year which began Novem- 
ber 1, was reported recently by 
Alva W. Phelps, chairman of the 
board and president. 

“The increase in sales of farm 
equipment is particularly en- 
couraging,” Phelps said, “since it 
indicates improvement in_ the 
largest segment of the company’s 
business, which had been in a 
downward cycle since the Korean 
War. 

“Farm income in 1958 is ex- 
pected to increase slightly above 
1957. The long drought in some 
parts of the United States ended 
in 1957, and good moisture condi- 
tions are now general throughout 
the United States and Canada. The 
1957 harvest of crops was good. As 
a result, it is believed that farm 
equipment sales in 1958 will in- 
crease over 1957.” 

Oliver’s farm equipment sales in 
the United States and Canada 
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Oliver's Atlanta Branch 
Wins Sales Award 


A. F. Hedrick, manager of 
The Oliver Corp.’s Atlanta 
branch office, has reason to be 
a mite proud. During the recent 
showing of his company’s new 
line of tractors and equipment 
in Albany, Ga., Mr. Hedrick 
and his staff were awarded the 
1957 Sales Plaque. 

This is an award made an- 
nually by Oliver to the branch 
office having the best sales per- 
formance for the year. 











totaled $65,230,393 in 1957, an in- 
crease of $3,809,150, or 6.2% over 
1956. 

In the 1957 fiscal year, Oliver 
had net earnings of $608,454, on 
total sales of $101,678,450. This 
compares with 1956 earnings of 
$1,921,381 on total sales of $107,- 
857,381. 


MM Elects Officers 
and Nine Directors 


THE SHAREHOLDERS of Minne- 
apolis-Moline Co. at their annual 
meeting at Hopkins, Minn., elected 
the following nine _ directors: 
Arthur S. Bowes, business con- 
sultant, Chicago; J. Russell Dun- 
can, president, Minneapolis-Mo- 
line; William H. Garbade, presi- 
dent, the Crescent Corp., Tulsa, 
Okla.; Arnold M. Johnson, vice- 
chairman of the board and presi- 
dent, Automatic Canteen Co. of 
America, Chicago; J. Patrick Lan- 
nan, chairman of the board, H. M. 
Byllesby & Co., Chicago; W. H. 
Mac Farlane, vice-president - ad- 
ministration, Minneapolis-Moline; 
E. S. Reddig, president, White 
Sewing Machine Co., Cleveland; 
Alexander Rittmaster, president 
and Robert Rittmaster, vice-presi- 
dent, Rittmaster & Co., Inc., New 
York. 

The board of directors at a 
meeting following the sharehold- 

(Continued on page 113) 


New Officers of Mid-South Association 


New officers of the Mid-South Farm Equipment Association, elected at the 16th 

annual convention held recently in Memphis, Tennessee, are Walter May, Jr., 

center, of Memphis, president; Oscar Melton, left, Trumann, Ark., first vice-presi- 

dent; and E. B. Bohannon, of Athens, Tenn., second vice-president. The convention 

attracted a record registration of 561 dealers, their wives, and factory repre- 
sentatives from five states 
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For the Edna Equipment Co., Edna, Tex- 
as, land-levelers have become a source 
of extra profit, and an aid in selling 
major machinery. Manager H. L. Gless 
actually finds it difficult keeping them 
in stock because of their popularity 
among Texas rice farmers. At right, 
Gless finds himself minus a sample land- 
plane and sells a prospect on the 
equipment by pointing out the tool's ad- 
vantages as outlined in a merchandis- 
ing leaflet supplied by the manufacturer 


tween fertilizing and leveling his 
land, he'll find it pays to omit 


fertilizer and level his land,’’ Gless 
declares 

The most practical way to start 
a profitable land plane business, 
this company has found, is to sell 
by demonstration. The Gless broth- 


ers are fortunate to have a farm 
ad | e e near Edna, where they can demon- 
strate what a land plane can do fo! 


Land-Leveler Sales 


the rice farmer in particula! 

The first leveler they purchased 
was delivered directly to the farm 
They experimented with it until 
other farmers began dropping 
around to watch, encouraged, of 
course, by Gless 


By Ruel McDaniel 


ene have turned out 
to be more than a mere side- 
line for Edna Equipment Co. of 
Edna, Texas. They have developed 
into a machinery line that not only 
produces extra profit but aids in 
the sale of major machinery. 

The company has sold about 40 
units and, according to H. L. Gless, 
manager, the market locally has 
been sold about 95 percent. Gless 
and his brother, W. A, Gless, also 
operate farm equipment stores in 
Richmond and Eagle Lake, Texas. 

A land-leveler is a “natural” for 
comparatively level country where 
there is considerable irrigation; but 
there also is a use for the leveler 
in areas where there is no irriga- 
tion, Gless believes. 

Edna is the center of an import- 


ant rice industry. The flat terrain 
lends itself naturally to irrigation. 

“The first question that pops in- 
to a prospect’s mind,” Gless ex- 
plained, “is why should he buy a 
leveler when his land already is 
level. The answer to that is that 
no land is completely flat. As level 
as our country appears, every farm 
has rough knots and knolls scat- 
tered around. These should be 
evened off and the entire strip be- 
tween terraces leveled, for best ir- 
rigation results—if the farmer ir- 
rigates. If not, then leveling helps 
the land to hold more moisture and 
distribute it evenly when it rains.” 

He defines a land plane as the 
most important piece of equip- 
ment a farmer can buy. 

“If a farmer must choose be- 


Certain that the equipment was 
needed locally, the company man- 
agers stocked several more units; 
but seldom were any on hand long 
enough for store display. Farmers 
kept buying as fast as they could 
be stocked 

“When we had enough on hand 
to exert any real sales effort,” 
Gless explained, “we made it a 
point to try to sell a unit in a 
neighborhood where none had been 
previously sold, It was our early 
experience that every time we 
placed a leveler on a farm some- 
what isolated from others where 
we had made neighbors 
would come over and watch it 
work, Other sales resulted. Every 
customer was—and still is—an ex- 

(Continued on page 118) 


sales, 


No “tall tale" from Texas is this dealer who profit- 
ably merchandises land-levelers to level-land farmers 
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His Selective Selling 


creates larger farm equipment market 


By C. Lorentzson 


1X-Byrp Co., of Monroe, Ga., 

has combined a “rifle-shoot- 
ing” technique for selling farm 
equipment with an automobile 
sideline to weather the storm of a 
depressed farm picture, maintain 
a substantial sales volume, keep 
his mechanics busy, and make 
maximum use of his service depart- 
ment. 

One of Monroe’s most aggressive 
farm equipment dealers, H. J. Hix, 
co-owner of the farm equipment- 
automobile dealership, has expe- 
rienced a 15% drop in farm equip- 
ment volume from the 65% total 
volume he once had. However, he 
feels that he gets his share of new 
sales because of his selective sell- 
ing technique. 

“The Soil Bank is practically 
eliminating cotton farming around 
Monroe,” he pointed out. “In addi- 
tion, the weather last year dropped 
the grade of our cotton to a low 
standard, and most of the farmers 





“Rifle-shooting™ sales techniques give H. J. Hix rapid farm equipment turnover. 
Above, he points out grain drill feature to Henry F. Smith, his service manager 


had to sell their cotton at 20c a 

pound, rather than at the 35c they 

had hoped to get. 
“Notwithstanding 


these draw- 


backs, I’m getting what I feel is 
my share of the business. Last fall 
and spring, we had a fairly good 
season for tractors, harrows, and 
cultivating equipment. This fall, 
rotary mowers for trimming pas- 
tures and cleaning-up spots were 
good sellers, as were lime and fer- 
tilizer distributors for grain and 
permanent pastures,” he continued. 

“Many farmers are still getting 
by with old equipment, so our 
spare parts sales are going strong. 
Our customers these days are using 
as many replacement items as they 
can to keep going without having 
to invest in new equipment; but 

(Continued on page 118) 


At far left, Smith removes distributor 
cover from new-used tractor, bought at 
nearby demonstration farm. Merchan- 
dising this equipment to farmers at 
great savings results in sure-fire sales. 
Jack Hix, left, inspects bolt bin in 
firm's spare parts section, where quick 
turnover occurs due to farmers’ desire 
to keep old equipment in operation 
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A Texas Welcome 


for The FEI 


Production and Marketing department 
holds Winter Meeting in Dallas 


EAR THE end of a one-day either too hot or too cold, too West resulted from the highly 
Dallas meeting on January wet or too dry, or that we optimistic report of one panel- 
24 of the Production and Mar- should move West.” ist—highly optimistic by con 
keting department of the Farm Morgan, who is president of trast with other reports 
Equipment Institute, and fol- the Inter-American Corp., had The optimist was C. R. Hunt, 
lowing an afternoon in which reference specifically to re- Western regional sales manage! 
six speakers had reviewed 1957 views of 1957 by a Texas agri- for The Oliver Corp. In glow- 
and made their forecasts fo1 cultural economist and _ five ing terms, he described pros- 
1958, Chairman Harold W. Mor- from within the industry on a pects of farm equipment sales in 
gan commented: panel with the subject West and Northwest states, esti- 
“If I were to attempt to sum- dustry Outlook.” His refer mating by areas that increases 


marize, I would say that it was to the advisability of moving n sales will range from 10 to 


George Kelly, Il, left, Chairman of the FEI's executive committee and president 
of Kelly Plow Co., Longview, welcomes back to Texas on one of his many 
appecrances, R. S. Stevenson, FE! president and president of Allis-Chalmers 


SOUTHERN FARM EQUIPMENT for March, 1958 





as high as a solid 20 percent. 

“If we equal 1957, this business 
has slipped backward,” he said. 

“We are influenced by the trac- 
tor replacement market—tractors 
that were sold between 1945 and 
1950. I see no reason in this or any 
other year to take a pessimistic 
viewpoint of the biggest business 
in the world, which is farming.” 

On the basic rate of population 
increase, he projected population 
figures as far ahead as 1975 and 
said: “What we need is more ef- 
ficient farm equipment, so the 
farmer can produce more food in 
less time at less expense.” 

First panelist to address the 
convention was J. H. Shiner, vice- 
president of marketing for Massey- 
Harris-Ferguson, Ltd. He spoke for 
Canada. 

“In Canada the industry closed 
1957 at a low ebb,” he said, “as 
moisture conditions brought retail 
activity practically to a_ halt. 
Through 1957 the industry en- 
joyed a pretty good income in 
Canada, but we are at a loss for 
an explanation of that fact, con- 
sidering adverse conditions. It 
couldn’t have been the loan pro- 
gram, on which the cap was $3,000 
and the average loan $1,000. 


Same Dollar Volume 


“The general conclusion is that 
we see nothing to indicate an in- 
crease and it is the consensus that 
the industry will hold about the 
same dollar volume for 1958.” 

For the Northeastern states, W. 
J. Klein sees “about the same in- 
dustry net income in 1958 as in 
1957.” He is vice-president of 
Allis-Chalmers. 

Klein pointed out that although 
12 percent of cash farm receipts go 
to Northeastern states farmers, 
much of the area was hard hit by 
drought. 

“There is such a diversity of 
products that it is difficult to draw 
conclusions,” he added. However, 
a new high for dairy products is 
expected for 1958, higher vege- 
table production is indicated, fruit 
production will be up with aver- 
age weather. 

“Real estate values continue 
up,” he said, “in spite of the fact 
that the most significant develop- 
ment was the drought.” 

James H. Willson, advanced by 
election from vice chairman to 
chairman, was present, but could 
not appear to deliver his panel 
statement due to a throat condi- 
tion. He is president of the Athens 
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SPEAKERS APPRAISE ‘58 OUTLOOK 





Dr. Tyrus R. Timm 


Plow Co., Athens, Tennessee. 

His summary was delivered by 
LeGrande D. Kelly, executive 
vice-president of the Harriman 
Manufacturing Co. In the election, 
Kelly was picked from the execu- 
tive committee and advanced to 
the office of secretary. Willson’s 
report as read by Kelly indicated 
for Southeastern states: 

In some areas the farm equip- 
ment dealer has partially lost his 
identity by supplementing heavy 
lines with outboard motors, small 
appliances and shelf items. Ten- 
dency of the implement dealer to 
reduce inventory persists, despite 
very low levels and a good re- 
placement market for tractors. 
Generally, the Southeast should 
do better in 1958 as a whole, but 
demand early in the year will 
roughly approximate 1957, “which 
was not a good year.” 

For Central states, J. Russell 
Duncan, president of the Minne- 
apolis-Moline Co., considers the 
first half of 1958 somewhat per- 
plexing, but expects conditions to 
improve by Labor Day “or that 
month.” He said he had talked 
with 1,200 dealers throughout the 
nation and that most of them are 
optimistic. Although °58 should 
end up as a good business year, the 
first and second quarters do not 
now look too bright. 

“In the matter of a sales fore- 
cast,” he continued, “the outlook 
is very favorable, the general feel- 


ing is one of guarded optimism. 
Financing will be one of the major 
problems in selling farm equip- 
ment as the cash position of many 
farmers has suffered. Many think 
*58 will be as good as °57, I be- 
lieve it looks better.” 

Although Chairman Morgan in- 
vited questions for panelists, there 
was none. However, R. S. Steven- 
son, president of FEI, accepted an 
invitation to comment. He is also 
president of Allis-Chalmers. 

He complimented Chairman 
Morgan on the “high caliber of the 
meeting content,” then referred to 
one chart used, pointing out: 

“The net farm income would 
have been better if we had done a 
better sales job. The farmer is in 
a cost-price squeeze and his only 
hope is to tool out his labor costs. 

“As brought out, there is no 
such thing as an average. This 
kind of climate that we face for 
58 is evidently a healthy one and 
58 results can possibly be as good 
as we want to make them, and 
have the determination to make 
them.” 


Afternoon Program 


First on the afternoon program 
had been Dr. Tyrus R. Timm, head 
of the agricultural economics de- 
partment of Texas A. & M. Doctor 
Timm said privately that “until 
this week, every time I made a 
talk I had to devote 15 minutes to 
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F. H. Wiley 


an explanation of the coaching 
Situation at A. & M. I am glad we 
have a coach.” 

He showed seven slides, mainly 
because slides are expected, he 
explained, and on one commented 
that he believes non-farm income 
of farmers is grossly underesti- 
mated. Other slides dealt largely 
with basic farm statistics and 
Doctor Timm said: 

“These slides mean to me that 
with all the assistance the farmer 
receives, we haven't yet figured 
out how to make the farmer 
prosper from farming in peace 
time.” 

He reported that one of his 
students produced as good a fore- 
cast as he has heard: “The outlook 
for ’58 appears to be about like 
the outcome for ’57.” But the 
doctor clouded this somewhat with 
qualifications. He went on: 


Continued Competition 


“T'd draw a straight (horizontal) 
line and say the situation we face 
generally in 58 will be about the 
same we faced in ’57 on the aver- 
age. You might put a dotted line 
just above the straight line as 
there is some possibility we might 
see a 5 to 6 percent increase in 58 
over ’57, but I wouldn’t bet on it. 

“We are entering a period when 
nobody knows whether this thing 
will level out or we will get in 
trouble. We (economists) have a 
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1. Toline 


sad, sad history of telling you 
when the basic trend will turn up 
or down. But it could be that if 
income generally drops in the next 
few years, we may see very little 
drop in farm income. Jewelry, 
color TV and such items will lose 
far more than agriculture. 

“I have talked with a lot of 
farm people and they have decided 
they have got to make a decision 
to stay on the farm or get out. If 


R. W. Wilson 


they stay, it means reorganization, 
going into debt, getting real com- 
petitive. 

“Government costs can change 
very little. We estimate price sup- 
ports will stay about where they 
are. There is nothing more perma- 
nent that I know of than a tem- 
porary agency in government.” 

Doctor Timm had charted six 
prime subjects which he _ then 
dealt with individually 


Shown above looking over display of farm safety editorial items are H. W. 
Morgan, retiring chairman; LeGrande D. Kelly, newly-elected secretary and 
James H. Willson, new chairman of the Production and Marketing department 
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Participating in panel discussion are, left to right, J. H. Shiner, W. J. Klein, LeGrande 


Commercialization — “Agricul- 
ture is changing so fast we’ve got 
to look at the organization out- 
look. I don’t think we will move in- 
to corporation farming, but com- 
mercial farming is growing. (You 
can double the size of a farm and 
increase the profits, but triple it 
and profits fall off.) We will see 
bigger farms and more _ invest- 
ment. You can answer for your- 
selves if you want to spend money 
on research, but equipment will 
play a big part.” He told of a farm 
meeting uninterested in a hybrid 
discussion, but asking for 15 per- 
cent more efficiency in farm equip- 
ment. 

Migration — “Migration will 
continue. People are leaving farms 
twice as fast as they were five 
years ago. However, Texas farm 
population has actually increased 
in the last three years.” 


Part-Time Farmers 


Part-timers — “We will have 
more part-time farmers in the fu- 
ture.” 

Vertigration — “We have 
several variations of integration, 
so I prefer to call this vertigration. 
Linking the production and mar- 
keting functions (of farms) to- 
gether.” 

Interests — “Farm organizations 
will get stronger and stronger. We 
will have a new type of coopera- 
tive. It will be a bargaining co- 
operative.” 

Government — “We will have 
evolutionary changes, rather than 
revolutionary changes in govern- 
ment programs. We will have a lot 
more inflation.” 

In the morning session, dele- 
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and Chairman Morgan 


gates were welcomed on behalf of 
their hosts, members of the Dallas 
Hardware and Implement Club, by 
the club president, E. E. Bost. He 
is Southwestern sales representa- 
tive for the B. F. Goodrich Co. 

First scheduled speaker was F. 
H. Wiley, with a thorough discus- 
sion entitled, “Cutting Costs in 
Factory Materials Handling.” 
Wiley is general supervisor of ma- 
terial handling research for Inter- 
national Harvester Co. 


Toline Speaks 


B. I. Toline discussed, ““What the 
Industry’s Public Relations Pro- 
gram Means to Manufacturers and 
Dealers.” He is chairman of the 
FEI advisory council, director of 
advertising for Deere & Co., and 
spent a number of years in the 
Dallas Deere branch. 

Toline said it is difficult to write 
an exact definition of public rela- 
tions, but if stated simply, its pur- 
pose is to make friends and gain 
good will for a company or an in- 
dustry. 

“Any industry which progresses 
and develops as quickly as the 
farm equipment industry has in 
the past 25 or 30 years,” he said, 
“has difficulty in keeping the pub- 
lic properly informed to the ex- 
tent that it can make friends and 
gain good will in all segments of 
the public. In this I include gov- 
ernment officials, bankers, in- 
vestors, educators and others, in 
addition to those directly engaged 
in agriculture, who buy our prod- 
ucts.” 

Tracing FEI work in the PR 
field, Toline identified as an out- 
standing accomplishment of last 


D. Kelly, C. R. Hunt, J. Russell Duncan, 


year, production of the film strip, 
“Partners in Profit.”” He called on 
R. W. Wilson, sales promotion 
manager of the John Deere Dallas 
branch and secretary of the Dallas 
Hardware and Implement Club, to 
show the film, and discuss “Deal- 
er District (soil conservation) Pro- 
gram as a Sales Tool.” 

Wilson traced the dealer district 
program in Texas from organiza- 
tion in Dallas of a state steering 
committee in 1954. Over four 
years, awards were won by soil 
conservation supervisors and farm 
equipment dealers for conserva- 
tion accomplishments as follows: 
1954, two supervisors and eight 
dealers; 1955, seven supervisors 
and 13 dealers; 1956, six super- 
visors and 56 dealers; 1957, 10 
supervisors and eight dealers. 


Selling Tool 


Wilson termed the film strip 
“one of the finest selling tools we 
now have” and “a real challenge 
to each of us.” 

Toline then returned to the 
podium and asked: “What do you 
think would happen if the 18,000 
retail dealers in farm equipment 
would contact 18,000 farmers and 
discuss, intelligently, the ways 
and means in which these farmers 
could make their farm operations 
more profitable through good soil 
conservation practices? 

“Well, that contact alone would 
gladden the hearts of a good many 
sales managers at least, because it 
is virtually impossible to call on a 
farmer without finding out some- 
thing he ought to have.” 

He said that illustrated one of 
the goals of public relations. 
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News Highlights 


(Continued from page 106) 


ers meeting elected the following 
officers: J. Russell Duncan, presi- 
dent; Wayne H. Mac Farlane, vice- 
president - administration; Stacy 
L. Angle, vice-president and 
treasurer; Donald C. Steinhelber, 
secretary; William F. Foss, con- 
troller. 
© 


Current MM Export Sales 
Reported Ahead of 1957 


EXPORT SALES of farm machinery 
reported by Minneapolis-Moline 
for the first three months of its 
1958 fiscal year are “well ahead 
of sales for the first six months of 
1957,” according to Philip W. 
Mortimer, the firm’s director of 
international operations. Orders 
now being shipped amount to ap- 
proximately three million dollars 


€ 


Karr Retires as A-C 
Sales Promotion Head 


CHARLES N. KArR retired Decem- 
ber 31, 1957 as sales promotion 
manager of the Tractor Group, 
Allis-Chalmers Manufacturing Co., 
Milwaukee, a position he has held 
since 1945. Karr became associated 
with Allis-Chalmers in 1919 when 
he joined an Allis-Chalmers dis- 
tributor. Later he served as a 
blockman and then as a branch 
manager. 

eo 


Dodson Named MM 
Parts Manager 


GEORGE D. Dopson, western re- 
gional manager, Los Angeles, has 
been named parts manager of 
Minneapolis-Moline with head- 
quarters at Hopkins, Minn., ac- 
cording to Matt Carroll, general 
sales manager. 

Dodson was born in Sherman, 
Texas, and joined Minneapolis- 
Moline in 1930 at the Dallas 
branch office, becoming office man- 
ager in 1934. He headed the Dallas 
MM retail store from 1938 until 
1943, when he began travelling a 
large Texas sales territory. He 
was named assistant manager of 
the Dallas branch in 1946, and in 
1952 organized the Amarillo 
branch. He was appointed man- 
ager of the MM retail stores de- 
partment in 1956 and named 
western regional manager in 1957. 





BALANCED 10 PREVENT FATIGUE 
Only LOMBARD offers 


BALANCED Chain Saw. 
DESIGN 


PREVENTS FATIGUE 


CUTS MORE TIMBER WITH 
LESS EFFORT 


TRUE BALANCE WITH NEC- 
ESSARY WEIGHT IN THE 
PROPER PLACES 


‘13 = 
od 


: OVER 6 HORSEPOWER — 
D-64 SUPER 6 UNQUESTIONABLY THE FINEST 
DIRECT DRIVE SAW ON THE 

MARKET TODAY. 


Cuts in all positions 
Air filter of extreme size for 
largest possible capacity 

® Heavy duty oversize clutch 
Convenient manually oper 
ated oiling device at rear 
handle bar 
No vibration — operates 
smoothly 
No chain movement kick 


WRITE FOR INFORMATION ABOUT LOMBARD’'S COMPLETE 
LINE OF CHAIN SAWS — PRICES START AS LOW AS $159.50 


LOMBARD GOVERNOR CORP. 


ASHLAND, MASSACHUSETTS 
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Visiting dealers watch as the new 550 is put through its paces in a field demonstration 


Oliver Shows the New Line 


OLIVER Corp. dealers and cus- 
tomers from throughout the five- 
state area served by the Atlanta 
branch got a first-hand look at the 
company’s new line of tractors at 
a formal presentation in Albany, 
Ga., January 24-25. 

Despite some unfavorable 
weather, more than 125 persons 
attended the two-day event which 
was held in the Exchange Club 
building at the fair grounds with 
adjacent land used for demonstra- 
tions of the new machinery line. 

For the first time, visitors saw 
Oliver’s new tractors—the Super 
44, 550, 770, 880, 950, 990 GM, and 
995 Lugmatic. The 995 is said to 
be the first and only tractor over 
60 hp to be equipped with torque 
converter. Additionally, guests al- 
so had the opportunity to inspect 
the company’s new 60 Twine and 
60 Wire balers, semi-mounted 3 
and 4 bottom plows, new 90 and 
110 bushel spreaders, new corn 
combine and field sprayer. 

The two-day event was under 
the direction of Atlanta Branch 
Manager A. F. Hedrick and his 
staff. Also on hand were C. A. 
Hart, Oliver’s agricultural sales 


On “Dealer Day,” the first day of the 
meeting, visitors had an opportunity to 
inspect closely the 880 and 550, two 
of the seven new tractors in the line 
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manager; H. L. Johnson, eastern 
regional sales manager; and R. L. 


Dinnsen, advertising and _ sales 


promotion manager for the com- 
pany. 
In addition, representatives from 
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the company’s several manufac- 
turing plants were in attendance 
and introduced to visiting dealers 
and customers the various new 
tools and equipment manufactured 
in their respective plants. 

The second day’s program (Sat- 
urday, January 25) was given over 
to field demonstrations of the vari- 
ous new tractors and equipment. 

During the course of the meet- 
ing, Mr. Hedrick and the staff of 
the Atlanta branch were pre- 
sented with the 1957 Sales Plaque, 
an award made annually to the 
branch office with the best sales 
performance for the year. 


+ 


Oliver Presents Six New 
Models in Tractor Line 


IN ITS 1958 LINE of wheel type 
tractors, the Oliver Corp. offers 
six models to choose from, each 
adapted in its power range to mul- 
tiple uses in agriculture. Straight- 
line syling in body design and a 
combination of meadow green and 
clover white in paint colors also 
are distinctively new. 

The model designations, listed in 
sequence from highest to lowest 
power ratings, are the 995, 990, 950, 
880 (shown), 770, and 550. Three 
kinds of engines—gasoline, full 
diesel, and LP-gas—are available. 


Features 


Outstanding in general useful- 
ness are Oliver’s new 4-5 plow 880 
and 3-4 plow 770 models. Improve- 
ments in the 6-cylinder engines 
have boosted the 880’s drawbar 
horsepower into the 50’s and in- 
creased the 770’s pulling power in 
like proportion. The efficiency of 
both models is enhanced with 
Power-Booster Drive, which gives 
12 forward speeds, and Power- 
Traction Hitch, which delivers 
more power by shifting more 
weight on the tractor’s rear wheels. 
Other applications of mechanical 
power to reduce the operator's 
work load include Powerjuster rear 
wheels, which eliminate manual 
labor in tread spacing, and full- 
time power steering. 

In its improved 2-3 plow 550 
model, Oliver states that it has de- 
veloped a varied usefulness that 
pays off on a farm of any size. 
Especially economical and versatile 
on choring tasks and row crop till- 
age, the light-duty model never- 
theless has the power and rugged- 
ness for fill-in, tough-pull jobs. 

The 995 GM Lugmatic, powered 


Oliver's Model 880 is a 4-5 plow tractor 


by a 3-cylinder, 2-cycle GM diesel 
engine, is the most powerful unit 
in Oliver’s 1958 line. The Lug- 
matic unit, an Oliver exclusive, 
adjusts power output automatically 
and gives smooth, full-engine PTO 
power, independently controlled. 
The special unit is said to add at 
least 35 percent more lugging 
horsepower to the tractor’s stand- 
ard 6-plow pull capacity 

The 990, powered by a 3-cylin- 
der, 2-cycle GM diesel engine, 
handles 6-bottom plowing under 
ordinary conditions with satisfac- 
tory ease and efficiency, the com- 
pany states. In the 5-6 plow class, 
Oliver offers its 950 model, 
equipped with a 6-cylinder engine, 
either gasoline or diesel. 

As a safety measure, Oliver’s 
1958 tractors are equipped with a 


starting switch that allows motor 


starting, with the flick of a key, 
only when the clutch is disengaged 
For operating comfort there’s a 
form-fitting rubber spring seat as 
standard equipment. It is adjust- 
able for weight and leg length 


o 


Dearborn Motors Credit 
Corp. Changes Name 


DEARBORN Motors Credit Corp., 
a wholly owned subsidiary of 
Commercial Credit Co., Baltimore, 
announced the change of its name 
January 1 to Commercial Credit 
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Equipment Corp. A. N. Willis, 
president, stated that the new 
name better identifies the organi- 
zation with the parent company 
and also better describes its func- 
tion as a sales finance company 
specializing in the financing of 
production equipment 


+ 


IH Catalog Features 
New Truck Models 


AN EIGHT-PAGE, full-color cata- 
log describing and illustrating six 
heavy - duty International all- 
wheel-drive truck models of cab- 
forward design has been issued by 
the motor truck division of Inter- 
national Harvester Co 

Included are the 
drive International models AC-170 
(4x4) and AC-180 (4x4) with 
GVW ratings of 18,000 and 20,000 
pounds respectively, and four six- 
wheel-drive International models 
in the ACF-170(6x6) and ACF- 
180 (6x6) series with GVW rat- 
ings from 22,000 to 33,000 pounds 
All units described in the catalog 
are available with either gasoline 
or LPG engines 

Catalog may 
writing Consumer Relations De- 
partment, International Harveste1 
Co., 180 N. Michigan Ave., Chicago 
1, Ill., and requesting form CR- 
205-G 


four-wheel- 


be obtained by 
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PROFIT 





FOR DEALERS 


MASSEY -FERCUSON 


+ 2, Ae - 
MASSEY-FERGUSON NO.3 BALER 


for the family-size farm. A sell-out last year. 


LEAF GUARD DESIGN. Gentle pick-up, enclosed body and short travel babies the hay. 
Handles heavy windrows ... picks up clean. 

TROUBLE-FREE KNOTTER. Positive tieing action. Quick, accurate timing. Dust-free 
location on top of baler. 


LOW AND COMPACT. Less than 8 ft. wide. 4-ft. floating pick-up. Handy Storage Bales. 
14” x 18” in 31” or 37” lengths. 


SEALED BEARINGS. Need only seasonal inspection. Saves valuable time. 


MASSEY-FERGUSON DYNA-BALANCE MOWERS. Rear-mounted and 
side-mounted models. No pitman to wear out. Mow up to 30° 
faster without destructive vibration or excess bearing wear. Cutter 
bar operates at any angle. 


MASSEY-FERGUSON SIDE DELIVERY RAKES. Fully mounted or pull 
type. Move hay less than half the distance of conventional-type 
rakes. Handle leaves gently even at speeds up to 8 mph. 


This outstanding hay making equipment plus the complete line of 
M-F farm implements offers Massey-Ferguson dealers greater 
profit opportunity in 1958 than ever before. 
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NEW centratizep parTs SERVICE SAVES TIME 
FOR M-F DEALERS, KEEPS CUSTOMERS SATISFIED 


The new M-F Parts Program includes Master 
Parts Warehouse and strategically placed De- 
pots, Centralized Inventory Control System 
and new, up-to-date parts handling in every 
phase of operation. 

This means immediate, on-the-spot parts 
service farmers appreciate. It also cuts down 
inventories, reduces storage space require- 
ments ... and M-F dealers can now order 
parts throughout the year to insure rapid 
turnover and field availability and also 
spread out payments. 

This is just one factor of the all-new Massey- 
Ferguson dealer franchise that starts with a 
line of over 100 outstanding farm machines, 
including tractors with the famous Ferguson 
System, world’s most famous combines and 
profit-making grassland equipment (some of 
which is pictured at left). 

This line is backed by advertising that is 
fresh, new and different and aggressive retail 
promotions with lots of down-to-earth selling 
punch... both of which are already bringing 
more interested farmers to M-F dealers. 


To help close sales, M-F dealers can offer 
their prospects a choice of not one... but 
three retail finance plans that make it easy 
for a farmer to buy what he needs. . . when he 
needs it, and to pay for it on a plan that fits 
his situation best. 

And what about the profit picture? M-F 
dealers have a new, most liberal trade dis- 
count on all equipment, implements and parts 
...agraduated volume bonus that really pays 
off on all equipment, implements and parts 
...@ generous performance bonus for every 
dealer in addition to the volume bonus... 
special terms on ‘‘demonstrator’’ machines 
... new floor planning with no down payment. 
Put it all together (and we’ve only covered 
some of the highlights here) and it adds up to 
this: M-F dealers have greater profit oppor- 
tunities in 1958 than they ever dreamed 
possible! 

If you want to learn more about this new 
and exciting set-up, a phone call is all it takes. 
Just phone the branch nearest you and say 
you want to talk to the Branch Manager. 


sowie MASSEY - FERGUSON 


Massey-Harris-Ferguson Inc., Racine, Wisconsin 


World’s most famous combines and the only tractors with the Ferguson System 


BRANCH ADORESSES 


CALIFORNIA 


OWA 
314 S. Aurora Street 4525 E. 14th Street 


NEBRASKA OREGON 


700 S. 72nd Street 8303 N.E. Killingsworth 


Stockton 8, California 
COLORADO 

5000 My 3 Bivd 

Denver 16, Colorado 
GEORGIA 


4800 Peachtree Industria! Bivd. 
Chamblee, Georgia 


IDAHO 
2200 N. Main Street 
Pocatello, idaho 
ILLINOIS 
1400 East Linn Avenue 
Springfield, IIlinois 
INDIANA 
6143 Brookville Road 
Indianapolis 19, Indiana 


Des Moines, lowa 


KANSAS 
2850 Fairfax Road 
Kansas City 15, Kansas 


MARYLAND 
York and Timonium Roads 
Timonium, Maryland 
MICHIGAN 
919 Filley Street 
Lansing, Michigan 
MINNESOTA 
802 St. Louis Street 
Hopkins, Minnesota 
MISSISSIPPI 
Van Winkle Subdivision 
Jackson, Mississippi 
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Omaha 8, Nebraska 


NEW YORK 
316 S. Warren Avenue 
Syracuse, New York 


NORTH CAROLINA 
1610 North Tryon Street 
Charlotte, North Carolina 


NORTH DAKOTA 
3110 West Main 
Fargo, North Dakota 


OHIO 
1165 Kinnear Road 
Columbus 8, Ohio 
OKLAHOMA 
3920 N.W. 39th Street 
Oklahoma City 12, Oklahoma 


Portland 20, Oregon 


TENNESSEE 
1332 Louisiana Street 
Memphis, Tennessee 
Oman Street—Acklen Park 
Nashville. Tennessee 
TEXAS 
6219 Peeler Street 
Dallas 9, Texas 


WISCONSIN 
1717 Taylor Avenue 
Racine, Wisconsin 





Land-Leveler Sales 
Multiply the Net 


(Continued from page 107) 


cellent unpaid demonstrator for 


ui 

Today, the company seldom has 
a new unit on the floor to show a 
prospect. But that does not pre- 
vent sales suggestions to farmers 
who come in and are not already 
land plane owners. Gless keeps a 
supply of folders and broadsides 
handy which feature the unit. 
When he sees a prospect in the 
store, he gives him an initial sales 


talk by using these advertising 
pieces (if there is not a unit on dis- 


play). 


This usually arouses the pros- 
pect’s interest. Then, if Gless does 
not know where the prospect lives, 
he finds out, and he gives him the 
names of farmers near him who are 
using the units, asking him to go 


by and watch them work. 


Frequently he takes the prospect 
in his car and drives out to his own 


farm to demonstrate the unit. 


“If a man is a real prospect, he 
can’t resist a practical demonstra- 
“particularly 
when we can show him with grow- 


tion,” Gless said, 





Stock... display... sell 


HERSCHEL PARTS available to fit 
ALL MAKES of mowers and combines 


MANUFACTURING CO., INCORPORATED 





Lift your sights! When you promote a full 
line of Herschel Parts you talk repairs to all 
owners of mowers, combines, forage har- 
vesters and swathers . . . regardless of make, 
you make the salel 

Get ready for a year of heavy cutting. 
The year 1958 will show a continuing 
demand for knives, sections and related 
parts. It pays to show your customers that 
cutter bars must be kept in true-running con- 
dition for best cutting service and longer 
mower life. 

Remember above all that you sell Her- 
schel Parts with confidence . . . because 
Herschel accuracy and quality are the 
result of 71 years experience and engineer- 
ing achievement. Herschel is universally 
recognized as America’s first name in cut- 
ting parts for farm machinery. Check your 
stock .. . order NOW ior 1958 requirements. 





ing crops the results of leveling.” 

Although the company modestly 
advertises, the most direct way to 
sell levelers is by actual contact 
with prospects, both in the store 
and on their own farms—and by 
demonstrations wherever and 
whenever possible. 

“If we didn’t have a farm on 
which to demonstrate the unit,” 
Gless went on, “and if I wanted to 
get in this land plane selling, I 
would order one and make ar- 
rangements with some successful 
and well-liked farmer to level 
some of his land, then get all the 
neighboring farmers I could to 
come out and watch me. I might 
even give a barbecue to get them 
out.” 

Although he estimates that his 
company and others have saturated 
about 95 per cent of the local 
market, there still is, and will con- 
tinue to be, a profitable market, 
Gless believes. Some owners of 
larger farms now find they need 
two units instead of one; others 
find that they need the larger 
model. The first units sold in the 
area are beginning to wear out 
and are about ready for replace- 
ment. 

“We have not been confronted in 
the past with any trade-in prob- 
lem,” Gless said, “but the possibili- 
ty is present now, and we’re ready 
for it. We are going to take in the 
old units, work them over, and sell 
them to smaller farmers who, here- 
tofore, could not afford new mod- 
els. And we believe we can do it 
and still make a normal profit on 
the sale of the used unit. Besides, 
taking it in helps to sell more new 
models.” 

Although the company has con- 
centrated largely on selling level- 
ers to rice farmers, several sales 
have been made to farmers who 
plant row crops. There is no reason 
why they are not excellent pros- 
pects, Gless says. Any land that is 
terraced, even if it is not irrigated, 
can be made more productive by 
leveling, he declares. That means 
that any farmer interested in 
maintaining or building his soil 
fertility can use a leveler profit- 
ably—and profitably for the farm 
equipment dealer, too. 


. 


Selective Selling Creates 
Farm Equipment Market 


(Continued from page 108) 


even so, some of them are being 
forced to buy new items because 
their stuff is just worn out,” Hix 
went on. 
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“We sold eight or ten new-used 
tractors we bought last year from 
our manufacturer’s nearby dem- 
onstration farm to farmers who 
couldn’t resist the savings offered 
on these models. Such equipment 
has been run on the demonstration 
farm for a relatively short time. 
The company puts on test tubeless 
tires during work-outs, so when 
we buy the tractor, we get it with 
new tires all around. This, plus 
reduced price, is irresistible to 
farmers whose equipment is about 
gone,” explained Hix. 

“Most dealers are hurt in off- 
season trading now. With no great 
urgency to buy equipment, the 
farmer must be strongly sold be- 
fore he’ll buy. That’s why we em- 
phasized ‘rifle-shooting’ for sales. 
By this, I mean keeping up with 
specific trends in the local market 
and gearing our sales effort to take 
advantage of them,” he said. 

“For example, the farmer is now 
turning his acreage into the Soil 
Bank and many more acres are be- 
ing put into hay. By keeping our 
eyes on this development, we have 
been able to sell a good many piec- 
es of haying equipment, including 
hay-balers. 

“Some corn is still being plant- 


ed, so I stocked a corn picker to 
show prospects. We sold several of 
these.”’ 

Hix continued: 

“With some building going on, 
I’ve approached several contrac- 
tors and sold them crawler tractors 
for use with their grading and 
other construction work. 

“My son, Jack, and I visit the 
farmers during the heavy seasons 
and get a pretty good line on what 
they need or may need in the fu- 
ture. With times fairly hard for the 
farmer, the only technique for sell- 
ing which can be successful is to 
approach him with a specific pro- 
posal in mind, one which you know 
will appeal to his needs. 

“This doesn’t mean we do no cold 
canvassing, for we do. It means we 
have a better chance for a sale if 
we have a specific need in mind 
for the farmer when we go out,” 
he explained. 

Hix has had seventeen years ex- 
perience in the automobile busi- 
ness; consequently, he finds it ad- 
vantageous to take on an automo- 
bile dealership. He is able to take 
double advantage of his service 
shop this way. When the farm 
equipment business slows down, he 
turns his attention to automobile 


sales to fill the gap. 

“We always keep a number of 
used cars taken in on trades, to 
sell farmers,” Hix continued, “The 
tenant farmer likes a popularly- 
priced car, ranging from $300 to 
$800 dollars, which is usually 
bought for cash or financed 
through the bank. This year, these 
used car sales have been very slow, 
probably due to bad weather and 
other set-backs of the past season 


“Automobiles and farm equip- 
ment actually are a good combina- 
tion,” Hix commented, “In spring 
and fall when the farmer is hard 
at work, we concentrate on farm 
equipment and related sales. When 
this slows down, we pitch in and 
work hard on selling new and used 
cars. 

“We keep six mechanics busy in 
the service department,” he said, 
“usually three for automobile re- 
pairs and three for farm equip- 
ment. However, they teach each 
other the fine points of servicing 
both types of equipment, and I can 
use any number of men I need, de- 
pending upon the jam in the shop. 
With this combination, I have a lot 
less trouble keeping my good me- 
chanics during off-seasons.” 





ig 


in the S 


and a great line of allied farm tools 


Show today’s farmer how he can save time and 
money and still increase his crop yield—and you've 
got yourself a sale! That's why the Corson Mulcher 
is such a sure-fire profit builder. Corson’s special 
demonstration sales plan does a quick, convincing 
selling job. You're backed up with a substantial, 


sales-producing advertising program. 


For more sales—more profits—get the facts on the 
Corson Line of farm-tested and proven implements 


and accessories. 


Corson Mulcher—Quickly produces clean, weed-free seedbeds that 


trap and hold moisture by 





nothing to repair. 


Distributors and Dealers 


Inquiries Invited. 
For Full Information 





Corson Tractor- 


Pressure Harrow Mount Seedmaster 


Other Profit-Building Corson Items Include: TRACTOR SEAT 
CUSHIONS «SAFETY COUPLING PINS+FORK LIFTS>+ 
RUNNER GUARDS « MULTI-LUBE UNITS « CULTI-LEVELERS 


Corson Tractor 
Wheel Weights 


— Gasoen 


2165 N. Sherman Drive 
Indianapolis 18, Indiana 


| 
i 
| 
Mail Thes Coupon Today : 
| 
! 
i 
| 
| 
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working soil down—never up. Simple, rugged, 
ses = — ee PE ee em eee 


Send to: JOHN T. EVERETT & CO. 
Exclusive Southern Sales Agent 
P. O. Box 8047 + 35 S. Cooper Street 
Memphis 4, Tenn 


on the 


Please send me the 
Corson Line 


complete 


story 


NAME TITLE 


COMPANY 


ADDRESS = —E 


cITy ZON £.......$T A T Ee 
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NEW EQUIPMENT 3 


Deere Offers Versatile 
Forage Box—Spreader 


JOHN DEERE announces the new 
self-unloading forage box attach- 
ment for the John Deere Model 
“N” PTO manure spreader, mak- 
ing the spreader a double-duty 
performer at less than half the 
cost of a_ single-purpose forage 
wagon. 

With the versatile outfit, the 
company states that feeders can 
unload chopped material from the 
side into feed bunks and from the 
side and rear into blowers, ele- 
vator hoppers, trench and bunker 
silos, The forage box attachment 
may be ordered with or without 
bunk-feeding attachment for side 
delivery. 

The company points out that in 
adapting the spreader to a self- 
unloading forage wagon, two men 
can attach the forage box attach- 
ment, including the bunk-feeding 
attachment, in less than one hour, 
once the basic spreader is set up. 

A single control, within easy 
reach of the operator on the tractor 
seat, provides two speeds for the 
apron conveyor to match unloading 
to the job. The spreader’s main 
conveyor, beaters, and the cross 
conveyor are all driven from the 
tractor power take-off. 


Sd 


New Holland Spreader Has 
Speedy Clean-Out Device 


A NEW clean-out system that 
helps farmers empty a manure 
spreader more thoroughly while it 
continues to throw out a uniform 
pattern is introduced by New Hol- 
land Machine Co., New Holland, 
Pa. 


120 


The high-speed mechanism that 
increases apron speed from 10 to 
111 feet per minute is a feature 
of New Holland’s new Mode! 221 
P.T.O. Spreader. When the end of 
the load is reached, the new device 
zips the remaining manure out of 
the 100-bushel box at high speed. 

A pull on the cable control, with- 
in easy reach of the operator, puts 
the clean-out into action. A spring- 
loaded clutch at the end of the 
main beater shaft throws the apron 
into direct drive. Both the beaters 
and widespread paddles continue 
to operate, spreading the manure 
uniformly. 


7 


New Rotavator Tillers 
Offered for IH Cubs 


A ROTARY TILLER attachment to 
mount on the International Har- 
vester Farmall Cub and Cub Lo- 
Boy tractors is introduced by the 
Howard Rotavator Co., Arlington 
Heights, Il. 

The new L28 Rotavator offers 
a wide range of uses including 


weed control, seedbed preparation, 
turning-in cover crops on farms, 
nurseries and estates, and also for 
golf courses, parks, sports arenas, 
schools, and state and city institu- 
tions. 

The model L28 Howard Rota- 
vator mounts on the tractor fast 
hitch, power to the rotor being 
supplied by a Blood Brothers uni- 
versal drive taken from the trac- 
tor power take-off 


The Rotavator tills a swath 28 
inches wide, being offset to the 
right so that the right hand trac- 
tor wheel track is obliterated dur- 
ing tilling. The rotor is equipped 
with 24 Rotavater self-sharpening 
hoe-like blades. 

Positive depth control, down to 
six inches, depending on working 
conditions, is provided by both a 
depth control wheel and a back 
shield, both adjustable. 

The rotary tiller consists of only 
40 parts, and spare parts are read- 
ily available. The machine is man- 
ufactured in U., S. A. 
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Henry Introduces New 
Industrial Equipment 


FEATURED IN the new line of in- 
dustrial equipment announced by 
Henry Manufacturing Co., Topeka, 
Kansas, are the L600 Loader and 
the Mark II Backhoe. 

The loader is 
tractor to provide greater visibility 
for the operator at al] times. Op- 


mounted to the 


erating with 24-inch bore double- 
acting lift and bucket cylinders 
with 12-inch chromed rods and 
lower pressure of 1250 p.s.i. for 
longer, trouble-free operating life, 
the Henry L600 Loader offers up 
to 20 degrees of bucket rollback, 
a 58 degree bucket dump, and a 
height of dump of nine feet at 40 
degree dump 


With a rated capacity of 1500 


pounds to full height, and a break- 
away capacity of 3000 pounds, the 
loader can dig uur inches below 
depth with a reach up to three 
feet ahead of the unit at 40 degree 
dump. The dump 
wire-mesh, reusable, line-type oil 
filter which can be cleaned con- 
veniently without the need to drain 
the oil reservoir 

Capable of digging to a depth of 
1242 feet, with a loading height of 
812 feet, the new Henry Mark II 
Backhoe is said to dig at any angle 
within a 200 degree arc of swing 
It also offers a continuous swing of 
200 degrees and faster, smoother: 
control 


also contain 


Operating at a pressure of 1500 
p.s.i., the backhoe has crowd, buck- 
et, and swing cylinders of 34-inch 
bore with 2-inch chromed rods, and 
a boom cylinder of four inches bore 
with a 2-inch chromed rod. Indi- 
vidual controls also operate the hy- 
draulic outriggers. The boom has 
been designed and constructed to 
enclose the boom cylinder and hy- 
draulic hoses Another feature 
pointed out by the company is the 
backhoe’s fast detach characteris- 


tic, leaving tractor free for other 


WOrkK 





WHITAKER curtine parts 
for rotary blade and sickle bar mowers 


If it’s for Combines, Garden Tractors, 
Harvesters, Rotary Power Mowers or 
Tractor Mowers, you can always de- 
pend on top quality and prompt ship- 


WHITAKER Rotary Mower Blades 


e@ Cutting edges carefully ground—not merely sheared. 
@ Electronically heat treated high carbon special steel. 
@ 60% of all mower manufacturers use Whitaker Blades. 


Whitaker’s electronically heat treated edges stay sharp longer 
—stand more use and abuse. Precision grinding gives better 
balance than blades with sheared or forged edges. And 
Whitaker’s special heat treatment produces a tougher, 


safer blade. 


ment from Whitaker 


one of the 


largest manufacturers of both orig- 
inal and replacement cutting parts. 


E-Z OUT GUARDS 











@ Replace Ledger Plates without disturbing Cutter Bar assembly. 
@ No rivets, bolts or springs required. 


@ /nterchange with present Guards. 


THE WHITAKER MANUFACTURING CO. 


5719 W. 65th ST. 
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John Deere Equipment 


Makes Hay 
the One. an Way 














¢ 1 


FE en 08 tres 


Leevolutionary Bate Lyector Attachment 
Loads Wagons Automatically. .. 





Elevator and Barn Bate Conveyor 
Store Bales Automatically / 


Once upon a time farmers were dependent upon 
extra help for hay making. One man couldn’t 
handle the job alone. He could mow, condition, and 
rake—but he couldn’t handle the baling and storing 
job on his own. Others had to load the bales on the 
wagon or pick them up from the field. Others had 
to lift and stack the bales in the stéfling heat-and 
dust of the mow. 

So, John Deere engineers said, “‘We’ll make 
haying a one-man job. We’ll eliminate the baling 
crew except for the tractor driver. We'll eliminate 
the men in the mow—the tractor driver can store 
his own hay as he brings it from the field.” 

And, they did it! Now haying is a one-man job, 
thanks to the revolutionary John Deere Bale Ejec- 
tor Attachment for John Deere 14-T and 214-T 








Twine-Tie Balers . . . thanks to the John Deere 
Elevator and Barn Bale Conveyor. Every hay 
grower who feeds his hay profits in time and labor 
saved .. . in better crops in the barn. 

The exclusive One-Man Way of Making Hay 
is another reason why the John Deere dealer fran- 
chise is the most valued in the industry. 


JOHN DEERE 


MOLINE, ILL. 


y { TONS {7 Di i sie e's i Crrou 7 


: 9 7 . “ 
fOoT Joni Deere farm Kaquipmen 
P| | 


Nr 
j 





The New Red Brand 


ror-he-lalal-t-li-ten 


KEYSTONE STEEL 





an extra 


2° 
Seles 5 
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roll sign... 


rere} eo) ol-)aa el-r-islalomi-leler—) 


BRAND 


& WIRE COMPANY °* PEORIA, ILLINOIS 


selling aid for you! 


the Famous RED BRAND fence, recognized for years by 
° the top red wire, now carries another mark of quality — 
only fence line a metal RED BRAND sign. It’s a new and special fea- 
that sells on sight! ture designed to help you get still more customers and 
faster sales. It teams up with the widely-known 
RED BRAND to let everyone know the best fence on 
sight! Now, every roll you sell will add another local 
poster to help you sell still more. 


This display, firmly attached to the woven wire, is 
putting the name of RED BRAND out front—on 
highways, on roads, in stores. Your customers will be 
seeing this sign on RED BRAND fence on farms 
throughout your territory. They’ll be seeing it on rolls 
of RED BRAND fence in your place of business. 


Farmers know the name of RED BRAND means extra 
value. They’re learning the facts about this long-last- 
ing fence through Keystone advertising in leading 
farm publications and over radio and television. 


See your RED BRAND salesman soon to learn how 
RED BRAND promotions benefit you. 


KEYSTONE STEEL & WIRE COMPANY °* PEORIA 7, ILLINOIS 
RED BRAND® Fence - RED BRAND® Barbed Wire - Bale Tie « RED TOP® Steel Posts + Nails + Keyline Poultry Netting 
Ornamental Fence + Non-Climbable Fence + Gates + Keymesh® + Keycorner + Keybead «+ Keywall 
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ROTARY MOWERS * HAMMERMILL TYPE 
SHREDDERS * TRENCH SILAGE LOADERS 


The World's Most Complete 
Line of Tractor Operated 
Mowing Equipment 


S$ U he - M A . T W Advanced design, rugged construction, 


superior performance CLINCHES EXTRA 
SALES FOR YOU— 


NEW sun-MaAstr TRENSLIG LOADER 


(Patent Pending) 
This amazing new implement quickly xds ALL 
TYPES silage from trench silo into feed waa 
truck. It is the result of 3 years engineering 
testing. There is a huge demand for the TRENSLIG 
>ader. Get the facts today. Write ne tor 
illustrated folder and low price. 


SUN-MASTR HAMMERMILL TYPE T 72 


Trailer Model with universal draw bar 
Advanced engineering features. SHRED 
and Stubble —all kinds, cotton 
MOWS grasses and weeds. CUTS vine 


table tops — many other uses. 


SUN-MASTR HD-260 


Trailer Model Rotary with Universal draw bar hitch 
for any tractor. Cuts 60 inch swath. Ball bearing 
jack for quick easy height adjustment. Extra sturdy 
40 H.P. Gear Box, Blood Bros., Drive Shaft with 
exclusive design friction type slip clutch. 
ing, double edge, spring steel blades. 


and models for all tractors. 


SUN-MASTR KUB-KLIPPER 


The popular Kub-Klipper, 46 inch Rotary, giv 
performance under all conditions. Many ex 
patent features make it a fast seller. Mode 
Farmall Cub, International Cub LO-BOY, A-C 

& "'B’, M-H Pony and Pacer. Also trailer model 
for other small tractors. 


and 


wina 


Free 
Other size 


More Than 50 Models of Mowers 
from Which to Choose Including: 
ROTARIES ranging in size from 42" to 114" 


REEL GANG MOWERS —57!/." to 118" 
HAMMERMILL type — 48"— 60"— 72" 


Including 22 models of mowers for the Farmall Cub and Lo-Boy 


Manufactured b 
Sunflower iodusivion Inc rey nt 
. . Leading Wholesale Implement Distributors throughout the U.S.A. Write — 
Olathe, Kansas Phone —or Wire for complete catalog and name of your distributor. 
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=... Cemper 


PRE-CUT PACKAGED CHAIN 


. available two ways— 
by the box or in this 
new Merchandiser. 


*Trademark 


Here’s a completely new way to merchandise chain. This 
new eye-catching unit with a complete stock of Proof Coil 
Chain takes up only one square foot of counter or floor 
space. It’s an ideal starting stock, just the popular sizes 
and lengths: *%" and 4" chain in 10’, 15’ and 20’ lengths; 
and 5%" chain in 10’ and 15’ lengths. 


Start selling Campbell “Blue Temper” Chain in the new Merchan- 
diser. Call your Campbell distributor or write direct for details. 





LOOK AT THE SALES FEATURES OF 
CAMPBELL “Blue Temper” CHAIN 


@ Rich Blue Color—tempered right into the chain » Pre- 
Cut to eliminate measuring and cutting ¢ Pre-Packaged 
for self-service, attractive display and convenient storage 
e Load Rated safe working load limit clearly shown on 
every package »« “Measure Mark’’ Chain, marked every 
5’ and color-coded in 50’ and 100’ lengths »« Labeled for 
instant identification of grade, size, price » Clean, no 
dirty hands or clothing. 


CAMPBELL CHAIN Comsany 


York, Pa.—W. Burlington, lowa 
CHAIN E. Cambridge, Mass. — Seattle, Wash. — Portland, Ore. 
Sacramento, San Francisco, Los Angeles, Calif. 


CAMPBELL 
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HELPFUL LITERATURE 


Henke Manufacturing Co., Colum- 
bus, Neb., has literature available 
covering its Columbus heavy duty 
roller mills. The line consists of three 
models: trailer, truck mounted, and 
stationary; four capacities: 300, 600, 
900, and 1200 bu. For more informa- 
tion— 

Write in No. Al on card below 


Universal Pulleys Co., 349 N. Mos- 
ley, Wichita, Kansas, features the 
Transmix utility mixer in a folder 
which gives complete information on 
its mumerous uses, such as mixing 
feed, silage, cement, and hauling dirt. 
For more information— 

Write in No. A2 on card below 


Chicago Rawhide, Service Sales 
Division, Elgin, Ill., offers a folder 
which tells all about special fleet and 
service shop stocking cabinets and 
the special bonus Oil Seal Kit. For 
more information— 

Write in No. A3 on card below 


Crown Dairy Supply Co., 323 W. 
College Ave., Waukesha, Wis., is of- 
fering a 12-page booklet entitled 


“How to Get the Most Service from 
Your Crown Milking Machine Infla- 


For more 
information 


a 





Fill and mail coupon to 


SOUTHERN HARDWARE 


tions.” The booklet deals with the 
various types of milking machine 
rubber—natural rubber, synthetic, 
or a combination of both. The pri- 
mary causes of inflation deteriora- 
tion are listed and discussed in de- 
tail. Also discussed is a new type of 
inflation remover developed by the 
company. For more information— 
Write in No. A4 on card below 


Wright Power Saw & Tool Corp., 
410 S. Third St., Louisville 2, Ky., 
offers a 16-page, illustrated booklet, 
“Easy Steps to Woodcutting with the 
Wright Rebel.” The booklet describes 
the saw which features a _ recipro- 
cating blade, and tells how it can be 
used, in addition to felling trees, for 
building a log cabin, rustic outdoor 
furniture, fences, etc. For more in- 
formation— 

Write in No. A5 on card below 


Rapidayton Division, Tait Manu- 
facturing Co., Dayton 1, Ohio, has 
available a 32-page, illustrated man- 
ual on the selection, installation, and 
maintenance of its submersible 
pumps. The manual covers both two- 
and three-wire submersible systems, 
and also includes a detailed check 


Available free to readers. Just write in the 
key numbers on the handy coupon below 


chart of “trouble shooting” 
tion. For more information— 
Write in No. A6 on card below 


informa- 


Tractor Group, Allis-Chalmers 
Manufacturing Co., Milwaukee, Wis.., 
describes the B-125 power unit in an 
8-page, 2-color catalog MS-1247. The 
catalog gives specifications and lists 
special equipment available to ex- 
pand the versatility and use of the 
engine. For more information 

Write in No. A7 on card below 


Peerless Equipment Co., Joplin, 
Mo., gives complete information in 
an illustrated folder on all portable- 
stationary models and sizes of all- 
purpose and small grain Roller Mills 
For more information— 

Write in No. A8 on card below 


Iowa Fibre Products, Des Moines, 
Iowa, has available a catalog sheet 
featuring the following L-S cushions: 
the L.S. 200, all shredded foam rub- 
ber with plastic covered cloth; the 
L.S. Super 600, solid foam rubber 
with plastic cover; and T-1 400, all 
shredded foam rubber covered with 
canvas. Also, replacement cushions 


Send me more information on products 


| advertised On Pages ............-cscesseeeeeees 


EST Ses OO aR ED ao Ne a Hee 


| 

1 My POSIMOR ...20..000.00..ccccccccsccccccccsceccscoseonsenssocsscessocssecssenseenseooses 

806 PEACHTREE STREET, N. E. 
ATLANTA 8, GA. 


§ CORRBGIIY cccceseceresocecsscestnnsnnssosmsennanenerecsrssessesenensssossecssenncoces 


RR ae ea ST ET CaaS Sane TON 


| CUB Y ccecccccceccsccccccscsscccsneccccccecccccs BOD ccccccce GHP Orcccecssseecneccvees 
L ad 
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which include the JD-100, fits A, B, 
G, GM, 50, 60; JD-200, fits M, MT, 
40; Knoedler No. 300 replacement 
cushions. For more information— 
Write in No. AS on card, Pg. 128 


G. H. Meiser & Co., P. O. Box 400, 
Blue Island, Ill, has available catalog 
and discount sheets on its Enginair 
Tire Pump which is designed to fit 
any gasoline engine built since 1930, 
comes equipped with four different 
spark plug thread sizes. Pump and 
gauge come complete with 16 ft. of 
hose. For more information— 

Write in No. Al0 on card, Pg. 128 


Wisconsin Motor Corp., Milwaukee 
46, Wis., offers bulletin S-223 which 
describes all models of its powered 
equipment. For more information— 

Write in No. All on card, Pg, 128 


Mid-West Forging & Manufactur- 
ing Co., 38 S. Dearborn St., Chicago 
3, Ill., offers folder on its products 
which include spike harrow teeth, 
spring harrow and cultivator teeth, 
rotary tiller tines, rotary cutter 
blades, etc. For more information— 

Write in No. Al2 on card, Pg. 128 


Brower Manufacturing Co., 394 N. 
3rd St., Quincy, Ill., has a catalog 
available on its lines of feed mixers 


and mills and poultry supplies. For 
more information 


Write in No. Al3 on card, Pg. 128 


Larson Machine Co., Princeville, 
Ill., covers its line of farm sprayers, 
fertilizer applicators, and _ other 
equipment in a catalog offered to the 
trade. For more information 


Write in No. Al4 on card, Pg. 128 


Cole-Hersee, 20 Old Colony Ave., 
Boston 27, Mass., presents its elec- 
trical products in a comprehensive 
catalog, D-176. The switches, con 
nectors, and other electrical units for 
farm equipment are designed to 
stand up under the most 
working conditions and 
F.E.I. requirements and 
tions, according to the company. For 
more information— 

Write in No. Al5 on card, Pg. 128 


severe 
meet all 


specifica 


Claffey Machine & Manufacturing 
Co., Groveport, Ohio, has literature 
available on its power wagon un 
loaders which are available in can 
vas-apron or false end-gate« 
Either model fits all farm wagons 
The portable power unit may be pur- 
chased separately; all makes of hand 
unloaders can be converted to thi 
unit. For more information- 

Write in No. Alé on card, Pg. 128 


models 


CLASSIFIED 





8, SOUTHERN HARD 


*eachtree St N \ 











Commercial Credit Equipment 
Corp., 1300 N Woodward Ave 
Birmingham, Mich ffers a bro 
chure on using credit 
The company provides 
credit plans for farm equipment deal 


as a Saies tool 


sales-building 


ers regardless of the line the in 
dividual dealer handles. For mors 
formation 


Write in No. Al7 on card, Pg. 128 


Henry Manufacturing Co., P 
Box 521, Topeka Kansas, offer 
folder picturing 
scribing in detail its new 
line of loaders, tractor 
backhoes Information on 
equipment manufactured 


three-color and de 


compli te 
shovels, and 

othe! 
DY the 
The fold 
er is punched to fit a standard 3-hol 


loose-leaf binder For more informa 


company is presented also 


uon— 


Write in No. Al8 on card, Pg. 128 





SPRAYERS 
and DUSTERS 


MADE 
TO SELL 


Make Your Spring Profits 
Grow . . . with DOBBINS. 
For over 50 years, DOBBINS 
has been a reliable source 
for dependable sprayers 
and dusters. . . fully guar- 
anteed against defects in 
materials & workmanship. 
WRITE TODAY—for FREE 


copy of new DOBBINS ilius- 
trated catalog 


DOBBINS DIVISION 


Chamberlain Corporation 
FACTORY: WATERLOO, IOWA, U.S.A 
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ARP 


STAR 


SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT AND FINISH 


Patterns are available for practically all plows, listers, 
middlebreakers in No. 1 soft center or No. 2 crucible 
steel of the highest quality obtainable. Also, we are 
now producing a new line of Star Blade-Type Plow 
Shares — in regular and short patterns — made from 
solid steel, rolled to our own strict specifications, and 
automatically heat treated for maximum strength and 
wearing qualities. You'll want complete details now. 


STAR MANUFACTURING COMPANY 


LIN RON & BOLT 


ENTERSVILLE, ILLIN U.S.A. (EST 873 





Acme Shear Co 
Adams Oo., ©. F 
Alabama Mfg. Co . 
Aladdin Laboratories, In« 
Allis-Chalmers Mfg. Co 
American Biltrite Rubber Co 
American Chain & Cable 
Oo., Inc., American 
Ohain Div 
American Pad & 
Textile Co 
American Screw Company 
American Steel & Wire Co 
Oyclone Fence Div 
American Tack Co 
Ames Co., O e® 
Animal Trap Co. of America 
Arrow Fastener Co., Inc 
Atlantic Steel Co 
Atlas Screw & Specialty C« 
Atlas Tack Co 
Aurora Pump Division 
New York Air Brake Co 


Bakelite Ov., Div. of Union 
Carbide & Carbon Cory 
Bassick Co. . 
Bernz Co., Inc., Otto 
Bethlehem Steel Corp 
Black & Decker Mfg. Co 
Blue Oo., inc., John 
Bommer Spring Hinge Co., Inc 
Brearley Oo. ... 
Brink & Ootton Mfg. Co 
Bronson Reel Co 
Brown Corp., W. R 
Burlington Molding Corp 
Butcher Polish Oo 


Cc 


Calbar Paint & Varnish Co 
Campbell Chain Co 
Oarolina Washboard Co. 
Case Oo., J. I. 
Champion DeArment Oo 
Chattanooga Royal Co 
Choremaster Div. Weber 
Engineered Prods., Inc 
Clark Brothers Bolt Co 
Clarke Sanding Machine 
Classified Ads 
Clemson Bros., Inc 
Cleveland Mills Co 
Clinton Machine Co 
Colorado Fuel & Iron Corp 
Wickwire Spencer Steel Div 
Colorite Plastics . 
Columbia Malleable 
Castings Corp 
Columbian Rope Co 
Commercial Credit 
Equip. Corp 
Consumers Glue Co 
Continental Scale Corp 
Cooper Mfg. Co 
Corning Glass Works 
Corson Bros., Inc 
Crescent Plastics, Inc 
Crescent Tool Co 
Crosman Arms Co., Inc 
Cross Mfg. Co 
Cyclone Fence Dept., United 
States Steel Corp 


D 


Daisy Mfx. Co 
Damascus Steel Products Cor 
Dazey Corp ‘ 
Dearborn Motors Credit Corp 
Deere, John 122 
Demeritt Co 
Dempster Mill Mfg. Co 
Diamond Expansion Bolt Co 
Diamond Tool & Horseshoe 
Dobbins Div 
Chamberlain Corp 
Draper-Maynard Company 
Du Pont de Nemours & Co 
E, I Plastics Division) 


E 


Eclipse Lawn Mower Co 
Lawn Mower Div 
Chain Saw Div 

Electric Wheel Co 


130 


Empire Brushes T sanders. Frary & Clark g ‘ irdsall & Ward 

Empire Plow Co Dazey Corp.) to d Nut Co 

Enterprise Mfg. Co . sanders, Frary & Clark 

Estwing Mfg. Cx ‘ Universal Products) 

Evans Rule { . angley Corp 
sarson Co., Chas. 

is awn-Boy, Div. of Samson Cordage Works 

Outboard Marine Corp ‘ Sandvik Steel, In 

Fairbanks. Morse & Co azy Boy Lawn Mower Co . Sanitary Receiver Co 

Fasco Industries, Inc ‘ Alliston Implement Co ‘ Sargent & Co 

Federated Mutual Implement anen Thread Co Inc Savage Arms Corp 

& Hdw. Insurance ( 87 ocke Stove Co 2 Savage Arms Cor} 

Ferguson 116. 117 yombard Governor Corp 3 Lawn ve 

Fitler Co., Edwin H ' ouv-t-Pak. le Schwarts Mfs 

Fleischmann Handle Co ufkin Rule © Se ovill Mfg c 

Fleming and Sons, In Shakespeare Co 

Flete her Te Try. bole M Sherman Mfg. Co H 

ety hy : Sherwin-Williams Co 

Flintkote Co Mall Tool Co., Div. of aout aS 0. O RJ 

Follansbee Stee! Cory Remington Arms Co 7 ‘ — er 1M D B 

Ft. Myers Iron Works ; Marn Edge Tool Co 95 Smit a Uo , a 

Fuller Tool (C« Ir . Marshalltown Trowel Co ¢ — tery Oe ~ = 
Masonware Company sou = So ate 

G Massey-Harris a South send Toy Mfg . 
Master Lock Co * Southern Hardw are 

Maze Co., W. H ee See Co. 

Midland Industries, <n Southland Mower Co 

Milwaukee Tool & Equity ° Southwestern Plast 


Co 


Gale Products 
Gamble-Skogno, In« 
Garcia Oorp. . _ 
Gehl Bros. Mfg. Co * Mode rn Tool & Die 
General Electric Co., Lamp Molly ¢ Or. 
Div. — Large Lamp Dept Moore Push Pin Co 
General Steel Warehouse Mossberg & Sons, Inc., O Stvle-OCrafters, In 
Co., xn : Moto-Mower Co ' Sur tlow er <ndustries. | 
Gilbert & Bennett Mfg. Co Mouli Mfg. Co : ; Sunset Line & Twine C« 
Gilmour Mfg. Co Murray Ohio Mfg. Co Superior Equip. Div 
Soult Punge i= Musgrave Mfg. Co Supplex Company, 
rravdier 43 4 0 Supreme *rods ort 
Graham & Co., Inc., John H et Rubber Co 
Bevin Bros. Mfg. Co. Di 7 N Swing-A-Way Mfg. Co 
Graham & Co., Inc.. John H Swisher Mower & Mach. C« 
_ G. W. Griffin Div National Business Publications 
Graham & Co.. Inc., John H National Metal Products Co . 
King Cotton " : National Screw & Mfg. Co ¥ 
. Cordage Div Second Co New Holland Machine Co 
Graham & Co Inc John H ‘ New York Wire Cloth Co Tait Mfe. Co : 
Ohio Ma hine Prods., Inc Nicholson File Co ‘ Taylor Chain Co 
Greenlee Ti eo Mtge... Ine Nixderff-Krein Mfg. (« 5 Tennessee Coal, Iron & 
sreeniee ool Co R R. Co 
Griffin Mfg. Co . : Dept 
Gunver Mfg. Co ‘ oO : Temper Corporat 
1 ick & Rubber 
Turnbuckle Tm 
H Olin Mathieson Chem, Cory Turpentine & Rosin 
Hamilton-Skotch Corp W ine hester Repeating Factors Ine 
Hanson Co., Henry L 7 aa Pali e 2 
Fiayes Spre Gun Co 7 to) hilip § 
Heineke "e Oo - ‘ Orchard Industries, In U 
Hemp & Co Ox Fibre Brush Co., Inc 7 
Hirechel! Mfg. Co Inc. R nion Fork & Hoe Co 
Hillerich & Bradsby ' P nion Malleable Mfg Oe. 
Co ‘ront Cover Tnited States Plywood Cory 
Hodell Chain Co ; Inited States Rubber Co 
Hodgman Rubber © ‘ P & C Tool ¢ ) (Cycle Tire Dept 
a Ae +» “ee .-¥ Ce : Paine Co ‘ reese States Steel Corp 
cllaende Mig o ~*apec Machine Co * ™CO Corp 
Holthouse & Hartup, In Anand Tool , * * Tniversal Converting 
Howard Rotovator Ce In : Penn Fishing Tackle Mfg . Ip on Brothers Ine 
Hyde Mfg. Co Pennsylvania Lawn pansion Be 
Hypro Engineering, Inc Mower Div ‘ rot o 


Spraying Systems Co 
Stanley Works Hardware 
Star-Mfg. Co 

Strataflo Products. Inc 


Ss. G 


Corp 


Peters Cartridge Div 
| Petegsen Mfg. Co 
Phoenix Manufacturing 
Igloo Corp Plastex Co 
International Harvester ) Plumb. In« Fayette R 5 ictor Works, It 
General Line) O Plymouth Cordage ‘ . ener & Sons, Hyman 
Irwin Auger Bit Co . Portable etric Is, Ine ' 1g iy Co 


Propulsi« 
J 


Jackson Mfg. © 
Johnston Lawn Mowe or} , Want Ads 
Tones & Laughlin Ste ort Detietes Suesialts Warp Brothers 
Radio Steel & Mfg Water Master ( 
K Co 4 Weller Electric Corp 
Red Devil Tools lack Cove Western Tool & Stamping 
K & S Manufacturing ) . Red Head Brand Co . Wheel-Hors« Prods Co 
Kaiser Alum. & Chem ‘ . Red Jacket Mfg. Co Whitaker Mfg. Co 
Keil Lock Co , Reeve Company Wickwire Bros 
Kellog Brush - , Remington Arms Co Wickwire Spencer 
Keuffel & Ease % v4 Republic Steel Cory Div of The Colorads 
Keystone Steel | Resort Boat Co Div Fuel Iron Cort 
4 5 Southwest Mfg. Co.) Wire Products Company 
Revere Copper & Brass Wooster Rubber Co 
Reynolds Aluminum Supp! Wright Steel Wire ¢ 
Klein & Sons, Mathias * _ Richards-Wileox Mfg. C Wyatt Mfg. Co 
Rogers Isinglass & Glu ) 
Root Mfg. Co Ine , 
L Rototiller, Ine . Y 
Lamson & Sessions Co fi Royal Elec. Corp * 
Lancaster Pump & Mfg Rubbermaid, In: . Yale & Towne Mfg 
Co In ‘ Ruberoid Co s Yardley Plastics Ce 


SOUTHERN FARM EQUIPMENT for MARCH, 





DON'T LOSE SALES BY NOT HAVING 
EXACTLY THE RIGHT WATER SYSTEM! 








It’s easy to sell that customer when you 
can show him a water system that exactly 
meets his needs. Every well is different — 
every farm or home has different require- 
ments as to pressure, quality, and cost. 

That’s where the wide-range Dempster 
Jetmaster line is your answer — for a top- 
quality water system that can do the job at 
lowest cost, because it can be selected for 
the exact needs. 








DUAL-JETMASTER for that extra JETMASTER—the most efficient and 
depth, pressure or capacity (or , rugged single-stage ejector type 
combination of all three) that a sin- pump made. In shallow or deep 
gle stage pump can’t provide... . well models. Ample pressure and 
yet without the cost of a multi-stage | desired flow per hour by selecting 
pump. In dual and parallel pipe right horsepower motor. 

systems, with top quality % HP 

motor. 








CONVERT-O -JETMASTER 
where price and well depth 
MULTI-STAGE JETMASTER — for are factors. Converts quick- 
maximum depth, pressure, flow. In / ly from shallow to deep 
two or three stage models, with well operation without cost 
choice of motor horsepower to of a new pump. So com- 
meet any demand. pact it will fit under kitch- 
: en sink. Thrifty Vs or pow- 
erful V2 HP motors. 





All Jetmaster systems are backed by Dempster’s 
79 Years of Water System Experience 


DEMPSTER MILL MFG. CO. 
Beatrice, Nebraska 





= 
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NEW HOLLAND 
et ee te ee | 


Hayliner 68 with Flow-Action: proved on farms all over the U.S. for over a year! 


Outsells every other baler... easily! 


HAYLINER 68 


Now is the time to sell New Holland's Hayliner 68, 
the baler with exclusive Flow-Action . . . the favorite 
with successful farmers all over the U. S. 


| last year, Hayliner 68 
sold big right off . . . bigger than 
any other baler. It’s bound to be 
headed for bigger sales in 1958! 

Thousands of farmers have found 
Hayliner 68 gives them greener, 
leafier bales . . . and does it with 
less fuss and bother. They like the 
simplicity of Flow-Action, too, be- 
cause fewer moving parts mean less 
need for adjustment .. . cheaper 
operation. 

Your customers have heard about 
Hayliner 68 from friends and neigh- 
bors: they’re pre-sold! With the big 
buying season coming up, you'll 
want to make the most of this 


ready-made selling opportunity. 
Start Hayliner sales now! 

And remember, there’s the new 
Super Hayliner 78 for customers 
who want extra bale-power. Both 
the “‘68”’ and the ‘“78”’ are available 
as twine- or wire-tie models. When 
you stock all four models, you're 
set to meet the baling requirements 
of virtually every grassland farmer. 
And because the Hayliners create 
satisfied customers, they’re big 
sales-builders for the entire New 
Holland line. 

Today more than ever before, it 
pays off big to be a New Holland 
dealer! 


FLOW—_ACTION 
is the secret! 


Strong but light aluminum tines move 
hay gently into bale chamber. In even 
the heaviest windrows, telescoping, 
spring-loaded tine bar prevents over 
loading, jamming or clogging. Tines 
measure off right amount of hay to 
place in chamber for uniform slices 
It’s a smooth-running, continuous 
operation. ‘“‘“Flow-Action”’ isthe biggest 
improvement in baling in 18 years! 
New Holland Machine Company Divi 
sion of Sperry Rand Corporation, New 
Holland, Pennsylvania 


KsiINEW HOLLAND (is: i) Grassland Farming" 
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first time anywhere! 


- recessed wheel design 


* contour self-service carton | 


TWO of the hottest ideas for sales impact in the garden \ 
supply field. Found only in the No. 75 Radio Line Garden Cart 


Opens up new sales possibilities. Its exclusive features 
and greater versatility fill a much needed demand by 
garden tool users. Its exclusive packaging gives dealers 
extra selling power! 


Get the full story now! You owe it to yourself and your 
customers. WRITE FOR COMPLETE INFORMATION 


Q fiv0 lin, Garden Cart 


Radio Steel & Mfg. Co. 
\. 6515 W.Grand Ave., Chicago 35 U.S.A., Merrimac 7-7100 


(>) EVM ALY A 


ee. a 


No. 5 Radio Chief Scooter 


meavy 1UGE piece trary 





O13 TOOL Sands, Rasps, Shapes 


it’s 
POISIOT Skin 


STEEL SANDPAPER a rem 


A EOE SEE OE OME A 
.* ‘fe 
ir - al 
eon cm 


Here, at impulse-buy price, is a new and Oe ; ia 
better way to shape and smooth hard and : : : ee 
: Here's the Sell! 


soft woods, plastics, and soft metals. Cuts Here's the Secret! 


For extra sales, remove several units 
from display box, stand them on coun- 
ter or in window, hang them on peg- 
board, or sell them from bins 


far more rapidly and easily than abra- 150 holes per square inch 
form thousands of tiny steel 


sive paper of equivalent grit, scratches | umes Gat eedee Gab i 
less, and absolutely will not clog. Snap- way into surfaces 


in replacement sheets sell for 25¢, and F 

can also be used wrapped around dowel, ® Here's the Payoff! Three Assortments Your 

on wood block, or in bare hands. Your Selling 
j Cost Price 


A21 Counter Merchandiser—'2 doz. Red $3.60 $6.00 
It’s the 5 Devil 9S Holders each with 1 sheet of 
e . Dragon-Skin plus '2 doz. individually 
hottest turnover item in years. boxed sheets Dragon-Skin—No. DS1. 
° ° '. Weigt 3 Ibs., 8 
Don’t miss a single sale. | Pena ew ae 
= No. 9$—Display box of 1 dozen Red $5.40 $9.00 
. | Devil 9S Holders each with 1 sheet 
Phone your jobber now: . Dragon-Skin. Weight: 5 Ibs., 13 oz 
DS1— Display box of 1 dozen individu- $1.80 $3.00 
ally boxed sheets Dragon-Skin — No. 
DS1. Weight: 1 Ib., 6 oz. 


RE REPOS Li * 


World's largest manufacturer of painters’ and glaziers’ tools—Since 1872. 


For more information use Handy Return Card, Page 75 SOUTHERN HARDWARE for March, 1958 





